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Our SALES POLICY ... What Is It? 





BEAVER PIPE TOOLS, 


6. 


To establish and endeavor to maintain fair Resale Prices. 


To sell “ethical” supply houses only. (We are content to “pass 
up” the Mail Order Houses; Direct-to-You’s; Cut Rate Stores; 
etc.) 


To make no price concession to Large Users such as Railroads, 
Public Utilities, Governmental Departments, Sprinkler Com- 
panies, etc. We think that it is unfair to rob distributors of the 
“cream” and leave them the skimmed milk. 


To give no “extras” of any kind . . . to anybody. Nobody gets 
anything beyond our published discount sheet. 


To cultivate only a reasonable number of distributors in any 
locality. This keeps the business from being spread too thinly 
. . OVer too many accounts. 


To adjust complaints fairly and promptly. Although we refuse 
to be deliberately imposed upon, we are inclined to be rather 
generous in the matter of adjusting complaints . . . because we 
find so many of them are due to a lack of understanding regard- 
ing the proper care and use of pipe tools. Frequently it is 


possible to instruct the customer .. . and thus eliminate future 
complaints. 
To make BEAVER PIPE TOOLS profitable to you ... by giv- 


ing an added margin of profit. For the most part, BEAVER 
PIPE TOOLS are patented and out of the strictly-competitive 
class . . . thus we are able to command a high-enough resale 
price to properly recompense the distributor. 


To keep our jobbers’ stocks free from “dead wood” .. . by 
making periodic wash-ups. 





BEAVER PIPE IQDLS 


Incor porated, Warren, Ohio 
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JERSEY City, N.S, U. S.A. 


May 1, 1935. 


Mill Supply Distributors 
United States, 


Gentlemen: 


As a result of a survey recently concluded by this 
Company, @ new policy of sale and distribution of Dixon 
Paints has been inaugurated. 


Effective this day, the Mill Supply House becomes 
a dominant factor in this policy. Wherever possible (and this 
rests in the main with ml the Mill Supply House will represent 
the Paint Sales Division of this Company on a discount and pro- 
tection basis which, in the opinion of men of standing in your 
industry, is equitable and fully compensating. 


The plan is based on a fair appraisal of mutual inter- 
ests and a common objective. Mill Supply Distributors who are 
familiar with its details have given it their endorsement, tern- 
ing it a forward move for all concerned. 


A number of territories are still open for the new 
Dixon Paint Sales Franchise, 


We invite your further consideration and inquiry. 


Yours very truly, 
JOSEPH DIXON CRUCIBLE COMPANY 


Mb Line LE ision 


P.S, The writer will be registered at the Carolina Hotel, 
Pinehurst, during the period of the Triple Mill Supply Con- 
vention - May 13 - 16, inclusive. 


Re E, Mitchel1/FD 
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No wonder SKILSAW tool sales are making 
New Records! 


So will yours, with this 
BIG COMPLETE 


SKILSAW LINE! 


W hat line of tools do you carry that 
has made progress during the last year equal to 
the SKILSAW LINE? What one has introduced 
as many valuable improvements on new items— 
has shown more aggressiveness in merchandi 





and sales promotion—has had as impressive a 
record of increased volume? Check over the field— 
then you'll see why you can profit more by fea- 
turing the complete line of Skilsaw Portable 





Electric Tools! 











cK Sc W Dri Py . : | . . . » . “Ve . i 
SKILSAW DRILLS are huskier, smoother, ftiner—with extra are acknowledged everywhere as undis 


; suted quality leaders—famous for their record of per- 
powerful motors, die cast alloy bodies, full ball bearing con- pescado Rugged, safe, powerful and Gacly enginecred, 
SKILSAWS are accurately built to give complete 
satisfaction over many years of service. There are 6 
whether in production, maintenance or construction work. models, suitable for every type of work. 


struction and advanced engincering improvements in. every de- 
tail. There are 10 powerful models to fit every requirement, 











\ i1AND INDE Kl ENCH INDE and Sue : works 10 
provides big savings on all grind- have many new mechanical and tion Cleaners offer the safest, most to 40 times faster than hand 
ing, filing, polishing, and buffing construction features. Steady, convenient leaning method for sanding and produces a much 
work, Used on metals, rubber, powerful and quiet; outstanding industry. Easily convertible for finer finish, A money saver in 
stone, porcelain, compositions. performers for continuous or in- sprayin or blow torch work. maintenance or construction work 
Outperforms any similar tool you termittent service. A complete Complete line of models for every with wood, metal, stone and com 
ever saw! line of styles and sizes. purpose. positions. 


SKILSAW, INC, cricaco, iinois 


MAY 1935 3 
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development increases 
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. advertisements feature— 
‘call your Goodrich Distributor’.”’ 


HE new Goodrich Endless Belt 

method is making industrial 
history. By using the new Plylock* Splice and 
portable vulcanizer, belts can be made endless 
on the machine in 45 minutes to a few hours, 
depending on size... the economy of endless 
belts is made available to thousands of concerns 
... deliveries are made in hours instead of days 
or weeks... machines no longer have to be dis- 


ALL IN RUBBER 
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mantled ...and the distributor, selling Goodrich 
Plylock Endless Belts, makes an average of 25% 
more profit on the same belt! 


IMPROVEMENT OFFERED 
DISTRIBUTORS AT ONCE 


Goodrich offered this improvement to its dis- 
tributors as soon as it was perfected, and gave 
them this unequalled opportunity to win new 
customers, new profits. 


Like every other major Goodrich product or 
service, Plylock Endless Belts are extensively 
advertised, and advertisements feature—‘‘call 
your Goodrich Distributor.” 


Product leadership, a complete line, sales- 
making advertising, sales help in the field, re- 
search which keeps the line in the lead—these are 
the reasons why ambitious distributors prefer 
to team with Goodrich. The B. F. Goodrich Co., 
Mechanical Rubber Goods Division, Akron, O. 


* U.S. Patent No. 1,996,529 
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A BULL’S-EYE- ~ 
FOR ‘“‘TOLEDO’’ DISTRIBUTORS IN 


MODERN INDUSTRIAL SELLING... 


The “TOLEDO” plan of modern sales pro- 
motion work is most efficient and profitable 
for “TOLEDO” distributors. A fleet of eight 
sales demonstration cars, all equipped with 
“TOLEDO” hand tools and a “TOLEDO” 
No. 999 Super-Model Power Pipe Machine 
and manned by a trained, courteous and efhi- 
cient “TOLEDO” sales representative are at 
the service of “TOLEDO” distributors 365 
days of each year. 


This sales representatives is 
contacting the actual users of pipe tools and 


corps of 


pipe machines making demonstrations of 
“TOLEDO” equipment and cooperating with 
“TOLEDO” distributors. This is modern, 
efficient sales cooperation that counts. 


“TOLEDO” 


utmost in 


offers its distributors the 
sales help and _ protection. 
“TOLEDO’S” resale price policy is so well 
established and respected today that it is re- 
garded as a standard whenever resale price 
is discussed. You can safely standardize on 
the complete “TOLEDO” line of pipe tools 
and pipe machines. 


GENUINE “TOLEDO’S”—THE COMPLETE LINE—ARE MADE ONLY BY 
THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO 


NEW YORK OFFICE, 72 LAFAYETTE ST. 
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JAMES A. CHANNON, EDITOR 


A Modern Supply Clinic 


NDUSTRIAL distributors are be- 

tween the devil and the deep blue sea, 
economically speaking. If they are to 
make a profit on the capital invested in 
their businesses, it is necessary that they 
secure adequate margins of profit from 
manufacturers and adequate prices 
from consumers to cover operating costs 
and leave something over. 

However, there is a limit beyond 
which it is obviously foolish for manu- 
facturers to go in the way of margins, 
the point beyond which they can main- 
tain their own sales forces. Likewise, if 
industrial consumers pay distributors 
more than the merchandise and service 
is worth, they are being inefficient, since 
they could buy materials direct from 
manufacturers and carry them in stock 
themselves at no greater expense. Obvi- 
ously, then, the more distributors de- 
mand gross profits in excess of either 
limit, the more they do to legislate them- 
selves out of business. One solution to 
better net profits presents itself—in- 
creased efficiency of operation. 

Increased efficiency in the industrial 
supply business can be effected in two 
ways: 1. By doing a more effective sell- 
ing job, and 2. By handling the orders 
received in the most economical, yet 
efficient manner. 

Complacently accepting a given aver- 
age percentage of sales as the standard 
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of overhead costs will never bring about 
the increase in efficiency needed for 
progress. New ideas, better ideas, are 
needed if sales and operating efficiency 
are to be improved. 

Realizing this necessity, MILL 
SUPPLIES has devoted its entire edi- 
torial section in this Convention issue 
to a symposium of many of the better 
sales and operating ideas which are 
creating profits for their originators. 
Two sections, one on sales methods, the 
other on operating methods, point out, 
in brief fashion, ways to increased 
efficiency. 

The names of contributing distribu- 
tors have been omitted, for obvious rea- 
sons. However, each has been designated 
by a number so that an interchange of 
information can be arranged through 
correspondence with MILL SUPPLIES. 

No attempt has been made to describe 


an ideal supply house, since no two oper- 


ate under exactly similar conditions. 
Rather, each man’s ideas, systems or 
methods have been briefly described so 
that readers, from presidents to stock 
clerks, may readily “lift” them when 
looking for ways to do their jobs better. 

Sales and service are the very life- 
blood of the industrial supply business. 
New blood, in the form of better ideas 
and methods, is needed from time to 
time if the old man is to survive. 








A Name Synonymous with 
Dependable Performance— 


LINK-BELT 


A pioneering experience of 
60 years is represented 
in the broad Link-Belt line 
of elevating, conveying and 
power transmission equip- 
ment. Supply genuine Link- 
Belt parts, and capitalize on 
the Link-Belt reputation and 
prestige. Write for catalog. 





Original Ewart detachable Link-Belt. 





LINK-BELT COMPANY 


The Leading Manufecturer of Equipment for 
Handling Materials and Transmitting Power 
Chicago - Philedelphie - Indianapolis 
Atlenta - San Francisco . Toronto 

Offices and Distributors in Principal Cities 
5290 Steel chains for every conveying and power transmission service. 


Malleable, Promal and steel buckets 
of all types, including Selem. 





Pulleys of all 
typesfor power 
transmission 
and conveying. 





Take-ups — all kinds. 









Gears — cast and cut 
tooth. A complete 
line of patterns, 





Silverlink roller chain 
drives. Drives up to 
225 H.P. and over, 
in speed ratios of 1 to 
1 up to 8 to 1, for 
stock by distributors. 






Cast tooth 
and cut tooth 
sprockets of 
all types. 





A complete line of bear- 
ings and all power trans- 
mission equipment. 


Fy 
; b. 
° 04a 
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Silverstreak silent chain drives. 


iune t 
Original Helicoid and sectional- po aah ty pat Tt . 


flight screw conveyor. Clutches of various types. for stock by distributors. 


CONVEYING & POWER TRANSMISSION 
MACHINERY ACCESSORIES 
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SALES METHODS 





Better Selling 


HE most obvious way to reduce the cost of operation in the 

industrial supply industry, a selling business, is to sell more 
merchandise on every call, thus increasing turnover and reducing 
sales expense. This, of course, is a simple goal, which, in actual 
practice, is beset with numerous difficulties. Perhaps no dis- 
tributor does a perfect selling job, yet some excel in one phase 
and others in a different phase. 

A few exceptions notwithstanding, the distributor who sells 
the most merchandise most efficiently is the distributor who has 
the soundest system of sales management, whose salesmen are 
the best informed, whose telephone men are the most polite and 
efficient, whose mail salesmen are the cleverest, whose counter 
salesmen are the best informed and equipped and whose sales 
promotion methods are the most aggressive. 

Each of these factors has been considered on the following 
pages under the sub-headings: Sales Management, Sales Promo- 
tion and Contact or Personal Selling. Ideas contributed by dis- 
tributors under each head are briefly presented. No claim is 
made as to their being the best means of performing the various 
phases of selling covered. Each, however, is in actual operation 
in some distributing establishment and as such is worthy of study 
by the distributor or members of his sales force who are anxious 
to “get there fustest with the mostest men.” 














MAY 1935 





SALES 
MANAGEMENT 


A presentation of ideas, methods, 
forms, which distributors have 
found helpful in bringing sales 


forces to high efficiency and in re- 
cording results and shortcomings. 


ALES management, as ap- 

plied to supply houses, has 
principally to do with the educa- 
tion of sales forces to such a de- 
gree of efficiency that they are 
capable of selling every customer 
in the territory all of his supply 
needs, selling every line in stock 
to all prospects and then keeping 
records of results and shortcom- 
ings so that corrections may be 
made. 

On the pages immediately fol- 
lowing will be found methods and 
ideas used by distributors to ac- 
complish the above results. These 
methods are briefly described, no 
names being used. 


Education 
of Salesmen 


No amount of modern sales con- 
trol methods will help the sales 
manager who is unable to impart 
to his men the necessary technical 
knowledge about the lines handled 
to close sales. Perhaps no other 
business requires the time and 
thought put on the education of its 
salesmen as does the _ industrial 
supply business. Men are not only 
expected to know something about 
the sales points and applications of 
some 200, 300 or 400 lines but 
must, in addition, know something 
of the methods used by the plants 
to which he hopes to sell. 

Various means have been em- 
ployed by distributors to impart 
this information to their men but 


the most common are sales meet- 
ings and work with manufac- 
turers’ representatives. Several 
ideas on these important activities 
follow. 


Sales Meetings 


Saturday morning sales meetings 
in supply houses have become such 
a standardized practice as almost to 
be classed as rigid requirements. 
Methods of conducting meetings 
differ, however, and a good many 
distributors even feel that Satur- 
day morning is no time for such 
meetings. 


@ Distributor 3303, for instance, 
holds his meetings every other 
Friday night on the theory that 
closer attention to the job in hand 
is obtained at night meetings. The 
time, however, is not the outstand- 
ing characteristic of these meet- 
ings. The method of conducting 
them is of real interest. 

Some time before each meeting 
one of the salésmen is told to pre- 
pare himself to conduct a sales con- 
ference on a certain product. 
Before the meeting he informs 
himself thoroughly on this product, 
using the manufacturer’s catalog 
and writing to the factory if any 
point does not seem clear. The 
entire meeting is then left in his 
hands, 

The sales manager has found that 
this system not only results in more 
thorough preparation by one man 
but stimulates competition between 


salesmen and has the added ad- 
vantage of training men to talk on 
their feet. 

This distributor also makes a 
point of inviting counter men and 
younger employees to these meet- 
ings. Often, he says, these young 
high school graduates show up the 
old-timers in their ability to learn 
and their willingness to prepare 
themselves in advance. 


@ Distributor 2902, with a force of 
20 men, also holds evening meet- 
ings but uses a different plan for 
conducting them. The sales man- 
ager himself digs up all available 
information on a line and prepares 
a sales manual to supplement the 
regular catalog information. The 
material for this is obtained by 
questioning the manufacturer’s 
salesman, writing the factory and 
using the experience of his own 
men. 

Once the line has been thoroughly 
studied by the men, they are re- 
quired to pass a written examina- 
tion on it. Working in this way, 
the examination takes half of the 
time for the meeting, the rest being 
used to discuss the next product to 
be studied. During periods of in- 
tense drives for business, meetings 
have been held oftener than once a 
week. 


@ Several distributors have adopted 
the practice of requesting writ- 
ten questions covering the line to 
be discussed in advance of a manu- 
facturer’s representative’s visit. 
By thoroughly mastering the basic 
selling points on a line in advance 
of a meeting, the salesmen are 
enabled to concentrate on the finer 
points during the session. 


@ Periodical sales meetings with 
manufacturers’ representatives are 
a regular feature of the activi- 
ties of Distributor 4601. The 
meetings are usually held on Fri- 
day evenings, and each meeting 
centers around one line, with the 
manufacturer’s man demonstrating 
and discussing the line and em- 
phasizing its sales features. Such 
meetings usually last from two to 
three hours. 


@ Distributor 1303 cooperates to 
the fullest possible extent with 
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the manufacturers of the company’s 
major lines in sales efforts on 
these lines. Usually a special drive 
on one of these lines will be pre- 
ceded by a letter to prospects, which 
is accompanied by a circular on 
the line. A sales meeting will be 
held, at which the manufacturer’s 
representative will discuss all sales 
angles. The salesmen on their calls 
immediately following will talk this 
line wherever the customer or pros- 
pective customer should be in the 
market, carrying literature with 
them and leaving it where it will 
do the most good. The company 
employs specialty men on grinding 


Definite working schedules are 
sent by Distributor 2902 to 
manufacturers’ representatives 
at least two weeks in advance 
of visit. Copies go to each 
distributor’s salesman involved. 


wheels, abrasives, taps and dies, and 
the territorial salesmen work with 
them to further sales of those par- 
ticular lines. 


Manufacturers’ Help 


Working with manufacturers’ 
representatives has long been 
recognized as one of the soundest 
means to salesmen’s’ education. 
Several points brought out by dis- 
tributors in the following para- 
graphs, however, point to the need 
for more careful planning in this 
phase of distribution activity. 

Much money and time is wasted 
by the unannounced arrival of 
manufacturers’ representatives who 
plan to work a week or two weeks 
with a particular distributor’s men. 
Several often arrive on the same 
day, making it impossible to do 








Schedule for Mr. 


Saturday, April 6 


Wednesday, April 10 


Thursday, April ‘11 





The following schedule has been worked out in order that the week 
which you plan to spend with our men may be most profitably spent. 


.Sales meeting, our office, 10 A.M. 


Monday, April 8........... W. H. Jones will meet you at our office at 
; 9:00 A.M. 

BOGEN, BOE Boe occ cccee John Smith will call for you at your hotel at 
8:30 A.M 


pita dati Peter Brown will call for you at your hotel 
at 8:30 A.M. 


ee P. H. Donovan will meet you in Cedarhurst, 
Hotel Crest, 10 A.M. 


Priday, April 12........: Dennis Mulligan will meet you at Browns- 
ville, corner lst and Main, 9:30 A.M. 











Distributor 3303 puts every 
sales meeting in the hands of 
one of his salesmen. This man 
must prepare himself to handle 
the meeting on a particular 
product just as a manufac- 
turer’s representative would. 


other than send them out alone. Re- 
duced effectiveness and total lack 
of sales education result. 


@ Distributor 2902, who has _ se- 
lected some 42 of his lines for 
specialization, schedules his men’s 
work with manufacturers’ repre- 
sentatives weeks in advance. 

The representative is informed 
(by mail) that he is expected to 
conduct a portion of the sales meet- 
ing on the Saturday preceding the 
week he is to work. He is provided 
with a daily schedule which defi- 
nitely states where he shall meet 
certain men and the time. The 
distributor’s salesmen are informed 
of the above schedule (carbon 
copies) and are careful to plan 
their work most effectively for the 
day or days on which they are to 
work with the manufacturer’s man. 
Every effort is made to prevent 
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any “cold” calls during his visit. 


@ Working on fewer lines for 
longer periods, Distributor 2201 
schedules twelve lines for special- 
ization one year in advance. Dur- 
ing the month assigned to each, 
special sales promotion is used, the 
manufacturer is asked to assign 
his representative to the territory 
for most of that time and regular 
educational sales meetings are held. 
An effort is made to present the 
line to every available prospect 
during the month. 

The plan calls for a different set 
of lines each year. Intermittent 
work is done with other manufac- 
turers’ men but main “push” is 
put on the products scheduled. 


@ Anxious to make maximum use 
of willingness of manufacturers 
to supply missionary men, yet de- 
siring to eliminate the obvious con- 
fusion resulting in the minds of 
his men from haphazard schedul- 
ing of such work (valves one week, 
paint the next, wire rope the next), 
Distributor 3306 divides all of the 
lines handled into four general re- 
lated groups. To each he assigns a 
three-month period of concentra- 
tion. 

Letters to his sources of supply 
inform them of the period during 
which their lines will be worked 
extra hard and request missionary 


Figure 1—Both sides of these 
loose-leaf pages carry names of 
leading lines. Salesmen are re- 
quired to post totals each 
month from duplicates of 
charges.—Distributor 3102. 


help during that time. By work- 
ing far enough in advance it is 
possible to prevent overlapping. His 
salesmen find a distinct advantage 
in specializing on lines of a similar 
nature during succeeding weeks. 
Sales letters and promotion mat- 
ter are geared to the above pro- 
gram in the drive for business. 
Principal advantage claimed is 
logical education of salesmen. 


Records 


The management of the distribu- 
tor’s sales force in such a way that 
maximum selling efficiency results 
is, after all, the most important 
and one of the most difficult phases 
of this many-sided business. 

First of all, so much depends 
upon the personality and knowledge 
of the sales manager. Naturally, 
no two are alike, hence no two 
systems of control could be exactly 
the same. In general, however, 
they differ in detail only. 

One characteristic they all have 
—they are not self-starters. In 
other words, none of the systems 
or forms presented below will in 
itself produce sales efficiency. The 
sales manager must stay everlast- 
ingly at the task of trying to sell 
every account all of its needs and 
to secure maximum sales of all 
lines carried in stock. He is the 
spark plug—systems merely help. 


Account Records 
Every house has available figures 
as to how much business it is get- 
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ting from any particular account. 
This information taken from the 
books is of little help, however, in 
that it doesn’t reveal what the ac- 
count is buying. Volume alone 
may be very deceiving in measur- 
ing sales effectiveness. Most meth- 
ods outlined here picture not only 
how much but what. 


@ Distributor 3102, handling 450 
active accounts, furnishes sales- 
men with copies of all invoices. 
Each is equipped with a loose-leaf 
book in which one sheet is carried 
for each of his accounts. Down the 
left-hand side of each sheet (shown 
in Figure 1) is a list of the com- 
pany’s leading lines. By the 
fifteenth of the month each man 
must tabulate and enter his pre- 
vious month’s sales on these forms. 
He then is required to go over each 
account in detail with the sales 
manager. 

This system requires no clerical 
help yet it very effectively points 
out to the salesmen where they are 
falling down on each account. In 
addition, by simply totalling all 
sales for each line listed, the sales 
manager is able to get a clear 
picture of what lines are selling and 
which are lagging. 


@ Distributor 2902, handling 2,000 
active accounts, uses much the 
same sort of form except that the 
sheets are quite large, being good 
for two years (see Figure 2). In 
this case, however, all tabulating is 
done by a clerk working directly 
under the sales manager. This dis- 
tributor has found that having two 
years’ sales on the same sheet is 
very helpful in the analysis of an 
account. All lines handled are not 
listed on these sheets, the number 
being limited to about 40 leaders. 
The copies of this record which are 
kept in the office and used by the 
sales manager are printed on card- 
board to minimize the effects of 
constant handling. The clerk who 
does this work has other duties in 
additjon. 


@ Distributor 3301, selling about 
2,000 active accounts uses no record 
of the above type. Control in 
this case is effected by filing all 
charge sheets by customer so that 
a quick picture may be obtained by 
glancing through the customer’s 
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Figure 2— Printed on heavy 
stock, this form is used for two 
years to record sales for each 
customer. All work done by a 
clerk working under the sales 
manager.—Distributor 2902. 


file. This system has the dis- 
advantage, however, of requiring 
unusual alertness of the sales man- 
ager—it happens to work in this 
case. 


@ Distributor 4401, handling 150 
active accounts, uses a _ system 
similar to the form given above 
(requiring each salesman to keep 
his own records). However, each 
man’s accounts are analyzed and 
discussed in a general sales meet- 
ing. This is done with the idea 
of obtaining a valuable interchange 
of ideas between salesmen on plants 
of a similar character. 


@ Many past customers who have 
not bought a dollar’s-worth of mer- 
chandise from a house for several 
vears do not realize that fact. The 
salesman calls at intervals. In time 
he becomes desperate and asks to 
know what is the matter. “Why 
can’t you give our house some busi- 
ness. Our merchandise is the best. 
Our service is as good as anyone’s. 
Have we done anything to warrant 
you in ditching us entirely?” 
“What’s the matter with you?” 
says the customer. “I buy from 
you folks right along. Maybe I have 
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not give. you an order personally 
for awhile, but I buy plenty from 
the house. Go and see if I don’t.” 

The sales manager of Distributor 
3502 resuscitated quite a large 
number of accounts by going back 
through the books and lifting out 
all the old, dead ledger sheets. 
These were portioned out among 
the salesmen who took the actual 
sheets to these expired accounts 
and laid them down before the buy- 
ers showing exactly when the last 
orders had been given, months or 
years ago. In most cases the buy- 
ers were astonished, and some gave 
orders then and there. 


@ Distributor 1201 binds all sales 
sheets for each account for a year 
together for reference purposes. 
Charges were formerly filed by 
month but this system was found 
to be too unwieldly to be of any use 
to salesmen seeking information as 
to what a particular account has 
bought in the past and the sizes 
and quantities used. 


@ A Kardex record system is used 
by Distributor 1205 to make sure 
the salesmen for this organization 
are keeping in frequent contact 
with all prospects. Each customer’s 
or prospective customer’s name ap- 
pears on a separate card, which is 
filed alphabetically, according to 
territory. An indicator attachment 
slides across the card to show the 


date of the last call on each account. 
The sales manager frequently goes 
over the cards and if he finds that 
salls have not been made on certain 
accounts as recently as he believes 
they should have been, he immedi- 
ately notifies the salesman to con- 
tact such accounts as soon as pos- 
sible. 


@ Distributor 3307 checks follow- 
ups on accounts very carefully, 
using salesmen’s written call re- 
ports as a basis. Behind the visible 
index card of an account is placed 
any report which calls for follow- 
ing or check-up at some future 
date. A colored marker is moved 
to the Saturday before the follow- 
up is due on a printed date line. A 
clerk pulls all follow-up reports 
each Saturday and the salesmen 
are cautioned to make the re- 
quested call and report the follow- 
ing Saturday. This, says the sales 
manager, has helped greatly in 
closing business which might other- 
wise have been forgotten. 


@ In order to make sure that each 
account is purchasing as much of 
its requirements as possible from 
Distributor 1204, the books are 
gone over daily. A lump estimate 
has been made of what “each ac- 
count should be worth” in total 
volume. As long as this volume is 
maintained, no unusual effort on 
it is made, but if the books show a 
falling off, the salesman is immedi- 
ately checked up to ascertain the 
reason. Naturally, he investigates 
and puts forth very special effort 
to get the volume back to what the 
house feels it should be. This 
house handles about 6,000 active 
accounts. 


@ Distributor 1302 has a continu- 
ous process of analyzing 
per salesman per customer. 


sales 
Every 


day a record is prepared of the 
customer. 


sales to each These 
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Figure 3— Monthly sales to 
each customer are totalled on 
these cards by a clerk work- 
ing under the sales manager. 
From them a typed list of sales 
to each account is given to the 
salesmen.—Distributor 1201. 


figures are tabulated once a month, 
together with the purchases by the 
customer for the year to date. When 
customers are not buying, their 
names are “flagged” and the sales- 
man is questioned as to the reason. 
Sales of most of the profitable lines 
carried by this house are compared 
with those of the previous year, and 
special sales effort is applied 
where it is found necessary 
or advisable. Every salesman is 
provided annually with a _ report 
showing the purchases from each 
customer for that year compared 
with those of the two preceding 
years, and he is thus able to 
analyze for himself his business 
with individual accounts, and 
govern his actions accordingly. 


@ Distributor 1201, handling about 
2,000 active accounts employs a 
form shown in Figure 3, the card 
being some eight inches wide by 
three inches deep. A clerk enters 
total sales for the month for each 
account. Salesmen are furnished 
a typewritten list showing sales for 
the current month for each ac- 
count, sales for the previous month 
and for the same month last year. 
This plan does not show the sales 
manager what is being sold each 
account and an unusual volume in 
one commodity might cover up a 
poor sales job on all others. 


@ Most purchasing agents are in- 
clined to be fair. They like to give 
each house its share of the business. 
But they cannot be expected to 


keep books on the subject. Among 
the larger buyers especially, who 
give out orders in great numbers 
and all sizes, it often happens that 
number of orders lingers in their 
minds longer than size. “Some- 
times,” says the sales manager of 
Distributor 3502, “I find that cus- 
tomers whose business should run 
into thousands annually actually 
buy only hundreds. They give us 
a whole mess of orders the Lord 
knows, but all together they don’t 
amount to anything.” 

This company keeps a card rec- 
ord in convenient form for every 
customer, showing actual purchases 
by months back over a period of 
10 years. The sales manager made 
a study of the accounts and found 
that a great many that were alive 
were not giving a satisfactory vol- 
ume, and for no known reason other 
than the one given above—that the 
purchasing agent thought because 
he was frequently ordering from 
the house he was doing quite well 
by it. 

The sales manager took all of 
these low volume cards and dis- 
tributed them among the salesmen, 
requesting that they lay them down 
before the buyer in each case and 
go over the figures. It was found 
in the majority of the cases the 
buyers were interested in doing 
this and were surprised to see the 
dwindling business that they were 
giving the house, and remembered 
to give it a show at the better 
orders after that. 


@ Distributor 1303 provides each 
salesman with a quarterly report 
of his sales to his larger accounts 
by items. The sales manager 
analyzes these reports carefully, 
and if an account’s purchases of 
individual items are not holding 


up, the matter is taken up with 
the salesman. At the same time, 
if an account is not purchasing a 
certain item, when other similar 
accounts are buying this item, this 
matter is also brought to the sales- 
man’s attention, and special effort 
is made on this line. 

Each salesman makes his re- 
ports on what is called a “Con- 
fidential Information Sheet.” At 
the top is room for the sales- 
man’s name, the date of his calls 
and the city or two in which the 
calls reported on that sheet are 
made. In a column at the left is 
room for customers’ names. The 
second column provides for record- 
ing items sold, with the instruc- 
tion to write in the word “None” 
if no sale is made. The third 
column is for notations as to new 
lines introduced, and the fourth is 
for writing in lines similar to those 
handled by this distributor which 
the customer is buying, and his 
sources of supply. The last column 
provides space to note what the 
house can do to help “close” on new 
lines. The bottom of the report 
provides for recording new pros- 
pects visited, the names of their 
purchasing agents, the lines pre- 
sented and the lines they could 
use, and for other comments. 


Product Records 


Just as important from the sales 
manager’s point of view as cus- 
tomer analysis is a method which 
will reveal to him monthly sales by 
lines. The individual salesmen may 
be utilized in gathering data on 
accounts but when it comes to an 
analysis of sales on various lines, 
it is purely and simply the sales 
manager’s job. True, many of the 
systems discussed above, blend 
right into this task but the final 
responsibility rests with the sales 
manager. Only one method of a 
type is presented. 


@ Distributor 2902, using a clerk 
to tabulate information, merely 
totals all sales under various lines 
for each salesman to arrive at re- 
sults (see Figure 2). An addi- 
tional analysis is made, however, 
which reveals sales by line com- 
pared with the previous month and 
the same month of last year. This 
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information is used in determining 
the selection of the 40 leading lines 
pushed by this company. Fre- 
quent check with the purchasing 
agent and a study of inventory 
records gives a quick turnover and 
profit figure for each line each 
month. Those which absolutely re- 
fuse to respond to prodding fall by 
the wayside. 


@ In order to inject a new element 
into sales stimulation, Distribu- 
tor 3306 inaugurated this year a 
plan which establishes quotas for 
each salesman, and in which the 
progress of sales efforts is recorded 
on a series of imitation thermom- 
eters—one for each salesman. 

Each salesman’s quota is deter- 
mined by his average monthly sales 





These “thermometers” show 
the progress of the salesmen of 
Distributor 3306 supply house 
in their efforts to reach and go 
above quotas established for 
them on the basis of their aver- 
age monthly sales last year. 
The quota is indicated by the 
“freezing” mark—32 degrees. 
Mercury is represented by red 
tape, which may be moved up 
and down the scale. 


during the preceding year. The 
quota mark is “freezing,” or 32 
degrees on the imitation thermom- 
eter® A red tape, representing 
the mercury, is moved up and down 
the “thermometer” to show the 
salesman’s standing. As shown in 
the accompanying picture, all but 
one were below “freezing,” but 
that was due to the fact that the 
early months of the year, normally 
poor ones, were registered against 
a much higher average for the 
entire preceding year. It was felt 
that this situation would change 
radically as the company got into 
the more favorable sales months. 

Weekly orders of the company 
are recorded on a graph, which 
registers accurately the sales prog- 
ress from week to week. 


In addition to its regular sales 
staff, this company has_ three 
specialty men—one on electric and 
gas welding equipment and. sup- 
plies, one on steam specialties and 
one on Mazda lamps—who work in 
close cooperation with the regular 
sales staff. 

Records are kept of sales to lead- 
ing accounts, so that a constant 
check may be made to be sure that 
sales volume is holding up. Where 
there is a falling off, the matter is 
immediately brought to the atten- 
tion of the salesman covering the 
account involved for his investiga- 
tion. 


@ Distributor 1201, using a tabu- 
lating machine (not in operation 
now) received monthly reports on 
sales in each of about 60 product 
groups. Cards were punched from 
the charge sheets and the machine 
would yield immediate totals at 
any time of the month. Expense 
involved was quite high, although 
the machine was also used for a 
perpetual inventory. This dis- 
tributor admits that he possibly did 
not get maximum results from the 
equipment and thinks it possible 
that it will be reinstalled when 
business is better. Two clerks were 
busy at this task at all times. Rent 
on the machine is a considerable 
factor. 


@ When a line carried by Distribu- 
tor 1205 is not moving, the sales- 
men are called together and asked 
why. They are then instructed to 
make special efforts on this line, 
taking samples with them if pos- 
sible. This kind of effort has been 
very successful. One instance was 
cited where a line had _ scarcely 
moved during a _ period of six 
months. A special sales drive was 
promoted on it, and within two 
months it was found necessary to 
re-order stock from the manufac- 
turer, and in another two months 
sill another re-order had to be 
placed. This company also picks 
out lines to feature in selling work 
each month. 


@ In watching the sales of indi- 
vidual lines, Distributor 1204 
(large city, 6,000 accounts) concen- 
trates on major lines, with good 
markets and worthwhile profit mar- 


gins. Sales of these lines are 
pushed through cooperation of spe- 
cialty men or manufacturers’ repre- 
sentatives with the regular terri- 
torial salesmen. Frequent sales 
meetings are held on such lines, and 
the specialty men and manufactur- 
ers’ representatives are constantly 
checking with the regular salesmen 
as to individual sales possibilities 
in their territories. Very often, 
where special effort is needed to 
secure orders from a selected cus- 
tomer or prospect on one of these 
major lines, the specialty man 
or manufacturers’ representative 
makes joint calls with the regular 
territorial salesman. 
@ Every major line to which distri- 
butor 3306 wishes to give special 
sales attention during the year is 
assigned a two weeks’ period, dur- 
ing which a well planned, concerted, 
aggressive campaign is conducted. 
Just prior to the start of each 
of these drives, accounts which 
should be prospects for sales are 
subjected to a “barrage” of selling 
literature on the selected line. 
Then the “infantry,” which con- 
sists of the sales force, is prepared 
for action. The manufacturer’s 
representative appears on the scene, 
and addresses a sales meeting, at 
which he discusses his company’s 
line and its sales features exhaus- 
tively. He then remains on the 
scene for ten days to work with 
the distributor’s salesmen in put- 
ting the drive across. For the fol- 
lowing two weeks, salesmen concen- 
trate on the sale of this line. 
With the assistance of the manu- 
facturer’s man, the counter staff 
of this house dresses up the show 
cases to correspond with the drive, 
and the counter men, who also have 
attended the sales meeting, are in- 
structed to do their bit in bringing 
the line to the attention of pros- 
pective purchasers who may stop in, 
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SALES 
PROMOTION 


A section devoted to sales build- 
ing ideas used by distributors. Too 


much attention cannot be given to 


this phase of supply house activity 


because of its recognized difficulty. 


HE promotion of sales in the 

mill supply industry is, with- 
out doubt, one of its most difficult 
aspects. Advertising mediums 
which will pay back in proportion 
to the investment are few. Con- 
sequently, these few must be used 
with the greatest of care and the 
utmost energy. 

It will be noticed that consider- 
able space in the following pages 
has been devoted to industrial ex- 
hibits. This is because of their 
growing popularity as a means of 
selling the house and its service to 
customers. 


Direct Mail 


Direct mail of remains 
as the principal medium for ad- 
vertising, but the need for getting 
customers into the distributor's 
place of business is becoming more 
and more apparent. 

Direct mail activities of dis- 
tributors may be divided into two 
classifications: That which uses 
manufacturers’ literature and that 
which employs original matter 
gotten up by the distributor. Both 
are important. Brief descriptions 
of several distributors’ methods of 
using them follow. 


course 


Manufacturers’ Literature 


® Manufacturers’ literature is kept 
in numbered shelves by Distribu- 
tor 1401. These shelves are indexed 
and cross-indexed to facilitate rapid 
location of any particular piece. 


Periodical individual and form 
letters sent to customers and pros- 
pects carry this advertising matter, 
in addition to which it is regularly 
used by counter and territory men. 


@ Distributor 1206 makes frequent 
use of manufacturers’ literature 
carrying the distributor’s imprint. 
Wherever advisable, mailings of 
literature of this kind are sent out 
seasonly—on products for which 
there should be a demand at that 
time of the year. Salesmen carry 
manufacturers’ literature on their 
calls and leave it wherever it will 
do the most good. They also make 
good use of samples in their efforts 
to sell specific lines to specific pros- 
pects. At times this company gets 
out literature of its own, as, for 
instance, a New Year’s greeting 
which was sent out at the begin- 
ning of this year, which included 
a brief discussion of the company’s 
service, the names of executives 
and salesmen, lists of general lines 
handled and the names of many of 
the company’s leading suppliers. 
Instead of ‘the usual business 
card, each representative of the 
company has a card which is folded 
into a tiny four-page affair, with 
dimensions 3i by 2} inches, and 
which contains, on the front, the 
names of the company and its sub- 
sidiaries, and the street addresses 
and telephone numbers of the of- 
fices and warehouse, and, at the 
bottom, the name of the individual 
presenting the card. The center 
“spread” lists the main general 
lines handled and the back contains 


additional, but brief, information 
about the company’s service. (See 
Figure 1206). This house makes 
effective use of a comparatively 
small space in its combined store 
and office to display some of its 
manufacturers’ lines. 


@ All manufacturers’ literature 
containing the distributor’s imprint 
is assembled in one place by Dis- 
tributor i204. Mail and shipping 
clerks are instructed as to what 
pieces are to be enclosed with let- 
ters or other mailings and ship- 
ments of goods. At times, a special 
mailing piece is prepared on a line, 
and the manufacturer in question 
contributes to the cost. Such pieces 
are sent to a very select list—to 
important buying factors on that 
particular class of goods in certain 
designated industrial plants. These 
pieces are never mailed to the en- 
tire mailing list. Seasonal and other 
factors are taken into consideration 
in planning various of the com- 
pany’s mailings. 





Manufacturer’s envelope stuff- 
ers and mailing pieces are kept 
in individual boxes by Distribu- 
tor 2104, making them conveni- 
ent to get at for inclysion in 


letters or for 
salesmen on 


calls by the 
key prospects. 


@ Salesmen for Distributor 2101 
are instructed to leave some manu- 
facturer’s literature on every call. 
No hard and fast rule has been laid 
down for the salesmen to follow, 
but it is understood that they will 
leave literature on lines in which 
the customer or prospect is most 
likely to be interested or on which 
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Figure 1201-E.—Card carrying 
valuable tables as well as news 
of a new service is distributed 
to engineers and superintend- 
ents by the distributor’s sales- 
men. Customer is urged to 
tack it up. Overall size is 
seven inches by eleven inches. 


they are making a special effort to 
sell the industrial in question. 
Manufacturers’ literature is also 
enclosed with bills and at times 
with packages. The distributor’s 
imprint appears on all this litera- 
ture. The literature is kept in cab- 
inets or bins, a record of it is kept 
on cards, and when the supply on 
any line runs low, the manufacturer 
in question is immediately asked 
to replenish the stock. 


@ Distributor 3102 finds most ef- 
fective promotion to be the delivery 
of manufacturers’ catalogs to pur- 
chasing agents and specifying au- 
thorities. Direct letters (to indi- 
viduals) calling attention to price 
changes, have also been found 
valuable. 


® Distributor 3309 sends out oc- 
casional mailings of manufacturers’ 
literature, and the salesmen follow 
up such mailings with special sales 
efforts on those particular lines. 
One “stunt” worked by this house 
recently was that of having its pipe 
manufacturer give a showing of 
moving pictures of the production 
of its lines at the distributor’s 
place of business. To this showing 


were invited a specific list of cus- 
tomers or prospective customers on 
this line. Care was taken, however, 
to select only those customers who 
would be interested in this kind of 
product. 
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VAN DORN ELECTRIC TOOLS 


Figure 2901.—One sheet of 
memorandum pad distributed 
by Distributor 2901. Note 
name of line at the bottom of 
the sheet. Successive sheets 
carry names of twelve other 
leaders. 


Original Material 


@ A memorandum pad (see Figure 
2901) distributed to customers by 
Distributor 2901, carries in ad- 
dition to the company name, ad- 
dress and telephone number, the 
names of each of thirteen leading 
lines on _ successive sheets (re- 
peated). The pads, which measure 
about four by seven inches, are dis- 
tributed to purchasing agents, 
superintendents and other buying 
factors by the distributor’s sales- 
men. 


@ In planning sales promotion 
efforts for a year, Distributor 
3302 first classified customers and 
prospects under ten _ headings: 
Transportation, Public Utilities, 
Rubber Works, Basic Industries, 
Contractors,. Process Industries, 
Food Industries, Metal Working, 
Wood Industries and Miscellaneous. 


After a complete analysis was 
made, a series of sales meetings 
was held and opinions gathered 
from the salesmen as to what each 
type of plant should buy. 

When this master list was com- 
pleted, customer and prospect lists 
were drawn off for use in direct 
mail advertising. In addition, a 
copy of the master list was turned 
over to the purchasing agent to 
guide him in his work. 

Form letters (using an ad- 
dressing machine) and attractive 
mailing pieces are used, each being 
based on a_ specific product or 
group of products. A return post- 
card is attached to each letter offer- 
ing to send a complete catalog. 
Mailing pieces are attractively done 
in two colors and point out ad- 
vantages in buying from the dis- 
tributor as well as the sales points 
on the products featured. 


@ Handy tables of mechanical, elec- 
trical and heat equivalents and 
weights of material, feature a card 
distributed by Distributor 1201 
and carry with them a message con- 
cerning the distributor’s service. 
This card, which measures seven 
inches by eleven inches is dis- 
tributed by the salesmen to super- 
intendents and engineers. This 
gives the men an opportunity to 
talk about a new service (see 
Figure 1201-E) as well as to point 
out the value of the tables on the 
card. 


@ One of the principal efforts of 
Distributor 1602 in the way of sales 
promotion is to get customers to 
visit the store and stock rooms and 
see the goods that are carried and 
the service the house is prepared 
to render. Salesmen are urged to 
bring customers to the store, and 
are allowed additional expenses for 
promotional effort of this kind. 
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Every man on the sales staff is in- 
structed to leave a catalog or cir- 
cular on one of the company’s major 
lines on every call he makes. The 
company keeps its trucks very at- 
tractively painted and decorated, as 
it is felt this is good advertising 
for the house. 


@ Distributor 2201 states that his 
house has never issued a piece of 
advertising matter which has re- 
ceived such universal acceptance as 
a “Reference Card,” which lists the 
various items carried in_ stock. 
Every customer and prospect has 
been given one of these cards. 

However, this card serves an- 
other equally valuable purpose. 
Each salesman is given one of these 
cards for each of his customers, 
marked to show the items pur- 
chased by that account. “This may 
not prove as valuable as a dollar 
and cents record, but it does show 
the salesman what material is not 
being sold to each account, and that, 
of course, is of importance.” 

In addition, the company main- 
tains a Kardex card record system. 
One of these cards is kept up-to- 
date for each customer, showing his 
monthly dollar and cents purchases. 
Each of these cards provides for a 


Figure 1206.—Center spread of 
folded calling card carried by 
salesmen of Distributor 1206. 
Company name, telephone num- 
ber and address are carried on 
front with the salesman’s name. 





three year monthly record, with 
room for many entries on dates of 
calls, the men seen and orders re- 
ceived. Toward the bottom of the 
card is room for entering names of 
as many as four buying factors in 
each plant, with their positions. 
Each of these men has a number, 
and this number is entered to in- 
dicate the man seen on each call. 


@ Distributor 3602 publishes each 
month a four-page house organ 
called “The Colonial Soldier.” (See 











Figure 3602). This excellent sales 
promotion medium, revived after a 
iapse of four or five years, carries 
on its leading page articles con- 
cerning the services offered by the 
house. Pages two, three and four 
are largely devoted to articles 
(illustrated with manufacturers’ 
cuts) concerning particular prod- 
ucts in the line. Good typography, 
pleasing make-up and a fine grade 
of paper stock make the little news- 
paper easy to read. Favorable 
reactions to this publication justify 
the expenditure, in the opinion of 
the management. 


Figure 3602.— Front page and 
inside spread of four page house 
organ which has drawn much 
favorable comment. 
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HEATING BOILERS RAOCIATORS 
ELECTRICAL MATERIALS 
REFRIGERATING UNITS 
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PRECISION TOOLS 
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MOTOR GENERATOR SETS 
ROTARY CONVERTORS 
TRANSFORMERS 
WELOERS 
Air COMPRESSORS 
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EXHAUST FANS 
STEAM Pumps 
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CONTROL APPARATUS 
SWITCHBOARDS 
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recently organized supply 
house (1207) which is concentrat- 
ing its efforts on a limited num- 
ber of lines in a city with 3,500,000 
population has developed a unique 
means of introducing itself. 

Each representative of this com- 
pany brings into action on an 
original call a “hand” of thirteen 
cards, which, viewed on the back 
side, are identical with playing 
cards. The man on whom he is 
calling is handed one of these 
“hands” to “play with.”. The rep- 
resentative holds a “hand” in his 
own hands with the backs of the 
cards toward the prospective cus- 
tomer. The first card in the hand 
deals generally with the lines car- 
ried by the house and the prompt 
delivery and mechanical and en- 
gineering service it is prepared to 
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iberal assortment of ma- 15 
terial on display gives the sin ac oee le as 
customer a quick picture of 

what is carried in stock. } - 
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Many distributors feel that thought and ” : 
money spent on effective displays is wasted. The te kh tee 
Distributor 2201, believing that these men opportunity to Fag 
i d handl 
confuse cause and effect, has spent both chandise. This  oftes 


7 he : ; ] 
time and money on this bright, walt. eads to extra purchase 


arranged display room. He finds it pays. 





Individual displays fill 
the small spaces. A 
molding at the top of 
shelvings holds cards. 


Small tools (many of them 
labeled with net prices) are 
displayed in glass-parti- 
tioned tables. (Upper left). 


Bright, modern coloring and 
lighting feature the decora- 
tions of this new display 
room, adding gréatly to the 
effectiveness of the displays. 


A display assortment of 
paints adds to the appear- 
ance of the show-room and 
is responsible for many sales. 





Rolls of emery cloth are 
more readily sold from dis- 
play shelves than if they 19 
were back in the warehouse. 


Each one of the next 11 


offer. 
cards contains information on one 
of the eleven major lines handled 


by the distributor. The thirteenth 
card carries brief information on 
other lines and services the house 
can provide. Each of the 13 cards 
carries a number. 

The representative is familiar 
with the items that can be used in 
the prospect’s plant, and he picks 
out one or two on which he de- 
cides to “break in.” He picks the 
cards on these respective lines out 
of his own “hand” and lays them 
on the prospect’s desk, asking for 
the opportunity to serve him on 
these lines. If the prospect shows 
an immediate interest in one or 
more of these lines, the representa- 
tive digs down into his bag for a 
catalog or other literature on such 
lines and proceeds with his sales 
talk. 

In case the prospect does not im- 
mediately react, the representative 
makes a note of the numbers of 
the cards he has left, and, when he 
returns to his office, a girl is noti- 
fied to send follow-up information 
—the manufacturers’ catalogs or 
other literature—to the prospect on 
these particular lines. If and when 
the prospect begins buying the lines 
on which the representative has 
first concentrated, he again resorts 
to his “hand of cards” and works 
on the prospect in the same way 


Effective use of small display 
space is effected by Distribu- 
tor 1206 by use of vertical floor 
displays and wall boards. 





in connection with one or two addi- 
tional lines, and so on in _ suc- 
cessive visits, until he is finally 
selling as many as possible of his 
major lines to the prospect. 


@ Distributor 3601 issues each 
month a 40-page discount book- 
let calied a “Buyers Guide,” in 
which discounts on all leading lines 
are carried. Booklet is distributed 
to all customers and _ prospects. 
Covers and introductory pages are 
used to announce new lines taken 
on and to impress upon customers 
the unusual service offered by the 
distributor. Booklet is bound in 
heavy covers of a brilliant color. 
Back cover is blank to carry ad- 
dress (applied by Addressograph). 
Booklet is mailed by merely sealing 
with a sticker. 


@ Distributor 3603 sends (with the 
cooperation of manufacturers) two 
mailings per month to selected cus- 
tomers, the average mailing run- 
ning about 2,000. 

The general mailing list was re- 
cently divided by territories and 
the salesmen required to check all 
customers and _ prospects. Once 
checked, each salesman’s list was 
mimeographed (one year’s supply 
cost $50). When prospects are to 
be circularized on any particular 
product, each salesman is required 
to check on one of his mimeo- 
graphed lists those men who should 
get the literature. By this means, 
waste effort in direct mail work has 
been reduced to a minimum. 


@ Distributor 2903, finding its 
name, which bears the words, 
“Hardware Company,” a handicap 
in contacting new accounts, has 
had several photographs taken of 
its stock rooms and equipment for 
use of its salesmen in convincing 
buyers that the company is capable 
of handling their requirements. 
These pictures, say the manage- 
ment, have been the means of con- 
vincing many buyers of the com- 
pany’s ability to handle their busi- 
ness. 


Industrial 
Exhibits 


Industrial clinics held by distribu- 
tors during the past two years have 
been of three general types. The 
most common is the general exhibit 
of leading lines (held either in the 
distributor’s warehouse, an exhibit 
hall or hotel). Second in popularity 
is the clinic on a specific product, 
which usually takes the form of a 
lecture or talk by a factory engi- 
neer with demonstrations and of- 
ten, moving pictures. The third 
type is that in which buyers are 
induced to inspect the complete 
stock and facilities of the distribu- 
tor with the idea of impressing 
them with the tremendous amount 
of material carried in a local stock. 


How Staged 


The nature of the building or build- 
ings operated by a distributor has 
been the principal factor in deter- 
mining where to hold industrial ex- 
hibits of the first type (see above). 
Considerable space is required for 
40 or 50 booths plus aisles wide 
enough to prevent overcrowding. 


@ Distributor 1203, not having 
room for 29 exhibits in his own 
plant, engaged the ball room of a 
hotel. That this procedure proved 
profitable is evidenced by the fact 
that 2,500 persons attended the 
three day show. A drawback to this 
method is the difficulty of impress- 
ing buyers with the amount of stock 
carried, a point which is easily put 
over when the show is held in the 
distributor’s plant. Advantages in- 
clude pleasanter surroundings, bet- 
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Industrial exhibits have grown 
steadily in popularity during 
the last year as a positive 


means of sales promotion. 
Buyers are given the oppor- 
tunity to see the distributor’s 
establishment as well as inves- 
tigate the products he handles. 


ter light, accessibility to refresh- 
ments and usually, a more central 
location. In this case, special cars 
were provided to conduct interested 
spectators to the distributor’s ware- 
house. 


@ Distributor 3304, located in a 
large city and having a large stock, 
staged a one-day “show” of the 
third type (see above). The object 
here was to impress visitors with 
the completeness of the stock and 
the ability of the distributor to meet 
any emergency. This was accom- 
plished by laying out a “golf 
course,” 18 holes, and conducting 
visitors (in groups of 12 or 13) 
around a predetermined “fairway,” 
which covered every foot of floor 
space. At each “hole” a very short 
demonstration of a specific product 
was given and a souvenir (pipe 
wrenches, assorted screws, tools) 
handed out. The entire “course” 
took over an hour to cover. Session 
was wound up by taking all hands 
to a nearby hotel for dinner. 


@ Several distributors. have suc- 
cessfully staged “clinics” on specific 
products. With this type of exhibit, 
it is essential to have sufficient seat- 
ing capacity, a well-lighted plat- 


form and sufficient room to “mill 
around” demonstrations, if the 
product is such as lends itself to 
this type of selling. Most of such 
clinics held recently have been 
staged in the distributor’s plant. 
Attendance is usually nowhere near 
as large as is the case with the 
general exhibit, invitations being 
limited to those who are interested 
in the application of the product 
exhibited. Welding applications 
have been demonstrated most fre- 
quently at these clinics. 


@ Distributor 2902 took advantage 
of the fact that his warehouse was 
temporarily empty due to a move- 
ment of stock. In this case 51 ex- 
hibits plus a general booth and a 
refreshment booth required 5,000 
square feet of floor space. Eighteen 
of these exhibits were under power 
and required special wiring. Rail- 
ings for booths were rented from 
a local decorator at a very nominal 
charge. 


Attendance 


Distributors conducting industrial 
exhibits have found that satisfac- 
tory attendance is dependent upon 
persistent mail promotion and fol- 
low-up by salesmen. While most 
have confined their efforts to their 
own customer and prospect lists, at 
least one has arranged to have the 
weekly meeting of the local purchas- 
ing agents held at his exhibit and 
several have encouraged attendance 


among local technical school stu- 
dents. 


@ Distributor 2902 used a formal 
announcement, followed in ten days 
by a follow-up letter. Tickets were 
sent with the letter (admission 
was by ticket only). Salesmen were 
kept informed of acknowledge- 
ments to assist them in working on 
the more difficult cases. Large com- 
panies were visited by the manager 
of the mill supply department. 


@ The importance of getting minor 
officials to attend was stressed by 
distributor 1203. Salesmen followed 
up with personal letters and calls 
on superintendents, foremen and 
key workmen. These men, it was 
found, were eager to attend, once 
arrangements had been made with 
the officials of their companies. 


@ Distributor 3304 (one-day ex- 
hibit) succeeded in having the local 
purchasing agents’ meeting devoted 
entirely to a visit to his plant. 
Original arrangements were made 
with officials, follow-up was done by 
mail. 


Operation 


Careful organization is necessary 
to success of exhibits in the opinion 
of those distributors who have 
staged them. Once the crowds be- 
gin to arrive, only a well-planned 
system will insure courteous atten- 
tion and prevent confusion. 


@ Nearly all distributors have used 
some sort of registration system, 
not only to prevent unwelcome 
guests from gaining admittance but 
to insure the securing of names of 
all prospects. 


@ Where manufacturer’s salesmen 
operate booths, they have, in most 
cases, been provided with prospect 
cards. A twist drill manufacturer 














MAY 1935 





attending the exhibit of Distribu- 
tor 3205 used these cards for a 
last-day drawing on two prizes. 


@ Most distributors who have held 
shows have found it advisable to 
delegate authority once the exhibit 
is under way. Confusion and 
crowds make it impossible for one 
man to see to all details. Distribu- 
tor 2902 solved this problem by 
putting the whole show in the 
hands of a committee of five, mem- 
pers of the sales force. Distributor 
3304 (golf course exhibit) made 
tach sa.esman and inside man re- 
sponsible to see that each visitor 
in his group saw everything. 


Cost 


An industrial exhmit held during 
the last year by Distributor 2902, 





The importance of good win- 
dow displays as a means of 
promotion is too often over- 
looked. These windows exem- 
plify the effectiveness of sim- 
plicity in display decoration. 


located in a large city, was at- 
tended by 2,000 persons, 1,200 of 
whom were key men having the 
title of purchasing agent, master 
mechanic or superintendent. These 
men represented 450 different con- 
cerns in the territory covered by 
the distributor. 

Exhibits of 51 manufacturers in 
addition to the distributor’s own 
booth were on display for an en- 
tire week, from two until nine each 


day. Nothing was charged for this 
space, the only expense accruing to 
exhibiting manufacturers being the 
time of their salesmen, any special 
decorations and entertainment un- 
dertaken by the men. The exhibit 
was held in the warehouse of the 
distributor which was temporarily 
empty due to a move, hence no rent 
was chargeable. 

Total costs amounted to $922. 
Items included in this total were 
refreshments (beer, coffee and 
sandwiches), dinners bought for 
visitors, police protection, printing 
and stationery, electrical work (for 
wired exhibits), power, booths and 
curtains, advertising, stamps, in- 
surance, salaries (including over- 
time for employees in getting ready 
for the show and tearing it down) 
and miscellaneous. 

Sales made on the floor during 





the week totalled $3,500. Prospect 
cards were filled out by 350 visitors, 
40 per cent of which developed into 
sales amounting to $4,500. Figur- 
ing 20 per cent gross profit, the 
show yielded $1,600 against an ex- 
pense of $920, to say nothing of 
good will. Figured another way, 
the cost per prospect (using only 
the 1,200 registered as buying of- 
ficials) was about 77 cents. 


Results 


Results obtained by distributors 
who have held industrial exhibits 
may be classified as follows: Good 
will, actual sales and salesmen’s 
education. 


@ Getting customers into the dis- 
tributor’s place of business is dif- 
ficult under ordinary circumstances 
but quite easily accomplished by an 
exhibit. They see what is handled 
by the distributor, get some idea of 
the service he can render. 


@ Actual sales have been reported 
by every distributor who has held 
an exhibit of the “general” type. 
In addition, prospects’ names have 
been secured with the result that 
business has been taken after the 
show (see above “Costs’’). 


@ The constantly-repeated perfor- 
mance of escorting their customers 
to various exhibits, makes each dis- 
tributor’s salesman thoroughly fa- 
miliar with the sales talks put on 
by the manufacturers’ representa- 
tives present. This in itself, say 
exhibit holders, is worth the price. 
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CUSTOMER 


CONTACT 


A section devoted to distributors’ 


methods of dealing with customers 


direct—through salesmen, over the 


telephone, by letter and over the 
counter. The ultimate success of a 


supply house depends on how well 


these direct contacts are handled. 


UCCESSFUL distributors are 

selling every hour of the day, 
every’ day of the week. Further, 
every man in the _ distributor’s 
organization must be a salesman, 
whether he be the president or a 
stock boy. However, the men who 
must bear the brunt of this effort 
are the salesmen, both outside and 
inside. 

The ins and outs of this selling 
business as applied to the mill 
supply industry are presented here 
in brief, concise stories of other 
distributors’ experiences. 


Outside 
Salesmen 


The outside sales force is the 
shock force—it must carry the 
bu:ik of the load. The following 
paragraphs do not touch on the 
method of making a sale, nor on 
the importance of polite bearing or 
neat appearance, but rather get 
right down to the homely details 
of the distributor’s salesman’s job. 


Sales Reports 


While many distributors have 
thrown over the practice of re- 
quiring written reports of all calls, 
others swear by this method as a 
sure means of helping their men 
to do a better job. 


@ Distributor 2902 requires sales- 
men to complete reports shown in 
Figure 2902. <A _ clerk working 


under the sales manager checks 
reports carefully, taking note of 
comments and instructions and 
recording calls on account record 
cards. Frequency of calls on any 
particular account is established 
by the sales manager, using as a 
basis going business or potential 
volume, 

Sales manager has found it ad- 
visable to require daily submission 
of reports. Initial opposition of 
salesmen on grounds that much 
valuable time was wasted, was over- 
come when beneficial results could 
be exhibited from close house 
follow-up of personal visits, prompt 
mailing of confirmations and sales 
data. 


@ On particular products, salesmen 
for Distributor 3603 fill out a sur- 
vey form which gives all necessary 
data on sizes and types used. This 
information, when completed, has 
not only aided the salesmen in se- 
curing business but has_ helped 
greatly in the purchase of stock of 
the proper size and types. Sales- 
men have found little difficulty in 
securing the information needed 
when it is pointed out to the buyer 
that it will help the distributor to 
carry the correct sizes in stock to 
always supply his needs. 


@ Salesmen for Distributor 1301 
jog their memories by keeping in a 
“live” file, notes on jobs coming up 
in the future. Information jotted 
on a small card at the time the in- 
formation is received includes the 





name of the customer, department 
and a short statement of the details. 
These men have found that if they 
suggest a certain item just at the 
time the purchasing agent has it 
on his mind they often get the 
order without further ado. It is 
necessary, however, to refrain from 
intimating to him that the informa- 
tion came through the “back door,” 
if such is the case, as this might 
result in an order to stay out of the 
plant. 


@ Distributor 2102, with two regu- 
lar salesmen in the industrial divi- 
sion of its business, and two of- 
ficers who each devote a portion of 
their time to outside sales, keeps 
a file of call cards. Each customer 
has a numbered card, and the num- 
ber indicates where the salesman’s 
reports of calls on this customer 
may be found in the file. The card 
has columns allotted for each of 
the twelve months of the year and 
when a salesman’s report is re- 
ceived the date of the call is noted 
in the column for the month in 
which it is made. This gives an 
immediate record of the number of 
calls made each month on any cus- 
tomer and the dates on which they 
are made. The number of the card 
shows where the complete report 
may be found for reference. 


Specialists 


A growing tendency towards the 
employment of specialists on lead- 
ing lines has been observed. Some 
distributors, however, point out the 
danger in such practice, in that 
when a_ specialist is employed, 
other men tend to slacken their 
efforts on that particular line, thus 
tending to nullify the principal 
service which distributors offer. 


@ Distributor 1601 specializes on a 
limited number of lines. Each mem- 
ber of the sales staff has his own 
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form used by Distributor 2902. 
Sales manager’s clerk checks to 
see reports are sent in each day 
and takes care of all written 
instructions thereon. Salesmen 
average eight calls each day. 


list of customers and prospects. 
Each one is considered carefully 
as to the lines for which he should 
be a prospect. These items are 
listed on the back of each account’s 
card. Before making a call on an 
account, the salesman checks his 
card and picks out the items on 
which he should have the best talk- 
ing points for the forthcoming call. 
It is the plan of the company to 
make personal contacts with plant 
superintendents wherever possible 
and to get inside the plant at every 
opportunity so that constructive 
suggestions can be made as to the 
best equipment to use for various 
operations. 


@ A practical man, with long shop 
experience, is a member of the 
sales staff of Distributor 4601. He 
can do whatever a man _ from 
the factory of a manufacturer can 
do, including setting up a milling 
machine, for instance, and operat- 
ing it. This man is assigned to no 
territory. He supplies technical 
information to salesmen, customers 
and prospective customers. When 


a sales job is too tough for the 
salesman to crack because of the 
technical problems involved, he 
goes in, sets up the machine, if 
necessary, operates equipment or 
demonstrates it generally, and then 
goes about the business of closing 
the order, at which he has real 
ability. This man makes visits to 
manufacturers periodically to keep 
himself right up to the minute on 
technical and operating informa- 
tion. 


@ Three specialists on the sales 
staff of Distributor 3309—one on 
electric and gas welding equipment 
and supplies, one on steam special- 
ties and one on Mazda lamps and 
fire extinguishers—are paid a 
straight salary. The regular ter- 
ritorial salesmen are paid a com- 
mission on all sales. Each has a 
drawing account, a car is provided 
for him and some of his expenses 
are paid. 


Compensation 


This subject is considered due to 
demand from many distributors 
who are confronted with the prob- 
lem of paying their salesmen on a 
basis which will encourage results. 
Considerable repetition will be ob- 
served due to the fact that an at- 
tempt has been made to present a 


cross-section here rather than only 
one idea of each kind. 


@ Salesmen of Distributor 3401 are 
remunerated on the basis of net 
profit realized on accounts in their 
territories. This figure is arrived 
at after taking into consideration 
all expenses—automobiie and per- 
sonal. A daily report of calls and 
results is required. 





@ Salesmen for Distributor 1204 
have guaranteed drawing accounts, 
are paid a flat rate for automobile 
maintenance and are given commis- 
sions on the basis of gross volume 
and profit. There is not a uniform 
commission for all lines. The com- 
mission depends largely on the 
gross a line brings in. At times, 
bonuses are paid on sales of lines 
it is desired to push unusually hard, 
especially when a line seems to be 
“coasting.” When bonuses are paid 
on the sale of selected lines, the 
company usually tries to make an 
arrangement with the manufac- 
turer whereby the latter “splits” 
the bonus paid with the distributor. 


@ The system of salesmen’s com- 
pensation used by Distributor 4401 
is based strictly on each man’s 
expense. Men have been found 
anxious to absorb helpful sugges- 
tions (usually given at sales meet- 
ings) pertaining to economical sell- 
ing. Each industry’s purchasing 
capacity is taken into consideration 
in regulating the amount of ex- 
pense to be incurred in handling 
the business. 


Carrying samples wherever pos- 
sible helps alert salesmen to 
get business. Buyers’ are 
enabled to actually see quality 
points talked about by the 


salesman during the interview. 
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@ Salesmen for Distributor 1203 
are allowed a drawing account and 
are paid a commission on total 
sales. They own and operate their 
own cars and pay all their own ex- 
penses. 


@ Salesmen’s compensation is based 
on the volume of business each does 
by Distributor 2201. Bonuses are 
paid on all sales over established 
figures, which are based on the in- 
dividual salesman’s ability and the 
strength of his accounts. Small 
bonuses are given when sales are 
unprofitable. Bonuses are usually 
figured on the basis of 3314 percent 
of the gross profit. In addition, the 
company offers special prizes to 
salesmen and holds sales contests 
on items which market profitably. 


@ Each salesman of Distributor 
1302 is provided with a drawing 


account and expenses. He is paid 





Small lathe mounted in back of 


salesman’s car by Distributor 
2104 produced excellent results. 
If the buyer won’t come to you, 
it is necessary to take the prod- 
ucts to him for demonstration. 


a commission on the gross profits 
of the sales he makes. Every six 
months a settlement is made with 
him. His commissions are figured 
up, and he is paid that amount less 
the total amount he has received 
during that period on his drawing 
account and for expenses. This 
settlement is made on a six months’ 
basis because, in the company’s ex- 
perience, this period in each case 
includes three good sales months 
and three of the poorer sales 
months. This has been found more 
satisfactory than an arrangement 
which might find the company 
owing the salesman heavy commis- 
sions at the expiration of one 
period, with the salesman’s com- 


missions failing to equal his draw- 
ing account and expenses at the end 
of the following period. 





Distributor 3503 has established 
a Saturday afternoon welding 
school for his salesmen who 
thus are taught the mechanics 
of welding as well as the theory. 


® Each salesman for Distributor 
3310 has a fixed drawing account 
and pays all his own expenses. He 
is also paid a salary which is 
based on a percentage of the gross 
profits of the business he writes, 
and this is adjusted every month. 
There is a difference in the basis 
of payment for salesmen in the city 
and those out-of-town. Every sales- 
man receives credit for all business 
coming from his territory, no mat- 
ter whether it is received directly 
from the salesman, by mail or by 
telephone. 


@ Total cost of salesmen’s auto- 
mobiles (company-owned) has been 
found to be 3.2 cents by Dis- 
tributor 4501. This figure includes 
depreciation, taxes, license, in- 
surance and repairs, as well as gas, 
oil and tires. 


@ Distributor 4601 pays salesmen 
on a percentage basis, with guar- 
anteed drawing accounts, which 
take care of their living expenses, 


and the expenses they incur in 
their selling work. A quota is 
established for each which cov- 


ers the drawing account, and they 
are paid an established percent- 
age on all sales over that figure. 
The salesmen are paid their earn- 
ings in excess of their drawing ac- 
counts once a month, less a certain 


amount that is set aside as a re- 


serve in case they later on fail to 
earn enough to cover their drawing 
accounts. It is also the practice of 
this house to delay a month in pay- 
ing the extra earned commissions 
as a guard against violent fluctua- 
tions in business. It is the feeling 
of the management, however, that 
the period of wide fluctuations is 
over and that henceforth this pre- 
caution may not be so important. 
Salesmen for this organization de- 
fray all their own expenses, includ- 
ing the purchase and operation of 
their own automobiles. They get 
credit for all business from their 
territories, regardless of how it is 
received. 


@ Salesmen for Distributor 1205 
are compensated by participation in 
the gross profits of the company. 
Each man operates his own car and 
pays his own expenses. Then he is 
paid a percentage of the gross 
profit on all sales he makes, pro- 
vided the business has been ap- 
proved and accepted by the credit 
department. A card record is kept 
of all calls, and the salesman re- 
ceives full commissions on all busi- 
ness coming from his territory by 
mail or telephone, or over the 
counter, provided the record shows 
he has made a call on this buyer 
within the preceding 30 days. 


@ Distributor 3311 pays its regular 
territorial salesmen a percentage of 
the gross profits on the business 
they do, and each salesman takes 
care of his own car and other ex- 
penses. In addition to its regular 
sales staff, the company has three 
specialty men—on machinery, con- 
tractors’ machinery, contractors’ 
supplies and automotive equipment 
—and these men divide the com- 
missions on all sales of lines for 
which they are responsible with the 
salesmen from whose territories 
orders are received, at a fixed pro- 
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portion. The present plan of pay- 
ing salesmen was established dur- 
ing the depression, and according 
to officials of the company, while 
some less efficient salesmen have 
been “squeezed out,’”’ some of the 
salesmen ‘are making more money 
than they have ever made before. 


@ Salesmen of Distributor 3102 are 
paid straight salaries plus a definite 
stated expense allowance. The man- 
agement checks entire expense of 
(salary, entertain- 
ment, auto expense) against gross 
profit each month. Percentage must 
be within definite limits. Bonuses 
are paid for increase in gross profit 
over previous year. 

Entertainment expense must be 
arranged for in advance. Company 
pays only for gas and oil for auto- 
mobiles. 


each salesman 


@ All men on the sales staff of Dis- 
tributor 1304 are allowed draw- 
ing accounts and are paid com- 
missions on the gross profits on the 
business they write. The commis- 
sions paid differ as to city and 
“country” salesmen. At the present 
time, city salesmen are paid a lower 
commission on the gross profits 
than the salesmen outside the city. 
This distinction in commissions is 
made because the city 
have smaller expenses, and, gen- 


salesmen 
erally speaking, are able to do a 
Counter selling is an important 


phase of the mill supply busi- 
ness. Alert, experienced men 


are used by Distributor 1001 
for this job and it is found to 
pay well in results obtained. 





larger volume of business than the 
out-of-town salesmen. On some 
items, an allowance for freight is 
deducted from the gross profits be- 
fore the salesman’s commission is 
figured. Each salesman receives 
credit for every bit of business re- 
ceived from his territory. A girl 
in the office is charged with the 
responsibiity of keeping records 
of each salesman’s profits and the 
salesmen at all times have the op- 
portunity of checking these figures. 
They are also provided with costs 
on the items they sell. 


@ Every salesman for Distributor 
1602 receives a drawing account 
and an allowance for automobile 
expenses. When the sales of a man 
have reached a sufficient level to 
cover the amounts thus advanced, a 
bonus is paid him on all sales he 
makes thereafter. Last year all five 
salesmen, two of whom are stock- 
holders in the company, earned 
bonuses. 

The company also has a plan for 
paying flat bonuses to all employees. 
exclusive of officers. At the end of 
every four weeks, if the business of 
the company warrants it, each em- 
ployee receives a bonus check for 
ten dollars. This plan is used be- 
cause the head of the company 
would rather do almost anything 
than cut salaries, and this proves 
unnecessary under the bonus 
arrangement if business falls off. 
In such case, the bonus may simply 
be omitted. 

The house also gives a great deal 
of thought to the happiness of its 


employees. Among other things, 





every Friday evening is given over 
to a social get-together for the men 
of the organization. This event is 
staged in a room of the building 
especially set aside and equipped 
for the purpose. 





Figure 4601. — Looking toward 
the stock room from the call 


counter. Note attractive dis- 
plays in the foreground and 
neat drawers for small drills 
through the archway. 


Counter Sales 


While it is true that all distribu- 
tors do not enjoy any over-the- 
counter business to speak of, this 
phase of supply house operation is 
important. It is possible that the 
reason some distributors do not 
enjoy such business is that they 
haven’t made a point of making 
their counter service efficient nor 
have they attractively displayed the 
merchandise they hope to sell. 


@ Distributor 2101 does an unusu- 
ally heavy over-the-counter busi- 
ness, although the company does 


not push this phase of the business . 


like it does its sales to industrials. 
Over a period of many years, it has 
gained a reputation which brings 
buyers of many types from all parts 
of the city and surrounding terri- 
tory to its store, where the activity 
at the counter reminds one of that 
to be observed in a busy retail 
store. 

Among other reasons for this big 
counter business is the fact that 
the supply house under discussion 
carries many lines that the ordi- 
nary hardware does not 
handle, and many lines which it 
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cannot sell to industrials, although 
these lines are closely related to 
the company’s main business. 

Truck men and others who come 
in to pick up goods for industrials 
are among those who patronize this 
firm’s counter for things they need 
at home. A considerable share of 
the over-the-counter business of 
this company is made up of “home- 
craft” demand, and one line in par- 
ticular has been a strong factor in 
attracting the attention of young 
men, some of them now working in 
industrial plants, who may later 
become important buying factors 
in the plants in which they are now 
employed. 

While officials of this distribut- 
ing organization state they cannot 
really do any “selling” on the over- 
the-counter phase of their business, 
because they must concentrate on 
the industrial supply end, they do 


ators just starting in business with 
their equipment and tools over-the- 
counter. As the businesses of these 
individuals or firms have grown, 
they have continued to buy their 
supplies here and have often be- 
come valuable accounts. 

This distributor has a special 
counter sales staff, who are fa- 
miliar with all lines sold by that 
means, and who have quick access 
to the products for which they have 
calls. ; 


@ Distributor 3501 is an industrial 
supply specialist, handling  belt- 
ing and allied lines of particular 
interest to millwrights, such as 
valves and packing. This distribu- 
tor believes in letting the customer 
get the “feel” of the merchandise 
itself and shop around among it 
as much as he pleases. While this 
main-floor room is not unusually 





Figure 3501.—The chain store 
idea applied to the mill supply 


business—as much stock as 
possible is placed where the 
customer can see and handle it. 


take advantage of the opportunities 
for display. Hence, many items on 
display are seen by those people 
who enter the store on business for 
their firms, as well as private in- 
dividuals, and are purchased by 
these people. The company pays 
particular attention to displaying 
seasonal lines, such as garden tools 
and garden hose in the spring of 
the year. 

This house has been called upon 
many times to supply small oper- 


large (see Figure 3501), it could 
have been partitioned off, with the 
regulation city counter in front 
with the offices and most of the 
stock concealed in back. Sut in 
this case, everything is disposed in 
one room and balcony with access 
immediately from the street. With 
the exception of stock carried in 
the basement all is visible and 
reachable to anyone entering. It 
is the chain store idea carried out 
as well the merchandise permits. 


@ Distributor 3309 is especially in- 
terested in giving prompt service 
to customers over the counter and 
in displaying various lines it han- 


dies in a way that attracts the 
attention of the visitor when he 
enters the door. Counter men are 
urged always to “Sell him some- 
thing more.” In other words, when 
a customer asks for one item, the 
salesman is under instructions to 
try to sell him other items that 
might be used in connection with 
the one for which he inquires. 


@ Two counter men are employed 
by Distributor 3306—one on the 
industrial supply end of the busi- 
ness and the other on the electrical 
supply. The show cases in the 
store are trimmed every two weeks 
to correspond with the sales drive 
that is to be conducted during the 
ensuing fortnight by the outside 
sales force on one of the major 
lines. The counter men attend the 
sales meeting that precedes this 
drive and throw their energy into 
pushing the sale of the “featured” 
line as do the outside men. The 
counter men are responsible for 
handling sales on a monthly “grab 
bag,” in which are included slow 
moving and obsolete items, which 
other supply houses in the city are 
first given the opportunity to pur- 
chase, 


@ Three experienced men are on 
duty at all times at the counter 
of Distributor 4601. The counter 
is right next to the main floor 
stock room and the items most com- 
monly called for by the counter 
trade can be reached with a mini- 
mum of effort and time. Well- 
marked, splendidly arranged stock 
drawers and bins simplify the task 
of the counter men. The aisle from 
the store proper to the main floor 
stockroom leads through an arch- 
way along which are shelves con- 
taining displays or typical items 
which can be demonstrated to cus- 
tomers, as shown in Figure 4601. 
When counter business becomes too 
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“Sell him something more,” is 
the injunction of the manage- 
ment to counter salesmen (Dis- 
tributor 3309). When the cus- 
tomer asks for one thing, he 
may need something else that 
goes with it, and the salesman 
is urged to make suggestions 
along this line. Items most 
commonly called for over the 
counter are here very handy to 
the salesman, and he has quick 
telephone access to the various 
stock rooms and the perpetual 
inventory system for checking. 


heavy for the three regular counter 
men to handle it with dispatch, the 
stock clerk and other members of 
the organization are available for 
service. 


@ The counter men of Distributor 
1204 are older men, thoroughly 
grounded in the lines handled. In 
any case where they cannot provide 
information from their own knowl- 
edge, it is easy for them to com- 
municate with the men in the stock 
rooms, who devote their entire time 
to filling orders and keeping stock 
in shape. 


@ Counter salesmen employed by 
Distributor 3401 make it a point 
to always call a customer’s atten- 
tion to items allied to those pur- 
chased. This has not only proved 
effective in increasing counter sales 
but has made a real “hit” with 
many customers who had forgotten 
the necessity of other items. 

Some goods are kept on the 
counter at all times and as much 
as possible is somewhere in sight. 


@ Several distributors have found 
that it adds greatly to the morale 
and appearance of counter sales- 
men to equip them with overall 
jumpers on which the name of the 
house is embroidered. These, in 
one notable case, are picked up and 
laundered each week. This dis- 


tributor goes farther, in fact, by 
uniforming his truck drivers with 
jumpers and a uniform cap. 


@ Small tools, precision tools and 
similar items are stored by Dis- 
tributor 1201 in close proximity 
to the call counter, not only for 
the convenience of counter cus- 
tomers but because call-counter men 
have some. spare time which 
enables them to fill orders follow- 
ing the regular routine. 


Telephone 
Sales 


The telephone has increased in 
importance in the selling of dis- 
tributors every year, particularly 
in large cities. In some cases, as 
high as 60% of all orders come in 
over the ’phone. The importance 
of having unusually well qualified 
men on the telephone desks is 
pretty generally recognized but 
some few cases have been noted 
where new, untried men were put 
on this job. 


@ Distributor 3604 has three men 
available to handle the telephone 
inquiries and orders. This Dis- 
tributor is handling about 1,000 
active accounts. These men are 
located near the purchasing de- 
partment and can call down to the 
superintendent to check stock and 
deliveries. Complete cost informa- 
tion and code prices are kept on 
their desks. 


® Distributor 1201, handling about 
2,000 active accounts and 2,000 oc- 
casional accounts has two telephone 
men and the sales manager avail- 
able to handle telephone inquiries 
and orders. In this case, experience 
has shown that about 60% of all 
orders are placed over the phone 
(large city). Lacking a perpetual 
inventory system, stock is checked 
by telephone men by calling the 
warehouse in which any particular 
item is located. 

When quotations are made over 
the telephone, a simple form is filled 
out by the telephone man and given 
to the salesman covering the terri- 
tory for follow-up. This prevents 


gives the salesman a lead to talk 
confusion bound to result if two 
different prices are quoted and 
on. 


@ Distributor 1701, while not 
making a general practice of ac- 
cepting collect long-distance calls 
from customers, finds it necessary 
to make exceptions in certain cases. 
No publicity is given this service 
as is done by some. 


@ Distributor 1206 assigns one 
man to handle telephone calls in 
connection with the industrial sup- 
ply end of the business, which 
handles about 800 active accounts. 
Another takes calls on items from 
the plumbing and pipe materials 
department. Directly in front of 
the telephone man on the industrial 
lines sits the sales manager of the 
industrial supply department who 
is also available to handle telephone 
calls. 

The telephone salesman on in- 
dustrial supplies has had several 
years of experience in the business, 
having worked in the stock and 
shipping rooms and as a truck 
driver. He has quick access to in- 
formation on lines in stock, for a 
man who devotes all of his time to 
keeping up a perpetual stock in- 
ventory system sits directly across 
the aisle from him, in the midst of 
his card records. In case the sales- 
man needs information direct from 
the stock room, he has only to take 
a few steps across the room, 
through a swinging door and he 
is in the big room where the goods 
are stored. 

A signal system is in operation 
for locating an individual member 
of the organization in case a tele- 
phone customer desires to talk with 
him personally. 


@ Distributor 1204 (6,000 active 
accounts) maintains a _ telephone 
sales staff of seven men. Two of 
these are veterans in the business 
—‘‘wheel horses,” who serve as a 
balance to five younger members of 
the staff and can provide them with 
information or give them advice. 
The younger men are usually picked 
from employees of the stock room, 
unusually bright youngsters, who, 
it is believed, can eventually be 
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turned out as territorial sales repre- 








sentatives. After these young men 
go on the telephone desk, they are 
not only constantly under the tute- 
lage of the two “wheel horses,” but 
are taken to one of the company’s 
stock rooms each week and thor- 
oughly informed on the lines car- 
ried in that room. The telephone 
salesmen are isolated from the gen- 
eral office of the company so they 
may hear and understand cus- 
tomers and prospective customers 
clearly. Their telephones are on a 
different system from that used 
throughout the establishment gen- 
erally, so that there will be no de- 
lay or confusion in handling tele- 
phone orders and inquiries. 





ing in over the telephone much 
more than does the man who has 
never done outside sales work. At 
the same time, they are more 
familiar with what the various 
types of plants use in the way of 
tools, equipment and supplies than 
they might otherwise be, and are 
able to make sales of items in addi- 
tion to those which the customer 
first orders on his telephone call. 


@ The chief telephone salesman of 
Distributor 4601 is a veteran of 
30 years in the mill supply busi- 
ness. His desk sits in the middle 
of the stock room, where he has 
easy access to information concern- 
ing goods on hand. A catalog and 
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Form 1201-D.—Convenient or- 
der form for telephone sales- 
men. Said to hold advantage 
over use of scratchpads be- 
cause salesman is reminded by 
form to get all necessary infor- 
mation. 


@ The two telephone salesmen for 
Distributor 1304 have both had 
outside selling experience. While 
both are better suited to inside 
than to outside sales work, the 
company has found that their out- 
side experience has been invaluable. 
In the first place, it is the belief of 
the distributor that these men ap- 
preciate the value of an order com- 


price sheets are at his elbow. In 
case this man is occupied when a 
telephone call comes in, the call is 
immediately switched to a man in 
the office upstairs, who has been 
trained in the storeroom and on the 
pricing desk. If both phones are 
busy, the call immediately goes to 
a third telephone, where one of 
several men, including the officers 
of the company, are quickly avail- 
able to answer it. It is the policy 
of this house to give immediate 
service on telephone orders, and 
never to force a customer to wait, 
unless he asks for one specific party. 


@ Perpetual inventory system of 


Distributor 3102 is placed directly 
behind telephone salesmen. Each 
of the latter has a large glass- 
topped desk under which is placed 
all standard listed prices. All not 
listed can be found on inventory 
cards when check is made to see 
whether item is in stock. 

Calls are taken in sequence by 
each of three telephone men. 


@ Telephone salesmen of Distribu- 
tor 1201 are provided with a con- 
venient order form (see Figure 
1201-D), the headings on which re- 
mind the men to get all necessary 
information on telephone orders. 
This house formerly used scratch- 
pads for this purpose but found 
that salesmen, in a rush, often for- 
got to ascertain vital information, 
thus necessitating a call back which 
left a bad taste in the mouth of the 
buyer in addition to wasting time. 


@ Telephone salesmen for Distri- 
butor 1303 are trained for their 
jobs through filling orders, work- 
ing in the shipping room and 
handling inside sales. They are 
urged to attempt to sell other items 
than those specified by the tele- 
phone customer. An interior tele- 
phone system is available for them 
to procure any information they 
do not have on hand in answering 
telephone inquiries. 


@ Veterans—all with from 18 to 
25 years of experience in the mill 
supply business—constitute the 
telephone sales staff of Distributor 
1203. Desks are located in the main 
office, close to the stock records. 
Quick access to stock rooms is pro- 
vided by extra telephones. 


@ The four men who handle tele- 
phone sales for Distributor 3306 
are all in training for outside sales- 
manship. In fact, every man em- 
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ployed by this company in the ware- 
house, where training commences, 
is hired as a potential salesman. 
These telephone salesmen have all 
worked in the warehouse and are 
thoroughly familiar with the lines 


handled. For convenience in pro- 
viding information to customers, 
they have quick access to the per- 
petual stock inventory record main- 
tained by the company. 


@ The man who is responsible for 
handling most of the telephone in- 
quiries by Distributor 1603 has 
been thoroughly trained in the 
stock room. He spends a consider- 
able portion of his time out calling 
on people whom he contacts over 
the telephone, mainly to know them 
personally and to find out what they 
use, although he occasionally makes 
sales on these calls. The main pur- 
pose of his outside calls, however, 
is to become acquainted with the 
people with whom he talks over the 
wire and to be in a position to sug- 
gest the need for additional items 
to those which the customer calls 
up to order. 


@ All the men of Distributor 1601 
are thoroughly familiar with the 
lines handled and stocks carried and 
anyone of them can handle tele- 
phone inquiries satisfactorily. In 
order to render prompt service on 
telephone inquiries, however, the 
company has a “dead” telephone, 
which is available only for incom- 
ing calls. 


@ Distributor 3103 has two tele- 
phone lines available for incoming 
orders, which are handled by those 
of the office staff versed in prices 
and stock. This distributor feels 
that the service thus offered is 
prompt and efficient from the cus- 
tomer’s standpoint but results in 
considerable confusion to clerks en- 
gaged principally in other duties. 
A change is contemplated. 


Mail Sales 


The securing of business by mail 
is an art in itself. Many distribu- 
tors receive the bulk of their in- 
quiries by letter and must close the 
sale in the same manner. The 
“art” of writing convincing letters 
is not touched on here but the 


mechanics of the mail sales depart- 
ment, as practiced by several dis- 
tributors, is presented in brief 
fashion. 


@ All mail inquiries go to the 
secretary of Distributor 4601, 
who is responsible for pricing and 
making the quotations. Two 
copies are made of each quotation. 
One goes to the salesman who 
covers the territory from which the 
inquiry comes. The second goes to 
a file where it is kept alive until a 
mail response comes in or until the 
salesman brings in the business or 
makes a definite report on the case, 


@ On all mail quotations, Distribu- 
tor 4503 makes it a practice to 
enclose a stamped, self-addressed 
envelope. All quotations are fol- 
lowed up with another letter or a 
phone call after a reasonable lapse 
of time, 


® A carbon copy of all mail quota- 
tions is placed in the “Bring Up” 
file by Distributor 3103. It is the 
duty of the file clerk to place these 
carbons’ on the desk of the man 
making the quotation on the date 
marked for follow-up. The second 
carbon goes to the salesman inter- 
ested for following. 


@ The man who handles mail sales 
for Distributor 3306 is one of the 
“key” men of the organization. He 
has been an outside salesman for 
the company and is_ thoroughly 
familiar with all its sales activities. 
This man’s salary is based on the 
number of quotations he makes and 
the orders received. Careful fol- 
low-up is accorded every mail in- 
quiry and quotation, either per- 
sonally by the salesman covering 
the territory, or by mail in case 
the latter is more advantageous. 


@ All mail quotations made by Dis- 
tributor 1401 are made by the 
assistant manager of sales. Each 
is made in triplicate, one copy 
going to the general file, the other 
to a follow-up file, from which it 
emerges periodically until the 
matter is closed. 


@ Mail inquiries are handled by 
Distributor 1204 (considerable 
country business) in the quotation 


department under the careful su- 
pervision of a superintendent. Each 
quotation clerk has a roster at his 
side on which he makes note of 
every inquiry where the order is 
not immediately placed. This is 
used as a guide to follow-ups in 
case the order does not come 
through promptly. Each out-of- 
town salesman is sent a duplicate 
of the orders received from his ter- 
ritory by mail or of quotation let- 
ters. Local salesmen call the office 
by telephone three times daily and 
are informed of inquiries or orders 
received from their territories. 


@ When a quotation by mail is 
made by Distributor 1303 one 
copy goes to the salesman from 
whose territory the inquiry comes, 
one to the pricing department, one 
to the buyer and one to the follow- 
up file. It is the duty for the 
salesman to follow-up the inquiry 
if he is to be in the vicinity from 
which the inquiry has come within 
a reasonable time; otherwise it is 
followed by mail. When a sale is 
made by maii, a letter goes out 
after a certain length of time to 
ask if everything is satisfactory 
in connection with the items sup- 
plied. 


@ When an inquiry is received 
through the mail by Distributor 
1203, a copy of the quotation is 
placed in the file for follow-up in 
five days unless the matter is closed 
by that time. Out-of-time follow- 
ups are handled by mail, local in- 
quiries are placed in the hands of 
the salesman responsible for the 
territory. 


@ Salesmen of Distributor 3604 are 
furnished with a copy of every 
mail quotation on the same day on 
which it is made. They follow-up 
and report back price information 
and other data for future guidance. 
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E:fficient Service 


HE following section is devoted to a presentation of the 
, methods used by many leading distributors to put orders 
through their establishments efficiently and at low cost, an 
activity which corresponds to the production function in manu- 
facturing plants. As is the case with the latter, it is necessary 
| that distributors be constantly on the lookout for ways and means 


of cutting operating costs, in order that they can place themselves 

| in a position to compete at a profit. 
It is essential that nothing interfere with what industrial con- 
| sumers have come to expect of them in the way of service, both 


from the standpoint of carrying local stocks of everything needed 
to keep plants running but from the angle of prompt, almost 
immediate deliveries. 

: It is possible, however, to maintain this service, yet do so at a 
cost which will go far toward increasing gross profits. Under 
the sub-headings, Purchasing and Storing and Order Handling, 
methods which have proved out for their originators in actual 
practice, are presented briefly. Moreover, the operating activities 
touched upon are of interest not only to the heads of supply 
houses but to employees in operating jobs who are, after all, the 
ones who will discover the ways and means of bettering service 
here and cutting a dollar or two from costs there. 


ceereneege« 
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PURCHASING 
AND STORING 


Good purchasing and sound storing 


methods are reflected directly in 
the balance sheet of the supply 


house. 


Only by constant watchful- 


ness can a stock turnover be at- 


tained which will assure net profits. 


UTSIDE of applying energetic 

sales efforts, the industrial 
distributor can make more money 
by purchasing only those materials 
which have a ready sale in his 
territory and closely controlling his 
purchased stock in order to weed 
out the “dead ones,” than by any 
other means. 

Purchasing procedure and stock 
control methods, as practiced by 
many progressive distributors, are 
outlined on the following pages. 


Purchasing 


The purchasing agent of the 
supply house fills a tremendously 
important position. He must con- 
sult with the sales department on 
lines. He must know prices and 
quality. He must take policy and 
cooperation into consideration, 

He is aided in this job by a pur- 
chasing policy (too often non- 
existent) and complete records. 
Notes on several systems of opera- 
tions follow. 


@ Twenty-five years ago Distribu- 
tor 4601 commenced keeping a con- 
stant record of its purchases and 
stock turnover, and its system has 
worked so successfully that it has 
continued in force consistently ever 
since. 

A large book with roomy sheets 
is used for this purpose. One sheet 
is made for each item in stock, the 
sheets following each other alpha- 
betically according to the item. 
Each shows the name of the item, 


its number and the number in each 
standard package. On each sheet 
are recorded the dates and quan- 
tities of purchases. 

A physical inventory of the 
major stocks carried is made every 
60 to 90 days. These results are 
checked with the record of pur- 
chases, and this check frequently 
reveals the fact that a specific item 
is not moving, or that a replenish- 
ment in supply is needed. In the 
latter case, an order is made out 
for the necessary quantity and a 
notation of the date and quantity 
ordered is made on a new sheet, 
which is opened after each inven- 
tory on an item. 


Figure 4603.—Record of pur- 
chases. Cards are so con- 
structed that additional tabs 
can be added for multiple size 
commodities. (Distrib’r 4603). 
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In addition to its regular inven- 
tories, the company instructs its 
stock men to note individual shorts 
and to report them immediately on 
sheets provided for that purpose. 

When orders for stock replenish- 
ment are sent to the manufacturer, 
he is instructed to hold them for 
sufficient orders to take advantage 
of weight allowances on freight, 
unless otherwise specified. If, at the 
end of a year, the stock record 
shows that on certain items some 
of the stock on hand at the begin- 
ning of the year is still in stock, 
arrangements are usually made 
with the factory to exchange these 
goods for saleable merchandise. In 
most cases, this provision is made 
a part of the original agreement or 
contract with the manufacturer. 

In case the exchange cannot be 
effected, a purchase order is made, 
including the obsolete items, and 
the latter items are checked in red. 
Twelve copies of this order are 
drawn and a report made to the 
code chairman with a request for 
permission to sell the obsolete goods 
at a special price. Usually, in such 
cases, the company’s salesmen are 
offered a special commission of five 
or ten per cent on the sale of such 
items. 


@ As an aid to sound purchases, 
Distributor 4501 keeps a card 
record file (cards 84 inches by 11 
inches), one card to a commodity. 
When a purchase order for a com- 
modity is to be placed, the card is 
sent to the stock clerk who enters 
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the amount of each size on hand 
and returns card to the purchasing 
agent. This data and a close study 
of past purchases keeps buying in 
control and tends to increase turn- 
over. 


@ Responsibility for the mainte- 
nance of proper stocks is placed 
on department managers by Dis- 
tributor 1401. These men keep 
running records of purchases and 
stock on hand and submit to the 
purchasing agent periodically short 
tickets for stock replacement. After 
close scrutiny of these requisitions, 
the general manager passes them 
on to the order clerk for typing in 
triplicate, one copy for the factory, 
one for file and one for the re- 
ceiving clerk. 


@ Distributor 1204 has an “iso- 
lated” purchasing department, with 
no other’ responsibilities than 
the purchase of goods and close 
check-up of turnover. This de- 
partment has a record book of 
stocks carried. A_ physical in- 
ventory is taken of all lines every 
month, and the records kept up-to- 
date. Whenever stock men dis- 
cover shortages, the purchasing de- 
partment is immediately notified, 
and replenishments are ordered. 
3y this constant check-up of the 
movement of stock, the purchasing 
department has an accurate guide 
to purchases, and a constant guard 
against over-supply or 
supply on all lines carried. 


under- 


@ Distributor 2102 with three 
salesmen on the industrial end of 
its business, has developed a 
method of purchasing and _ stock 
control, which, it is felt, eliminates 
wasted effort, saves time and speeds 
up service. 

When an order is placed with a 
manufacturer, two copies of the 
order are retained in the distribu- 
tor’s office. One copy is placed in 
a “hold file’ for immediate follow- 
up either in case no acknowledg- 
ment of the order is received from 
the manufacturer at once or there is 
a delay in the receipt of the goods. 
When the goods are received, nota- 
tion is made on both of the office 
copies, and the one which has been 
in the hold file is placed under the 
manufacturer’s name, with  ac- 


knowledgments, follow-up letters 
and other data pertaining to the 
order attached to it. This provides 
a complete record of every pur- 
chase, easily accessible at all times. 

This company also records daily 
totals of purchases and invoices, 
and the total purchases and sales 
for any day are available in the 
forenoon of the following day. 
Cumulative purchases and sales are 
also shown each day, so that at any 
day in the month, the company can 
tell its total purchases and sales 
for the month to date. This, it is 
explained, is a guide record of pur- 
chases and sales, and not a book 
record of stock on hand, as goods 
generally are not received on the 
same day they are ordered, and 
some are not even received during 
the month in which they are ord- 
ered. A perpetual record of stock 
is also maintained, which shows the 
stock on hand at all times and the 
cost on each order. 

Getting back to the daily record 
of total purchases and invoices, this 
is maintained in three general 
divisions—purchases; shipments, 
except direct from factory to user, 
and C.O.D. factory shipments direct 
from factory to customer. Ship- 
ments except those direct from fac- 
tory to customer are subdivided 
into cash and C.O.D. sales and in- 
voiced sales, a separate record being 
kept of each of the two types. To- 
tals are also kept of shipments of 
all kinds. 

It will be noted that shipments 
direct from factory to customer, 
C.0.D., are kept entirely separate 
from other types of sales. This 
services a valuable purpose in that 
it is a guide to stock building. 


@ When a new line is to be taken 
on, Distributor 1201 requires that 
the general manager, sales manager 
and purchasing agent all be con- 
sulted by the manufacturer’s repre- 
sentative. Once these men are satis- 
fied that the line has merit, the 
salesmen are told about it and are 
required to check their territories 
for number of potential users and 
possible volume. 

The campaign on a new line is 
never started until the stock is ac- 
tually in the warehouse. This rule 
was laid down after a disastrous 
experience in which many initial 


orders were placed and poor deliv- 
eries caused their cancellation. As 
a starter, a stock order for 30 days 
(based on the estimate made above) 
is placed. 


@ Distributor 3310 has established 
a record of stock purchases and 
turnover for a period of six years, 
which is used as a basis for its 
stock requirements. In other 
words, the record of purchases as 
against average sales shows how 
much of each item should be main- 
tained in stock. Frequent physical 
checks of stock are taken by the 
stock man. He brings his findings 
to the office. The amount on hand 
of one line is checked against the 
amount that should be on hand, and 
if additional stock is needed, it is 
ordered, and so on with other lines. 
It is felt by this company that the 
time has arrived when it is ad- 
visable to check its records of pur- 
chases and turnover for another six 
year period and establish a new 
guide to stock requirements. 


@ At the end of every year Dis- 
tributor 1303 makes a list of all 
obsolete and slow moving items 
and pressure is put on the sales- 
men to sell these lines. It is the 
experience of this organization that 
in some cases as many of these 
items have been sold within a 
month during one of these “drives” 
as have been sold during the entire 
preceding year. 


@ Distributor 3306 does not believe 
in handling a line when the stock 
doesn’t turn over at least four 
times a year. A perpetual stock 
inventory system is operated. If 
this record shows that a line is 
not moving as frequently as four 
times a year, the line is immediately 
challenged and its salability thor- 
oughly investigated. No new line 
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Figure 1206A.—A_ well-ar- 
ranged perpetual inventory sys- 
tem permits complete posting 
of sales and purchases within 
a half day after the transac- 


tions. This company is han- 
dling about 800 active accounts. 


is taken on by this company unless 
it has the approval of three- 
fourths of the sales staff. When a 
new line is being considered, each 
salesman is given a questionnaire 
concerning it, and, unless the re- 
plies to this questionnaire are 
favorable, the line is rejected. 
When items prove to be slow 
moving or become obsolete, this 
distributor first offers the goods to 
other distributors in his city, and, 
if they don’t want them, a “grab 
bag” is established in the company’s 
store, and the counter staff makes 
special efforts to sell the items con- 
tained therein. This check of slow 
moving and obsolete lines is made 
monthly and a new “grab bag” 
opened each month. 


B One interesting method employed 
by Distributor 1602 in handling 
records on goods purchased espe- 
cially for specific customers is that 
of placing the names of the cus- 
tomers on the manufacturers’ bills 
and filing them in a book. Thus, 
the manufacturer can be given the 
history of every order of this na- 
ture, and the file of bills serves the 
same purpose as a card record of 
such purchases and the disposition 
or withdrawal of the goods. 





@ The purchasing agent for Dis- 
tributor 1201 attempts to keep a 
one month’s supply on all items. 
Although this is impossible on most 
items, the act of bringing the stock 
up to the estimated limit each 
month accomplishes two purposes: 
(1) It keeps the stock in control 
(this distributor does not use a 
perpetual inventory system), and 
(2) it shows up slow-moving lines 
quickly. When the purchasing agent 
wants to place his order each month 
he causes a physical check to be 
made, thus keeping a_ constant 
check on stock on hand. 


@ A constant guide to sound pur- 
chases is maintained by Distributor 
4603 by means of a Kardex system 
adapted to the company’s particular 
needs. While no attempt is made 
to operate a perpetual inventory 
system, every purchase is recorded. 
A physical inventory of lines in 
stock is constantly being taken, the 
results of which are placed on the 
cards. Sales are not recorded. A 
90-day supply is maintained on 
nearly all lines, replenishments 
being made as records and inven- 
tories show stocks to be approach- 
ing the low limit. 

Some lines carried have many 
sizes, so, in order to keep as much 
information as possible on a single 
card, tabs have been printed which 
can be inserted in the base card, 
thus providing for many more en- 
tries on one assembly. This con- 


densation of records has made pos- 
sible the carrying of a complete 
card record system on all lines in a 
twelve-drawer metal cabinet. (See 
Figure 4603 for type card). 


@ Distributor 1902 keeps a visible 
record of purchases for three years 
on a series of 32 block charts. 
Against this back record of pur- 
chase on leading lines is plotted 
the quota for the current year. 
Each month’s purchases on each of 
the 32 lines is added to those of 
previous months in the year and 
plotted against the quota, thus giv- 
ing a constant picture of current 
business as compared with former 
years and with the quota estab- 
lished. 

The charts are mounted sixteen 
to a large sheet, the two sheets be- 
ing affixed in hinged frames which 
allow them to be kept from view 
on most occasions but allow for 
rapid inspection when necessary. 


@ In placing orders with manufac- 
turers, Distributor 1604 numbers 
ach order in a way that indicates 
immediately just when it is placed, 
and which is helpful to the organi- 
zation in checking against delays 
in service from the manufacturer, 
and in other ways. The order shows 
the month and the date of the 
month and the number of the order 
among those placed on that particu- 
lar day. For example, the first 
order placed on April 5 would be 
numbered, “4-05-1.” 

When an order is received from 
a customer, it is first edited for 
goods in stock, and so forth. An 
order to the manufacturer for 
goods that must be back ordered 
is then made out, and the balance 
of the order (those items that can 
be supplied from stock) is typed in 
triplicate—on red, white and yellow 
sheets. In addition, original and 
duplicate dray tickets are made out. 
The dray tickets go with the goods 
to the customer, and the duplicate 
is signed and returned as a receipt. 

The pink sheets constitutes the 
bill, which is eventually sent out 
to the customer. The white copy 
goes with other copies or orders 
from an individual customer to 
form a “book” which gives the rec- 
ord of all business received from 
that customer throughout a vear’s 
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period. The yellow sheet is used as 
the work order, and eventually goes 
into a loose file. 

Each order carries a number so 
that all records involved can be lo- 
cated for checking purposes at any 
time they are needed. 


Small gears are placed on pins 
extending from the back of the 
case. On one side of each 
group is shown its number and, 
on the other, the number of 
teeth. Spur gears are kept in 
one group and worm, bevel 
and mitre in another. (4601). 


® In order to render quick delivery 
service to customers on items not 
in stock, and at the same time hold 
down telephone and inventory costs, 
Distributor 1206 has established a 
buying office in a metropolis about 
90 miles away, where large stocks 
are carried by manufacturers. 
Once a day its representative in 
the larger city is called by tele- 
phone and given all orders for goods 
out of stock which have been re- 
ceived during the preceding 24 
hours, and which can be filled from 
manufacturers’ stocks in the “big 
town”. This representative in the 
larger city knows the manufac- 
turers’ men and their stocks like 
a book. He immediately places the 
orders with these manufacturers 
and the goods are sent out by truck 
the same day, arriving in the 
smaller city on the following morn- 
ing. The company has found that 
this not only keeps down telephone 
expense (one call substituting for 
several to individual manufacturers 


every day), but enables it to keep 
down inventories on items that do 
not enjoy a constant demand and 
have slow turnover. 


@ Distributor 1205 regulates pur- 
chases entirely by sales. The dis- 
tributor is located in a section of 
the city where numerous manufac- 
turers carry stocks of their lines, 
and on such lines, where stocks may 
be replenished easily, only sufficient 
quantities to take care of require- 
ments for about a week in advance 
are kept in the storeroom. If an 
order on a line of this type would 
practically clean out the stock on 
hand, this distributor picks up the 
necessary stock for this order from 
the manufacturer. 

On lines which cannot be picked 
up easily from the manufacturers’ 
stocks, and for which there is a 
stable demand, this distributor pur- 
chases sufficient stock to take care 
of requirements for three or four 
months, as it is a policy to elimi- 
nate as much pick-up from other 
distributors as possible. 

When the stock of any size or 
style of any line gets down to a 
minimum, stock is taken of the 
entire line, and an order covering 
all requirements is placed with the 
manufacturer. 


Storing 


Under this heading have been 
grouped the systems of distributors 
not only in the physical storage of 
material, but in the control of 
stock. Neat storage is of little 
avail without control, just as con- 
trol is of little use if the material 
is inefficiently stocked, 


Storing Methods 


@ Wire rope reels are mounted 
flat on ball bearing turntables by 
Distributor 3601. Circular cast 
iron bases carry a_ ballbearing 
spindle over which the hole in the 
reel is set. While this method re- 
quires a little more floor space than 
vertical storage systems, it obviates 
the necessity of hoisting reels up 
and down, thus reducing the time 
of filling orders. 

Pipe and bar steel are carried on 


the warehouse floor by this dis- 
tributor, the cost of putting this 
material into open bins having been 
found to be excessive and the in- 
creased ease of filling orders not 
worth the expenditure. 


@ Stock bins are usually in dark 
places, at least, only one end of a 
row can be near the windows, so 
artificial light is necessary. Dis- 
tributor 3503 wires the place in an 
up-to-date way, with conduit and 
outlet boxes conveniently spaced 
and a snap switch at the head of 
cach corridor controlling the whole 
row, as shown in this picture. (See 
Figure 3503). 


@ Handling 2,000 active accounts, 
Distributor 3308 has arranged its 
layout so that 75°, of the items 
carried in stock—not that percent- 
age of the tonnage—are stored on 
the first floor, where the store, and 
the receiving and shipping depart- 
ments are located. (Eventually, 
85% of the items may be stored 
on this floor). This set-up naturally 
speeds up both counter and delivery 
service, and facilitates shipping and 
receiving. 

A broad passageway runs from 
the store in the front of the build- 
ing to the shipping room in the 
rear. Opening off both sides of this 
passageway, are a number of broad 
aisles, on each side of which are 
well-arranged bins carrying sup- 
plies of various kinds. The length 
of the rows of bins on one side of 
the center aisle is 48 feet, while 
those on the other side are 25 feet 
long. 

Supplies are grouped according 
to general classification and the 
materials of which they are made, 
and the sizes follow one another 
uniformly. Sizes and shapes of the 
bins vary according to the shape 
of the material and the quantity 
usually carried in stock. The rows 
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Stock men of Distributor 2101 
find it easier to handle brass, 
copper, bronze and aluminum 
tubing, rods, rounds, squares 
and hex rods when stored in an 
upright position. Easy identi- 
fication of sizes is given as 
the principal reason for this. 


of bins are carefully marked on 
the center passageway side to show 
the materials contained in them 
while each bin is also definitely 
marked. 


B@ Every attention is given to the 
cleanliness and protection of goods 
by Distributor 4601 to the easy and 
accurate location of every item and 
to clear markings on every aisle 
and every bin. 

For instance, in the basement of 
this building no stock is allowed to 
rest on the floor, and all weighing 
is done in an especially provided 
location in one aisle at the front of 
the big room. Four different grades 
of bearing bronze are carried in 
stock and each grade is in bins 
which are painted in a specifically 
designated color. 

Different types of screws are 
placed in adjacent sections, which 
are separated by colored boards. 
Carbon, high speed and ground taps 
are distinguished by different 
colors. Alongside the stock of taper 
shank drills is a list which gives 
the various numbers of drills in 
stock, which list is arranged in 
three rows. It is very easy, there- 
fore to locate a specific taper shank 
drill by its number and the row in 
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which the number is found, which 
indicates the row in which that 
particular drill is stored. 

A clever arrangement which is of 
great benefit to the store salesman, 
is a notation on the side of a box 
containing taps, which can be seen 
by the salesman, but not by the 
customer, and which enables the 
salesman to tell at a glance just 
what number drill that tap takes. 

This same orderly, time-saving 
arrangement carries all the way 
through the stock room of this ex- 
ceedingly progressive supply house. 
It speeds up service, helps to elim- 
inate useless effort, reduces the ac- 
tual cost of stock keeping and main- 
tains stock under good control and 
under excellent condition. 


Stock Control and Inventory 


®@ Stock control is effected by Dis- 
tributor 1206 by means of an ac- 
curate card record system—a per- 
petual inventory, in every sense of 
the word. (See Figure 1206A). 


Compact storage racks handle 
three carloads of pipe for Dis- 
tributor 3605, who added pipe 
but had difficulty finding neces- 
sary space. Pipe is slid direct 
from the gondola to racks. 


Figure 1403. — Handy arrange- 
ment designed to carry about 
1000 V-belts. Two rows of 
hangers attached to parallel 
bars (pipe), carry one size to 
each hanger. Method reduces 
space occupied and makes rapid 
selection of proper sizes simple. 
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Every purehase is, of course, re- 
corded on the cards covering the 
items included. Likewise, all bill- 
ings are checked against the stock 
record cards immediately, so that 
all sales made during the course of 
a day are recorded on the perpetual 
inventory cards within the follow- 
ing half-day at the latest. Most 
lines carry high or low limits. 
When the card record shows the 
stock of any item is closely ap- 
proaching the low limit, a requisi- 
tion is made out, the order being 
held temporarily, where possible, 
until it can be grouped with other 





Figure 3503.—Convenient light 
switches expedite order fill- 
ing and encourage accuracy. 
Small expenditure necessary 
has been found very much 
worthwhile by Distributor 3503. 


orders for weight, freight allow- 
ances, and so forth. A _ general 
physical stock inventory is taken 
once a year, and if any question 
arises as to accuracy of the card 
record on any given line at any 
time, a physical check is made of 
that line right away. This distribu- 
tor is handling about 800 regular 
active accounts plus occasionals. 





Figure 3603.—Metal - frame 
racks make for easy accessibil- 
ity to all items in this large 
pulley stock. Note runway 
down middle of the two racks. 


@ Distributor 4602 substitutes for 
the usual visible card system of 
perpetual inventory, loose leaf 
sheets measuring fourteen’ by 
eleven inches. Sufficient space is 
provided to carry record of addi- 
tions and withdrawals for four 
years on each sheet. 


@ Every receipt of goods and every 
disbursement from stock is recorded 
immediately on cards in the per- 
petual stock inventory system main- 
tained by Distributor 3309. Even 
before an order goes to the stock 
room to be filled, it passes over the 
perpetual inventory desk, where the 
sales are recorded on the proper 
stock cards. This company carries 
on a continuous physical inventory 
of stock, and the results thereof 
are checked with the stock cards. 
As soon as it is noted that any 
items in stock are moving too 
slowly, a list of these items is pro- 
vided the salesmen, and they are 
urged to place special sales em- 
phasis on them. If necessary, such 
items, together with obsolete items, 
are offered at a price—after other 
houses in the city have been noti- 
fied and offered the opportunity of 
purchasing them at a discount. 





@ Distributor 4502 has used a com- 
bination of perpetual inventory 
system and warehouse requisition 
showing stock on hand and sales 
for 60 to 120 days (depending on 
commodities) to control purchases 
since 1908. This method, coupled 
with a close scrutiny of conditions 
in the territory, has enabled this 
distributor to average a general 
stock turnover of five or six times, 


@ Distributor 1204, handling about 
6,000 active accounts, employs two 
men who do nothing else but check 
stock (no perpetual inventory is 
kept). These men get around about 
once a month. Requisitions for re- 
placements are staggered through- 
out the month by this method and 
slow-moving items are shown up. 


@ Perpetual inventory cards of 
Distributor 3102 provide space for 
writing in the name of customer 
making each purchase. Purchasing 
agent watches customers for each 
item closely when buying. If the 











MAY 1935 





37 





INVENTORY 


DECEMBER 31. 193 


CALLED BY 
PRICED BY 
NTER iv 
Carenee © EXTENDED BY 
FLOOR EXTENSION CHECKED 


PAGE TOTAL 





Form 1201-C.—Inventory form 
on which items of previous 
year are typed prior to last 
day of year. Totals entered 
from bin cards are _ priced, 
then extended and checked by 
outside Comptometer operator. 


item is used extensively, good-sized 
stocks are kept. If only one cus- 
tomer is buying a _ specific item, 
orders are small to prevent frozen 
stocks. 

All orders are priced when placed, 
the going market price being posted 
at the top of each inventory card. 

The installation of the above 
methods resulted in an inventory 
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reduction of 20% without curtail- 
ment in service to customers. 


@ In taking the annual inventory, 
Distributor 1201 distributes bin 
cards (see Figure 1201-B) to stock 
men about six weeks in advance. 
During this period a_ physical 
count is made and the card tacked 
up. Ensuing withdrawals and 
additions are posted in space pro- 
vided. 

On the last three days of the 
year all salesman are held in and 
the final count made and cards 
picked up. Totals are entered on 
inventory sheets which have al- 
ready been typed up from the pre- 
vious year’s inventory (see Figure 
1201-C). 

Using this method, it has been 
possible for this distributor to 
finish all pricing, extensions and 
totals by January 14. Extensions 
are done by an outside Comptom- 
eter operator (all items double- 
checked) at a cost of $100 on an 
inventory of about $300,000. 


@ Through a well-controlled sys- 
tem of recording stock orders, the 


An original arrangement which 
facilitates the handling of drill 
sales in less than package lots 
is illustrated. A small tray has 
been inserted in each pan, in 
which loose drills are placed 
when a package is broken. Thus 
the inside salesman or stock 
clerk can easily pick out the 
number he needs_ without 
searching among the packages 
in the tray proper for loose 
drills, and breaking open new 
packages when that is. un- 
necessary. (Distributor 4601). 
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results of physical inventories 
(which are in progress continually ) 
and a close check of “pick-ups,” 
Distributor 1203 is able to regulate 
purchases very satisfactorily. This 
distributor, located in a large city 
and handling about 1800 active ac- 
counts, uses a record of stock turn- 
over to determine quantities to be 
purchased. The pick-up record 
demonstrates the advisability of 
adding certain lines to stock. The 
company’s arrangements with 
manufacturers include an agree- 
ment whereby they may return 
stocks of non-moving or obsolete 
goods for a cash settlement at the 
market price on the day they are 
returned to the manufacturer. 





Figure 3603A.—By tapering 
the depth of bins from floor to 
ceiling, floor men are enabled 
to reach any item in stock 


quickly. Smallest items are 
stored on uppermost shelves. 


@ This small distributor, 1604, 
maintains a perpetual inventory on 
its stock lines to the extent that 
the billing clerk makes note of 
items that are sold on every order, 
and, when he finds the stock on any 
line is getting low, an order is 
placed for replenishments. In this 
way, purchases are regulated by 
sales, and there is a constant proc- 
ess of stock replacement. On cer- 
tain lines, maximum and minimum 
stock limits have been set. These 


are lines which are of such a na- 
ture that difficulties might result 
in case purchases were regulated 
by sales alone. In other words, it 
is the experience of this distributor 
that safety requires that certain 
quantities of these items be in 
stock at all times. 

All manufacturer’s bills for a 
year’s period are filed together, so 
that the company has quick access 
to records of purchases from indi- 
vidual suppliers at all times. Where 
an order is placed with a manufac- 
turer for goods that are to be sup- 
plied to one customer, the manu- 
facturer’s bill is stamped to show 
that the billing was made and the 
amount of the billing. This is a 


guard against inaccurate billing 
and doing unprofitable business, as 
it is a simple matter to check the 
cost of the goods against the sell- 
ing price. 

This company has taken great 
care in building, maintaining and 
filing manufacturers’ catalogs, and 
an index system has been worked 
out whereby facts on any item that 
is sold or might be sold by this or- 
ganization can be located by refer- 
ring to the index of products and 
finding reference to the catalog or 
catalogs which contain these facts. 


@ Because of the size of Distribu- 
tor 2201, the management feels that 
it would not be profitable to main- 
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Form 1201-B.—Bin card issued 
to stock men about six weeks 
before final inventory is to be 
taken. Count is made when 
convenient and running total 
kept thereafter until final check. 


tain a perpetual inventory system, 
as it would be necessary to add 
another employee. 

Instead, after a study of systems 
in use in various houses, the com- 
pany decided upon a perpetual pur- 
chase record, showing turnover by 
purchases. 

For this purpose two-sheet com- 
binations are employed. The first 
contains a record of the dates and 
quantities of orders placed during 
the period of a year. This sheet is 
removed from the book at the end 
of the year, being replaced by a 
new sheet for a similar record of 
purchases during the succeeding 
year. 

The other sheet, which immedi- 
ately follows the yearly sheet in 
the loose-leaf record book, carries 
a record of annual purchases and 
annual inventories, and is kept in 
the book for several years. 
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ORDER 
HANDLING 


Putting an order 


through the 


distributor’s establishment corre- 


sponds to production in a manufac- 


turing plant. 


Efficiency in this 


means rapid service, without which 


the distributor would go out of busi- 


ness. 


HE rapid and accurate filling 

of orders and their prompt de- 
livery is the phase of distributor 
activity on which the reputation of 
the industry is built. “Service for 
the line” calls for methods which 
are not only speedy but which do 
away with unnecessary errors. 


Order Systems 


Systems of routing orders 
through the piant are presented 
here, as well as many “kinks” of 
handling and delivery which have 
been found to work out in practice 
by their organizations. 


@ Distributor 3102 writes up back 
orders before the charge goes to the 
order department for entering by 
checking all incoming orders 
against perpetual inventory cards. 
Purchase orders for short items are 
always on the way to the factory 
on the same day the order is re- 
ceived. By this means, time lag on 
back order deliveries has been cut 
as much as three or four days. 


@ When items are back ordered by 

Distributor 3401, charge sheet 
is placed in back order file after 
being marked with the number of 
the purchase order placed to fill the 
shortage. Cross-checking is ac- 
complished by marking the dupli- 
cate of the purchase order with the 
register number of the charge, so 
that when goods are received it is 
immediately apparent for whom 
they were ordered. 


® Distributor 3301, handling about 
2,000 active accounts routes all 
orders to the credit department be- 
fore writing up charges (duplicate) 
in longhand. The original goes to 
the stock record clerk, the floor 
man, packer and shipping depart- 
ment in turn. Here the shipping 
ticket and memorandum invoice are 
typed before sending the charge 
sheet to the price clerk, bill clerk, 
bookkeeper and files. 

All charges are checked against 
the duplicate by the file clerk, thus 
guarding against loss. When the 
delivery receipt is returned 
(signed) it is pasted to the back 
of the original charge sheet and 
the latter is filed by customer. Du- 
plicate charges are destroyed. 


ra 





@ Using an Elliott-Fisher biller, 
Distributor 1201, handling about 
175 orders per day (same system 
can handle over 300), routes all 
orders as indicated in Figure 1201, 
first to the credit department, then 
to the sales manager for editing 
and finally to the entry clerk. 

This girl in one operation makes 
an original charge sheet (posting 
and billing copy) and seven copies 
The original goes to the price clerk, 
the billing clerk and the bookkeeper 
in succession before reaching the 
files. Once there, it is checked by 
the file clerk against the second 
copy (anchor) which arrives direct 
from the entry clerk. This prevents 
loss of charges. 

The third and fourth copies, de- 
livery receipt and customer’s mem- 
orandum invoice, go to the shipping 
department, from which origin the 
first finds it way (signed) back to 
the files by way of the truck driver. 
The second, of course, remains with 
the customer. 

The remaining copies go to each 
of the four warehouse units main- 
tained by this company. Each ware- 
house gets a copy of every charge 
sheet. The stock clerk fills that por- 
tion of the order applying to the 
items under his control and for- 
wards the shipment together with 
his copy of the charge to the 
packers. Once packed, the order is 
checked by the shipping department 
against the delivery receipt. 

When a stock man is short an 
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Figure 1201 — Eight 
copies of the charge 
sheet are pulled by 


Distributor 1201 with 
one operation. 
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item a “short ticket” (see figure 
1201-A) is made out and forwarded 
to the purchasing agent. 

When items are not in stock a 
complete new charge is made out, 
stamped “back order” and run 
through the regular process, except- 
ing that the “service manager” re- 
ceives the copies in order to ex- 
pedite shipment. 


Distributor 3301 uses duplicate 
charge sheets written in long- 
hand for all operations. Note 
final check by file clerk, who 
receives both copies of charge 
and signed delivery receipt. In- 
voices and shipping tickets are 
written by the shipping clerk 
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@ When an order is received by 
Distributor 1206 it is edited and 
priced by the order clerk, and then 
passed on to the billing clerk, who 
types it up on seven forms at one 
time, and sends a postal-card ac- 
knowledgement of the order if 
from an out-of-town customer. 
Immediately after the order has 
been typed, it is checked with the 
credit department for approval. 
The original invoice, duplicate in- 
voice, filing copy and salesman’s 
copy are retained by the billing 
department until shipment has been 
made. The shipping order and 
posting copy (one sheet), the cost 
department copy and the packing 
slip are sent to the shipping de- 
partment, where shipment is made, 





all three copies being filled in as 
to quantities shipped. The pack- 
ing slip is included with the ship- 
ment to the customer. The ship- 
ping order and cost department 
copies are returned to the stock 
record department for the purpose 
of recording on the perpetual stock 
inventory cards the items removed 
from stock. Prices at that time are 
checked to eliminate errors in 
billing. 

The shipping order and cost de- 
partment copies are next sent 
through the accounting department 
for extension, following which they 
are returned to the billing depart- 
ment for billing. The filing copy is 
filed in a loose-leaf ledger under 
the customer’s name, and there it 
remains until the invoice is paid. 
The shipping and posting copy goes 
to the bookkeeping department for 
posting. In cases of stock short- 
age and back orders, new orders are 
entered when the missing items 
are received, and go through the 
same process as the original. 


@ When an order is received by 
Distributor 4604, it is checked by 
the credit department, registered 
with a number and run through a 
ditto machine. Copies are then sent 
to each floor or warehouse called 
upon to furnish goods for the 
order. When each department has 
filled its share of the order, the 
goods and the department’s copy 
of the order, properly checked, are 
sent to a central checking and pack- 
ing department. All shorts are re- 
ported to the customer either by 
telephone or letter, and he is ad- 
vised when the missing items can 
be supplied, or is offered substi- 
tutes. Where a back order is neces- 
sary, a copy is placed in the back 
order file, which is withdrawn 
when the goods arrive. 


@ Invoices are written from the 
original charge sheet by Dis- 
tributor 4502 in time to be de- 
livered to the customer with the 
order, which has been filled mean- 
time from the duplicate copy of the 
charge. 


@ A clerk for Distributor 4601 is 
on duty a half-hour before office 
hours and opens and distributes the 
mail, placing all orders on the order 





clerk’s desk. When the orders have 
been edited, a girl, using a fan fold 
machine, makes seven copies of the 
order at one time. 

Original and duplicate invoices 
and a copy for the accounting de- 
partment are sent to the billing 
clerk, and, after pricing, the 
original and duplicate invoices are 
sent to the customer. One of the 
seven sheets written up originally 
is sent to the salesman in the ter- 
ritory from which the order comes. 

The three remaining sheets—the 
order sheet, the delivery ticket and 
the delivery sheet—are sent by the 
order clerk to the accounting de- 
partment, where credit is O.K’d. 
The three forms are then sent on 
to the shipping department, where 
the orders are filled. When the 
goods have been sent out, the ship- 
ping clerk returns the order sheet 
to the billing department, and the 
copy of the invoice which had 
originally been designated for the 
accounting department, but was 
sent to the billing clerk, is then 
forwarded to the accounting de- 
partment for posting. The driver 
who makes the delivery takes: the 
delivery ticket and delivery receipt 
with him, and, following the de- 
livery, brings back the signed re- 
ceipt to the shipping clerk, who 
files it alphabetically. 

If some of the items included in 
an order are not in stock, the 
original order sheet is sent to the 
purchasing department before be- 
ing returned to the billing clerk. 
A back order is then made out, 
and the original order sheet goes 
back to the billing clerk carrying 
the proper notations. The back 
order then goes through the same 
process as the original order when 
the additional items are received. 
If delivery on the original order is 
held for shorts, the original order 
goes back to the shipping clerk 
from the purchasing department to 
await arrival of additional items. 
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direct “shipments 
(above) are written on 
separate fan-fold 
forms. Invoices in 
duplicate are written 
at the same time. 
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@ When an order is received by 

Distributor 1204 (6,000 active 
accounts), a master sheet and 
several copies are made—including 
one for every section of the stock 
department from which items are 
to be supplied. The order is, of 
course, first carefully edited for 
each department. When the master 
sheet has been O.K’d. by the credit 
department, it goes to the packing 
room, where it is matched with all 
copies sent to the various stock de- 
partments when the items from 
each of these departments arrive 
in the packing room. After the 
master sheet has been completely 


matched, it is returned to the biller. 

When items on any order reach- 
ing a department cannot be found 
in stock by the stock man, the head 
of that department must first check 
to be certain the items are not in 
stock. If they are not, the pur- 
chasing department is_ notified, 
and that department determines 
whether they are to be picked up 
in the city, or whether an order 
is to be sent through to the manu- 
facturer. The purchasing depart- 
ment has the absolute say on this 
point. When goods are to be 
back ordered, they are checked off 
on the department copy and the 
copy sent to the packing room. A 
new order is then used to put the 
back ordered goods through the 
house when they arrive. 

Each order is acknowledged with 
a memorandum to the customer, on 
which the words, “Thank You,” are 
stamped. If some items on an 
order cannot be filled from stock, 
the customer is notified on this 
memorandum as to when they will 
be shipped. 


@ Here is another example (Dis- 
tributor 1302) of a house using 
an extremely simplified system of 
order filling. When an order is 
received, a sales slip is filled out, 
showing the name of the customer 
and the quantity of each item 
ordered. The sales slip is sent to 
the stock room, where the order is 


filled. It is then returned to the 
accounting department for pricing, 
billing and so forth. A delivery 
ticket is also made out, and the 
duplicate returned as a _ receipt 
when the goods are delivered to 
the customer. When items must 
be back ordered, an entirely new 
sales slip is made out to cover the 
handling of such items when they 
are received. 


@ Because of the fact that Dis- 
tributor 1605 at the present time 
is carrying a limited number of 
lines and provides its salesmen with 
accurate price sheets which show 
whether or not an item is in stock, 
it is possible to follow the system 
outlined below, but the company is 
now adding to its lines, and the 
management states it may be found 
impossible to adhere to this plan 
after a time. Active accounts now 
number about 500. 

At present, however, the sales- 
man in writing up his orders, seg- 
regates the items that are carried 
in stock from those which must be 
back ordered. The order slip show- 
ing the items ordered from stock 
is typed up in triplicate—on a blue 
sheet and original and duplicate 


Figure 1201-A— Short ticket 
form written by stock men and 
sent directly to purchasing de- 
partment. (See Figure 1201 
for routing of charges.) 
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dray tickets. The dray copy is used 
as a guide to filling the order and 
then goes to the customer with the 
delivery. The duplicate is signed 
by the customer and returned by 
the truck man, and is then checked 
with the blue sheet for additional 
information, such as weights and 
changes, which have been noted on 
the dray ticket during the filling of 
the order. Original and duplicate 
invoice are then typed from the 
blue sheet, and the duplicate in- 
voice goes to the bookkeeper as a 
guide to further accounting work 
and checking. 


@ Distributor 2902 writes invoices, 
charge sheet, salesman’s copy, ship- 
ping department copy, copy for 
service department and shipping 
ticket in one operation (fan-fold) 
but fills orders from the original 
mail, telephone or salesman’s order. 
Only possible loss of a charge oc- 
curs while original order is enroute 
to floor men or being returned to 
entry clerk. 

All orders are edited in their 
original forms, credit is checked 
and short items noted. This dis- 
tributor has a relatively high ratio 
of pick-ups to stock orders, hence 
finds a considerable time saving in 
performing several operations prior 
to writing up the charge. 

Entry clerk has list of customers 
requiring special invoices or in- 
voices in triplicate or quadruplicate. 
An effort is made to convince each 
of these that the distributor’s in- 
voices in duplicate are satisfactory. 
This has proved successful in many 
cases, total exceptions now only to- 
talling 40 out of some 2,500 ac- 
counts. 


@ Every order received by Distrib- 
utor 1603 receives a number, and 
the number of the order and the 
name of the company are entered 
in a book. The same number is 
placed on the invoice. When the 
order is filled and the goods are 
sent to the customer, the entry in 
the book is checked off. When the 
order can be only partly filled from 
stock and some items must be back 
ordered, the entry in the book is 
checked off when the goods in stock 
are sent to the customer, a new 
number, covering the back order, 
and the customer’s name are en- 


tered in the book, and a new order 
sheet is made out. The party re- 
sponsible for handling the book 
record keeps track of the orders not 
checked off and is, therefore, aware 
of the fact if there is a delay in 
the prompt receipt of back ordered 
items. 

When it is necessary to back 
order goods for a customer, the 
name of the customer is placed on 
the copy of the order for these 
goods sent to the manufacturer. 
When the invoice is received from 
the manufacturer, the copy of the 
order is attached to this invoice and 
the goods are immediately sent out 
to the customer or customers for 
whom they were ordered. This 
duplicate order, containing the 
name of the customer, is also very 
helpful in case a shipment of goods 
should arrive in advance of the in- 
voice from the manufacturer. The 
duplicate order can then be used 
to check in the goods and as a guide 
fo sending them out to the cus- 
tomer or customers for whom they 
were ordered without delay. 


@ Distributor 1203 simplifies as 
much as possible the paper work 
done in connection with the filling 
of orders. The original order, 
whether received from a salesman, 
by mail or over the telephone, is 
used throughout, no copies being 
made of it. The orders that are on 
hand when the office opens at 8 
o’clock in the morning are immedi- 
ately stamped and sent to the stock 
room, arriving there’ generally 
about 8:15. They are immediately 
filled and made ready for shipment 
or delivery, but they are checked 
and double checked before being 
sent out. The items which are not 
in stock are circled, and an attempt 
is then made to pick these up lo- 
cally. If this is impossible, the 
original order is sent to the buyer, 
with red marks indicating the items 
that have not been supplied. The 
buyer then places orders for the 
missing items, and the order goes 
to the accounting department for 
necessary work there. 

Items which have been supplied 
are then crossed off the original 
order and it is filed. A copy of the 
back-order is placed in the “hold” 
file and withdrawn when the back- 
ordered goods arrive. When goods 








sold by this house are sent out of 
the city, a packing slip is made out, 
and when they are to be delivered 
within the city, a delivery ticket is 
written up. The only weakness of 
this system of handling orders, in 
the opinion of executives of this 
house, is the danger of orders being 
lost when there is only one work 
copy. However, little trouble has 
been experienced from this. 


@ Distributor 3601, handling about 
1500 active accounts, writes charges 
on a fan-fold form. Figure 3601 
pictures the progress of an order. 
It goes first to the mail clerk, who 
passes all orders to the assistant 
sales manager for “editing.” Only 
a short distance away, the stock 
record clerk next gets the order and 
checks each item against his stock 
cards, making those in stock ‘S” 
and those not in stock “D.” 

Orders then pass to the entry 
clerks (two being busy at this task 
during rush hours). Here two ma- 
chines are set up, one to write 
charges for items out of stock, the 
other for direct shipments. The 
forms differ in that the former 
makes six copies: invoice in dupli- 
cate, charge sheet, salesman’s copy, 
order-filling copy and_ shipping 
ticket; while the latter makes: in- 
voice in duplicate, charge sheet, 
salesman’s copy and purchase order 
in duplicate. 

In the first case (items in stock) 
the invoices and charge sheet go 
to the price clerk, who sends them 
to the accounting department, the 
former eventually going to the cus- 
tomer, the latter to file. The sales- 
man, of course, receives his copy 
and the superintendent, who has a 
crew of five men, receives the order- 
filling copy. When filled, the order 
with this copy goes to the shipping 
department where it is checked 
against the shipping ticket. 

Where items are not in stock (see 
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Figure 3601-A) the second machine 
turns out the purchase order at the 
same time the charge is written. 
Other forms follow the courses 
traced in Figure 3601. 

When customers desire invoices 
in triplicate or quadruplicate or 
where: individual invoice forms are 
demanded, these must be typed 
separately. A record of the unusual 
requirements is kept by the entry 
clerks. 


Handling 
Methods 


@ When the floor men deposit the 
items of an order on the shipping 
clerk’s assembly bench, which is 
counter high, they run into all sizes 
and numbers in the industrial sup- 





Figure 1202. — Limited loading 
space is made less of a handi- 
cap by time-saving overhead 
equipment. I-beam, trolley and 
hoist are combined to lighten 
loads and speed up shipping. 


ply business. Sometimes the weight 
to be packed in a single box or 
carton is a hundred pounds or more. 
If the clerk packs them on the 
counter he has afterwards to 
wrestle the heavy box to the floor. 
If he nails it up and lets it drop 
he often has the pleasure of seeing 
it burst open. If he sets the box 
on the floor and fills it from the 
counter, then it is a case of rise and 


stoop many times until it is filled. 

The shipping clerk of Distribu- 
tor 3502, with stronger brains than 
back, designed sliding shelves under 
the counter, and about two feet 
from the floor. They are strongly 
built with two by four runners. 
When not in use, they are shoved 
back under the counter out of the 
way. When a heavy order comes 
along, a shelf comes out and the box 
is set on it. He fills it from the 
counter without stooping. When 
full, it is at a safe height from the 
floor to permit him to slide it off 
and let it drop. (See Figure 3502). 


@ Stock of Distributor 3601 is car- 
ried on five floors with similar 
items stored together. Stock main- 
tenance (and all bays are as spick 
and span as a kitchen) and order 
fillings are carried on by a crew 
of five men working under the 
superintendent. No men are regu- 
larly assigned to a particular floor 
or section. 


@ The receiving room of Distribu- 
for 1204 is entirely independent 
of the shipping room, although both 
departments are under one head. 
Every incoming shipment receives 


Figure 3502.—Sliding shelf de- 
signed by shipping clerk to 
facilitate packing and minimize 
bending and breakage. Shelves 
slide in out of the way when 
not in use. 
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a two-way check. The man in 
charge of the receiving room is 
responsible for the check as to the 
number of packages and _ boxes. 
The goods are then sent to the 
stock rooms where they are to be 
stored, and the man in charge of 
each stock room must check the 
individual items. When this check 
has been completed, a report is sent 
through to the accounting depart- 
ment to verify the bill. 


@ Distributor 4601 believes it is 
more economical to have its truck- 
ing done by a trucking firm than 
to operate its own trucks. This 
service is contracted for by the 
month at an established total cost, 
which, under present conditions, is 
revised about every two months. 
This house has a private alley on 
which an elevator opens. All ma- 
terial from the main floor can be 
loaded directly by this means. 


@ The shipping department of Dis- 
tributor 2103 is at the rear of the 
main floor and is directly adjacent 
to the loading platform, which has 
room for eight trucks at one time. 
The loading platform and truck 
space are inset under a portion of 
the building so the trucks are com- 
pletely covered at all times during 
the loading process. Doors are let 
down at night and the truck space 
used as a garage for the company’s 
trucks. 

The loading platform is also used 
for receiving goods, except the 
heavy materials, which are lowered 
to the basement by means of a large 
chute at the rear of the building. 


@ Orders are assembled by Dis- 
tributor 2104 in woven boxes and 
conveyed to the packing room on a 
spiral chute. These boxes weigh 
about 20 pounds on the average 
where a wooden box of the same 
style weighs about 60 pounds. 
Boxes are numbered and the box 
number inserted on the packing 
slip which goes to the packing room 
by pneumatic tube. This procedure 
is necessary due to the size of the 
establishment and the large num- 
bers of orders handled (both hard- 
ware and mill supplies).  As- 
semblers are furnished with a 
master copy of the charge for 
checking against material. 
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@ Many steps can be saved by 
building the order assembly bench 
in the shipping department in a 
semi-circle or in octagonal form 
around the centrally located wrap- 
ping table. While orders for the 
most part go out every day, some 
must lie around for 36 or 48 hours 
for one reason or another. This 
often means that the packer must 
walk back and forth for a con- 
siderable distance for much of the 
material. 

Distributor 3502 uses a radially 
disposed assembly bench 3 feet wide 
and totalling 30 feet in length, and 





Two motorcycles (one just 
added) speed up rush deliveries 
for Distributor 1901. 


yet the wrapper is at no time more 
than six feet from the farthest 
order on the bench, as he stands at 
the table. (See Figure 3502-A). 

The whole assembly bench is 
lighted by high wattage lamps di- 
rectly above, with hooded reflectors 
so that the light shines on the bench 
but not in the wrapper’s eyes. There 
are six of them and in rush mo- 
ments they are all turned on. At 
other times, one of the lights is 
sufficient and is on a separate cir- 
cuit from the main bank. Good 
light means faster and more accur- 
ate work. 


@ When a modern building was 
constructed to house the industrial 
supply business of Distributor 2103 
a few years ago, every considera- 
tion was given to facilities for the 
fast, efficient handling of orders; 
convenience in receiving incoming 
goods; order, cleanliness and safety 
in storing supplies, equipment and 
tools, and the comfort of em- 
ployees. 

Here are cited a few of the fea- 
tures of this excellent layout: 


Every person in the organiza- 
tion, whether he be executive, tele- 
phone salesman, shipping clerk, or 
what not, who has need for direct 
communication with any of the 
various departments is equipped 
with a Dictograph (interior tele- 
phone) by means of which he can 
communicate immediately with the 
department he desires to contact 
without burdening the regular tele- 
phone exchange desk with the con- 
nection. Thus, when a man receives 
an order, he can immiediately call 
every department which is to sup- 
ply goods and instruct the man in 
charge to send his portion of the 
order to the main floor assembling 
room. 

Ordinary quantities of goods are 
conveyed from the basement store 
room to the main floor by a 600- 
pound capacity elevator, which 
saves wear and tear on a heavy 
duty freight elevator, which is also 
a part of this company’s equipment. 
Smaller equipment from the second 
floor is sent to the main floor in 
padded boxes on a gravity, spiral- 
type chute. These are there as- 
sembled, together with goods picked 
up from the main floor and those 
sent up from the basement. The 
600-pound capacity elevator and the 
gravity chute are only a short dis- 
tance from each other, so there is 
minimum of effort in assembling 
goods on each order. 

Heavy materials are conveyed to 
and from the upper floors and base- 
ment by means of the large, 4-ton 
capacity elevator, which has doors 
opening onto the loading and un- 
loading platform or “dock,” and op- 
posite doors opening into the ship- 
ping and receiving department. 
Heavy incoming materials are low- 
ered to the basement by means of a 
large chute at the rear of the build- 
ing. 

The receiving and shipping de- 
partment is at the rear of the main 
floor and is directly adjacent to 
the loading platform, which has 
room for eight trucks at one time. 
The loading platform and _ truck 
space are inset under a portion of 
the building so the trucks are com- 
pletely covered at all times during 
the loading or unloading process. 
Doors are let down at night and the 
truck space used as a storage for 
the company’s trucks. 


The telephone salesmen of this 
organization sit in the front of the 
center open space on the main floor, 
close to the counter, so that they 
can always plainly see when a cus- 
tomer appears at the counter, and 
‘an push a call button for a counter 
salesman to take care of the cus- 
tomer’s needs in case none of the 
counter salesmen happen to be at 
the counter when the customer 
comes in. Most of the goods usually 
purchased over-the-counter are kept 
in stock on the main floor so that 
quick service can be given those 
stopping at the counter. 

The building has excellent light- 
ing. Steel shelving is used exclu- 
sively. Six-foot shelving is used on 
the upper floors and in the base- 
ment, and seven-foot shelving on 
the first floor, so any employee can 
reach the highest point without us- 
ing a ladder. 

On the mezzanine of this up-to- 
date establishment are the offices of 
executives, the sales and purchas- 
ing offices and the accounting de- 
partment. All of these offices have 
outside windows. A large room on 
the mezzanine level, at the rear of 
the building, is used for stock and 
other materials, such as catalogs, 
stationery, forms of all descrip- 
tions, manufacturers’ catalogs, 
mailing pieces and envelope en- 
closures. 


@ Distributor 1204 operates its 
own trucks and keeps an accurate 
record on the costs of each. Each 
driver is routed, and his stops care- 
fully recorded. The number of 
stops is checked against the cost 
of operation of each truck, to arrive 
at a figure of cost per stop. <Ac- 
cording to company officials, the 
trucks are operated at a cost of less 
than 25 cents per stop. The same 
trucks that are used for deliveries 
are also used to pick up incoming 
shipments. At times, the entire 
fleet is sent to pick up a carload of 
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3502A.—Radially - ar- 
ranged packing table totalling 


Figure 


30 feet in length. Packer is 
never more than six feet from 
the most distant article on 
any table. (Distributor 3502). 


nails or other goods. The cost of 
such operations is included in the 
“cost per stop” figures. This dis- 
tributor contracts with a garage 
for truck maintenance. No trucks 
are kept in service for more than 
five years, 


@ Distributor 3306 has well organ- 
ized receiving and shipping de- 
partments, in which incoming and 
outgoing goods are carefully 
checked. One of the company’s 
warehouses is on a railroad switch 
track, with the freight cars run- 
ning right alongside the unloading 
point. All other doors through 
which goods are moved are at truck 
tail-gate height. Pipe is handled 
by conveyors. This house operates 
its own trucks and has the repair- 
ing done outside. Accurate records 
are maintained to keep the cost per 
mile of truck operation. 


MWhen goods are received by 
Distributor 1303 in packages or 
boxes that are destined in their 
entirety for one stock room, the 
packages or boxes are sent im- 
mediately to that department, 
where they are checked. Mis- 
cellaneous packages and boxes, the 
contents of which are to be divided 
among various stock departments 
are opened in the receiving and 
shipping room, separated and sent 
to the rooms where they are to be 
stored. 


All outgoing goods are assembled 





and cleared through the receiving 
and shipping room. One _ work 
order only is used. When one de- 
partment has gathered the items 
included in the order from that de- 
partment, it sends them to the re- 
ceiving and shipping room and 
checks off the items supplied. The 
work order then goes to the next de- 
partment which must supply items 
on this order. 

Goods are sent from the various 
stock departments to the receiving 
and shipping room by means of an 
elevator. When they arrive in the 
receiving and shipping room, they 
are placed in a bin carrying a num- 
ber corresponding to the number 
on the work order, where all items 
on the order are assembled. When 
all items in stock called for by the 
work order have been assembled, 
they are prepared for delivery, 
mailing or shipment. 

Under this plan, each order gets 
three checks. Each devartment 
must check the items called for 
from its stock. The man who re- 
moves the goods from the elevator 
and places them in the assembly 
bin checks them again. And, finally, 
they are checked by the man who 
prepares them for delivery, mail- 
ing or shipping. 

For convenience in handling as- 
semblies of smaller items, pans are 
to be found in one section of the 
receiving and shipping room given 
over to assembly bins. It is a rule 
that pans in which the assembly 
has been started but has not been 
completed must be so placed that 
the handles are out. When the 
handles are in, the orders are ready 





for sending out. When the pans 
are turned on their side with the 
handle out, they are empty. Large 
bins in which freight shipments are 
assembled are on the opposite side 
of the aisle from the other bins. 

It is perhaps well to mention the 
fact that when items must be back- 
ordered, they are so marked, and 
a back order is made for the 
missing items in the shipping room 
and turned over to the receiving 
department, where close watch is 
kept to see that the back ordered 
goods arrive promptly. Shipments 
are followed when necessary. 

Through a well-planned system 
for handling incoming and out- 
going goods, in which speed and 
accuracy are essential elements, 
this company has found that it is 
able to operate its combined re- 
ceiving and shipping departments 
in minimum space and without 
confusion. 


@ Extreme care is used by Dis- 
tributor 1304 in checking outgo- 
ing orders. Both the man who 
fills the order and the shipping 
clerk are charged with the respon- 
sibility of checking, and a special 
man has the job of making a back 
check. This company does not have 
a receiving clerk, the man in charge 
of each stock department being 
responsible for checking incoming 
goods with the bills, but one man is 
responsible for checking ail “re- 
turns.” 

The company maintains two de- 
livery trucks of its own, on which 
company employees do minor re- 
pairing and greasing. ‘In addition, 
the company “charters” a man who 
owns a motorcycle for special and 
emergency deliveries. A man who 
owns his own truck is hired to 
handle all incoming shipments and 
pick-ups. The company keeps its 
own trucks in service from four to 
five years on the average. 
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THE TREND OF SUPPLY SALES 
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100—Average monthly sales, 1923-1925 


Indicator for March Sales Hits 70.5 
Orders Increase in Size and Number 


® Following almost exactly the 1934 trend but main- 
taining the slight edge registered in January, the 
Sales Indicator closed the first quarter by rising to 
70.5, an increase of over ten points from February 
when the index read 59.2 and six points up from Jan- 
uary when the reading was 64.5. 

The increase over February was uniform in all 
territories, the North Atlantic Indicator rising from 
61.1 to 72.7; the Southern from 60.1 to 75.9; the 
Middle Western from 54.2 to 63.9; and the Pacific 


Coast from 60.8 to 61.4. The Indicator for the Western 
States reads 64.4, which compares favorably with the 
figure registered in 1934. 

The average house reporting received 2020 orders 
during the month as compared with 1721 in Febru- 
ary. The average number of orders received per 
working day, of course, showed no such sharp rise, 
increasing from 72 to 78. The size of the average 
order increased slightly to $15.80 as compared with 
$15.71 in February and $14.38 in January. 








Average number of orders received per house during month 
Average number of orders received per house each working day 
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Meet. 


THE FASTEST GROWING ELECTRIC 
TOOL IN THE MILL SUPPLY FIELDe-. 









































Co.-orerati VE selling coupled with restricted distribution definitely point sales 
charts upward. The advanced swing of Thor sales is proof that distributors are finding 


increased profit with Thor Universal Electric Tools. 
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@ @ When the Independent Pneumatic Tool Company, back in 1931, changed 


its selling policy to complete distributor representation, there were 
those who said the job couldn’t be done. Distributors, they said, were 
not moving electric tools. The channels of distribution were already 
clogged with too many lines. Important Mill Supply Houses were tied 
up with other competitive products and stocks were too large to war- 
rant a change * Confident, however, that the competitive challenge 
of the buyers market was making distributors more anxious than ever 
to sell quality merchandise, Thor entered into this new policy. * During 
the four years that followed hundreds of distributors joined together 
to make the Thor sales chart unprecedented in Mill Supply history. 
Jobber after jobber changed to Thor electric tools. Despite all indexes 
sales increased and distributors profited by co-operative selling that 
opened new markets and sales opportunities. The steadily increasing 
total of Thor outlets grew larger until today many of the largest dis- 
tributors in the country are aggressively adding new electric tool 
customers with Thor products. * 1934 showed tremendous gains in 
this field, yet the volume of sales by Thor jobbers for the first three 
months of 1935 is more than 45% higher with present indications 
pointing to even greater increases. * In announcing this tremendous 
advance in Thor electric tool sales, we sincerely thank those distributors 
and their salesmen everywhere, who are responsible for the outstanding 
success of the Thor distributor selling policy. We appreciate your 


aggressive co-operation in behalf of Thor quality. 


INDEPENDENT PNEUMATIC TOOL CO. 


TOOLMAKERS SINCE 1893 


600 WEST JACKSON BOULEVARD 
NEW YORK CHICAGO SAN FRANCISCO 
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TERRITORIAL SALES INDICATORS 
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North Atlantic States 


Following last year’s trend very closely, the Indicator for this sec- 
tion jumped from 61.1 in February to 72.7 in March. The average 


order received, $14.58, was decidedly smaller, however, that of the 
previous month being $17.17. 


Southern States 


The Southern States Indicator for March reads 75.9 as compared 
with 60.1 in February. This sizeable increase was also noted in the 
size of the average order which rose from $14.34 to $17.00. 


Middle Western States 


A good increase in volume for March pushed the Sales Indicator 
for this section to 63.9 from 54.2 in February. Average orders were 
for $15.29 as compared with $14.89 the previous month. 


Western States 


Once again in the fold, business among western distributors in 
March placed the Indicator at 64.4. The size of the average order 
remained small, however, amounting to only $13.00. 


Pacifie Coast States 


Large orders, averaging $21.50 against a February figure of $18.28, 
pushed the Pacific Coast Indicator up slightly to 61.4. This increase 


reversed the 1934 trend, when February sales were a little larger 
than those for March. 


MILL SUPPLIES 





Cee 


—_ eeeeeeenmcsmet ACC 

















TYTYY 


TAKE 


your sales tbh 


FROM THE 


BONUS ZONE 


GRATON & KNIGHT OFFERS A New’ 
BASIC SALES IDEA TO HELP ITS DIS- 
TRIBUTORS SELL RESEARCH BELTING 


Now you can take belting out of the flovr-and- 
sugar class... G. & K. gives you a line of sales 
attack which proves to users that a belting pur- 
chase is important—that it is worthwhile in dollars 
to get the best. 


The Bonus Zone—which lies between the power 
and the work—is the place where a better belt can 
show earnings. By delivering more of the power 
it receives, it can lower the per-unit cost. 


How much this really amounts to is shown by the 
following figures—taken from the textile industry 
—which represent the yearly extra income per 
machine produced by a Research belt increasing 
average machine speed even as little as 1%. 





Multiply these figures by all the machines in a plant, and you get a 
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AND FOR TH : WHO AREN'T YET SOLD 
ON ae pROU P DRIVE 


—we offer tHe u our own sales book, “From 
the Home of Ee which talks Modern 
Group Drive in tr s of the product you sell— 
Research Belting. When you need extra ammu 
nition to convince a large transmission prospect, 
call in a G. & K. representative to help you with 
the sales book. 


DISTRIBUTORS WHO ARE NOT HAN- 
DLING RESEARCH BELTING 


A certain amount of expansion of Research distributor 
outlets is being contemplated. Blue-ribbon concerns are 
invited to address the General Sales Manager for irfor- 
mation regarding a franchise 
in their districts. 


UL! 
Spinning frame ...........sav.ing $9.84 per year per machine “pe Wess 
Poy GO .... 2.55 ences |e 3.20 “ " * 1?) +e 
NR Dd yee eo 3357 ™ ey = at to any poin 





i i i i sm- Western Union Service is 
sum which certainly deserves the attention of the belting buyer. Sim pA cn Mgt ge Peers 
ilar earnings are made in every other industry! magazines listed below. 


GRATON & KNIGHT COMPANY 
WORCESTER, MASS. 


Every month a Research sales talk to your customers and prospects through the magazines below. 
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UNDER full [ight 


It appears self evident to us that sound business requires 
e every leading manufacturer to establish a definite policy 
governing his relations with the trade and to place that policy 


under the full light of publicity. 


This action is so rarely taken, however, that for years Re- 
public has occupied a position of unusual prominence in the 
mill supply industry through wide publication of its policy. 
The frankness and straightforwardness of such a step has con- 
tinually riveted the attention of the trade, not only upon the 
business principles involved, but also upon the magnitude of the 
Republic Organization and the products which it manufactures. 


Republic’s business methods have set the highest standard 
for progressive factory-distributor relationships. These methods 
are as forceful in distributor protection as they are in active 
sales cooperation, and they have achieved outstanding results 
in building distributors’ profits. In these respects Republic’s 
leadership is unquestioned, while the knowledge gained through 
long experience with distributor problems makes our position 
stronger today than ever before. 


No manufacturer has ever put forth such determined efforts 
to make certain that his business principles were fully under- 
stood and no greater inducement to win your confidence could 


be offered. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


y 


wee mer 


THE REPUBLIC 
9-POINT POLICY 
¥ 


A line of rubber items sufficiently 
complete to permit effectively sup 
plying the requirements of the 
trade solic ited. 


a 


A quality of product uniformly 
good and capable of delivering 
service results that should reason 
ably be expected 


4 


A price basis inducing and mak 
I g 

ing possible apyressive competr 
tion with reasonable profit return 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade covered by 
his day to day solicitation. 


» 


Selling helps of reasonable 
umounts so that his sales force 
may be given the advantage of 
specialized training and a knowl 
edge of the product sold 


IN POLICY, PRODUCT AND PERFORMANCE 
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TEN YEARS AGO IN MILL SUPPLIES 
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E\ PERFECT FIT,” WAS THE 
VERDICT OF NATIONAL 
ASSOCIATION MEMBERS 
WHEN THEY VOTED THAT 
THE ASSOCIATION CROWN 
BE WORN ANOTHER YEAR 
BY BERT ACKLES OF THE 
‘yz »  RAYL COMPANY 
Yip — ETROIT 
MICHIGAN. 
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THE BANISTER AND” 





0. K. GEORGE, 
SHES ALL 





POLLARD COMPANY, OF 
NEWARK, NEW JERSEY, USED 
FULL PAGE SPACE INA 
NEWARK NEWSPAPER THREE 
CONSECUTIVE DAYS TO ADVERE 
TISE ITS SPRING EXPOSITION. 
FREDERICK H. A. OPPEL, NOW 
PRESIDENT OF OPPEL, GLANFIELD, 
AND ROWE, INCORPORATED, NEWARK, 
MANAGED THE BANISTER AND 
POLLARD COMPANY AT THE TIME, 
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@ ASSOCIATION. 





Joun Pitts of BROW- 
ROBERTS HARDWARE AND 

SUPPLY COMPANY, LIMITED, 
ALEXANDRIA, LOUISIANA 

AFTER THE ONE-YEAR TENURE 
OF OFFICE PERMITTED BY THE | 
RULES OF THE SOUTHERN | 
ASSOCIATION, TURNED OVER 
THE SCEPTRE OF THIS ORGAN- 
IZATION TO GEORGE WINSHIP 








WELL — 
1F YOU INSIST 


| 





PUT RIGHT BACK FOR 
A SECOND CONSECUTIVE 
TERM AS PRESIDENT 


Joun C. RUF WAS 
OF THE AMERICAN | 
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If you could follow a charge ot 
iron ore through every operation 
until it is turned into Republic Steel 
Pipe, it would be easy to under- 
stand why this pipe can be de- 
pended upon to give service—why 
this is the pipe you should be sup- 
plying to your users. 

Look at it from every angle. The 
steel is correct, metallurgically and 
structurally. The weld is safe. 
The metal is strong, ductile and 
easily cut and threaded. It bends 
and welds without difficulty. It’s the 
best steel pipe that money can buy. 

‘Republic Steel Pipe is made 
black and galvanized, and by three 
processes—butt weld, lap weld and 
electric weld. Pipe produced by 
the electrical resistance welding 
method represents the latest ad- 
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REPUBLIC 
STEEL PIPE 


vance in the making of fine pipe 
for every purpose. It is straight, 
round, uniform in wall thickness 
and diameters, and is available in 
long lengths without a mid weld. 
It is absolutely scale free. It costs 
more than lap weld pipe—yet it of- 
fers more for the money invested 
than any other pipe. 

Let us tell you more about the 
many varieties of pipe that Republic 
can supply. 








hepublic ‘Steel 


COR = O R 


GENE RAI OFT ( Y 


QO N 


OHIO 








KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Amendment to Distributors’ 
Code Approved 


HE National Industrial Re- 

covery Board has announced 
approval of an amendment to the 
code of fair competition for the in- 
dustrial supplies and machinery 
distributors’ trade providing that 
the Code Authority for the trade 
shall submit to the Board a list of 
hazardous occupations within 30 
days after approval of the amend- 
ment, or by May 17. 

The amendment is effective May 
2, unless good cause to the contrary 
is shown. The amendment reads as 
follows: “Amend Article III, Sec- 
tion 4, by adding the following 
words: 

The Code Authority shall submit 
to the National Industrial Recovery 
Board for approval within thirty 
(30) days after the approval of this 
Amendment a list of such hazard- 
ous operations or occupations. In 
any State an employer shall be 
deemed to have complied with this 
provision as to age if he shall have 
on file a certificate or permit duly 
signed by the Authority in such 
State empowered to issue employ- 
ment or age certificates or permits 
showing that the employee is of the 
required age.” 


Use Photographs to Sell 
New Accounts 


@ Because the word “Hardware” 

in the name of Perth Amboy 
Hardware Company, a distributor 
in Perth Amboy, New Jersey, has 
been found a handicap in contacting 
new accounts, the company has had 
photographs taken of the various 
parts of its stock rooms and equip- 
ment. These photographs are used 
to show the purchasing agent of a 
company not familiar with the 
stock, the size and type of the com- 
pany. R. D. Howell, secretary and 
treasurer of the company, states 
that many new accounts seeing the 
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name “hardware’”’ believe the com- 
pany to be a small hardware store. 

Mr. Howell further states that 
this has been a very effective means 
of changing the minds of purchas- 
ing agents and convinces the buyer 
that the company is equipped to 
handle the business. 

Two new lines have also been 
added by the company and consid- 
erable missionary work is being 
done on both lines. The lines are 
Permite Aluminum paint and New 
Idea extension step ladders. 


Shadbolt and Boyd Adds 
Pipe and Fittings 


@® The Shadbolt and Boyd Com- 
pany, Milwaukee, one of the old- 
est and best known distributors in 
the Central West, has broadened its 
activities to include the merchan- 
dising of pipe, valves, and fittings 
on an extensive basis, according to 
announcement by H. F. St. George, 
vice-president in charge of the in- 
dustrial supply department. 
Arrangements have been made 
for representing the Bethlehem 
Steel Company on steel pipe, black 
and galvanized; Walworth Com- 


pany on malleable and cast-iron fit- 
tings, and the Lunkenheimer Com- 
pany on valves. In addition, Shad- 
bolt and Boyd will sell nipples 
manufactured by the Chicago 
Nipple Manufacturing Company. 

The second floor of the company’s 
building at 533 North Plankinton 
Avenue is being almost completely 
revamped to take care of the new 
stocks. New bins have been built 
for the fittings, a new set of bins 
has been procured for the valves, 
and it is intended to install addi- 
tional bins for the stocks of nipples. 

Mr. St. George’s office force has 
been materially increased because 
of the addition of the pipe, valve 
and fittings lines. Additional cler- 
ical help has been added to take 
care of invoice work, and so forth, 
and an experienced stock man has 
also been employed. In addition, 
Fred Zwaska, formerly with The 
Robert Rom Company, is now on 
the staff of Shadbolt and Boyd as 
a specialty salesman on the pipe, 
valve and fittings lines. In this 
work, he will cooperate with the 
other salesmen on the Shadbolt and 
Boyd force. 


Gartner and O’Brien Form 
Distributing “rganization 


@ A new distributing organization 

in the Chicago district, known 
as the Charles Products Company, 
with offices and warehouse at 155 
West Madison Street, has been es- 
tablished by Charles K. Gartner 





At a recent exposition known as “Newark-On-Parade” Seither and 
Ellis, Incorporated, Newark, New Jersey, featured the products and 
equipment of Johnson Bronze Company, Bond Foundry and Machinery 
Company, Alexander Brothers, Wright Manufacturing Company, Ohio 
Injector Company, Van Dorn Electric Company and Keasley and 
Mattison Company in its booth at the exposition. It was stated by the 
company that over one hundred prospects were the result of this exhibit. 
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Here is an easy check chart to help you in deciding on ~~ of industrial 
rubber goods most profitable for you to 





HEWITT YOUR PRESENT 
INDUSTRIAL RUBBER LINE 





HEWITT co-operation, through sales and 


CII: ¢ technical help, supported by a broad advertis- 

ing policy, is making every plant in your terri- 

r p tory a good prospect for the sale of a number 

\ ] A R kK | ‘ | of products in the HEWITT line. With a good 


profit tacked on to each. 





Because of HEWITT’S 76 years experience in 
( Ty the production of industrial rubber goods, the 
J Me line is completely developed without extra- 
neous items that mean money tied up in inven- 
T tory. The regular HEWITT line includes a 
| | N I complete list of hose, belting, packing and 
molded goods, with various structural features 
to surpass service requirements. 





The HEWITT organization is devoted to the 

C J G Q exclusive production of industrial rubber goods. 

Jt Controlled by a management that gives undi- 

i : : vided attention to making the best mechanical 

( ( ) Vi P \ N . rubber goods and manned by men who have 

4 a 4 A devoted their lifetimes in the interest of a 
quality product. 





' Among all your mill supply items, none is ex- 

\ L E » A N ) periencing more consistent and effective ad- 

: iets vertising support than is put behind HEWITT. 

\ | »\ }: R | | \ | N (,; Every industry is being told the impressive ad- 

wha vantages of HEWITT in dominating space. 

Tea ; Millions of impressions and each advertisement 
() L | ( , E S refers to the local distributor. 





P | rc) EF | HEWITT distributors showed an outstanding 

\ increase in sales the past year— well ahead of 
: the average of industry. Selling the HEWITT 
{ ) ) iC) R | | N\ | | | I ‘\ | line means a good spread, easier sales, greater 
net profits, and a steadily growing business. 

















We'll be glad to tell you more about the HEWITT profit franchise 


“THERE’S NO SUBSTITUTE FOR SKILL” 


. THE POLICY THAT GOVERNS OUR PRODUCTION / } ‘ 


[! 
10) JO-OPCTAMLOW 
j j 


E WITT CORPORATION 


fia BUFFALO . NEW YORE: 3. 
HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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CHARLES K. GARTNER 


and Charles J. O’Brien, two men 
well known in the business. 

The company is now stocking and 
distributing a number of nationally 
known lines, on which it is pre- 
pared to give quick and thorough 
service with an experienced organi- 
zation. It is not the intention of 
the company to merchandise a com- 
plete supply line, but rather to con- 
fine its sales activities to lines espe- 
cially fitted for its trade, and to 
solicit business only from a re- 
stricted list of customers. 

Among the manufacturers which 
the Charles Products Company is 
representing are: The Republic 
Rubber Company, Heller Brothers 





CHARLES J. O'BRIEN 


vompany, Greenfield Tap and Die 
sorporation, Holo-Krome Screw 
orporation, Clover Manufacturing 
‘company, Yost Manufacturing 
Jompany, Jacobs Manufacturing 
Jjompany and the Millers Falls 
company. 


~— i iln 


In addition to the industrial sup- 
ply business, Messrs. Gartner and 
O’Brien are operating a complete 
wholesale and retail athletic supply 
and tool store at the same address, 
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which is in the “Loop,” directly op- 
posite the LaSalle Hotel, and are 
marketing uniforms and_ sports 
equipment, as well as tools, to the 
industrial trade. 

Both “Charlies” have had exten- 
sive experience in the industrial 
supply field. Mr. Gartner was for 
some time vice-president and sales 
manager of the-H. Channon Com- 
pany, Chicago, and more recently 
has been sales manager of the mill 
supply department of Hibbard, 
Spencer, Bartlett and Company, 
also of Chicago. Mr. O’Brien has 
also been with both of these com- 
panies. 


Trumbull Manufacturing 
Holds Welding Clinic 


@R. J. Waid of The Trumbull 

Manufacturing Company, War- 
ren, Ohio, in conjunction with John 
Moriarty of the Linde Air Products 
Company, held a welding clinic on 
April 11, with an attendance of 
approximately 350. The clinic com- 
prised welding and cutting demon- 
strations, moving pictures, discus- 
sions on Purox welding and cutting 
equipment. The clinic served as a 
welding meeting of the Trumbull 
County Foreman Club. 


Central Engineering Supply 
Holds Exposition 


@® Central Engineering Supply 

Company, Incorporated, Passaic, 
New Jersey, held an exposition in 
Passaic for one week starting April 
22. It was approximated that 
10,000 were in attendance. 

The company has also added to 
its line Lubricate, a _ lubricant 
manufactured by Fiske Brothers 
Refinery. 

C. Gorman has been added to the 
sales staff of the company. 


Pittsburgh Gage Distributes 
New Catalog 


@ Pittsburgh Gage and Supply 

Company, Pittsburgh, Pennsyl- 
vania, is distributing a new 646- 
page catalog on industrial supplies 
known as the “Blue Book of Sup- 
plies Number 14.” The cover is 
blue stamped in gold. 


The catalog contains inserts in 
color on Spank welded steel pipe, 
Jenkins valves, Palmetto packings, 
Fafnir transmission equipment, 
Standard high speed drills and 
Wright high speed hoists. The 
book is completely illustrated and 
contains descriptive matter of each 
item, specifications and price-lists. 
The book was compiled by R. R. 
Donnelley and Sons Company. 


Ross-Willoughby Holds 


*““Tdea Contest”’ 


® An “Idea Contest” is being held 

by the Ross-Willoughby Com- 
pany, Columbus, Ohio, among its 
employees, which, it is hoped, will 
bring forth real constructive com- 
ments from the staff of the com- 
pany. 

A questionnaire containing nine 
questions has been drawn up, cover- 





W. C. HUNTER 


ing the various phases of supply 
house operation. The questions 
cover sales management, salesmen, 
telephone sales, mail sales, counter 
sales, purchasing and storing, fill- 
ing of orders, delivery and receiv- 
ing and accounting. This question- 
naire is to be used as a guide and 
the employee is to make a selection 
of one subject and give his idea on 
that particular subject. Other con- 
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Belt Lacing Equipment 


The World’s 
STANDARD 


for 





Twenty Five 
Years 


Clipper Belt Lacer 


GRAND .RAPIDS MICHIGAN 


Lacag 




















structive ideas may also be sub- 
mitted. 

Prizes are to be given as follows: 
One extra week’s vacation as first 
prize; $15.00 in cash second prize 
| and $10.00 in cash third prize. The 
judges will be W. C. Hunter, presi- 
dent and general manager, and 
R. W. Martin. 

The contest closes April 30 and 
prize winners will be announced 
and awards made by May 31 

This contest ties in very effec- 
tively with the Modern Industrial 
Supply Clinic being published in 
this issue. 

The results of the contest will 
be published in an early issue of 
MILL SUPPLIES. 
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Fairmount Plant—Cincinnati 
Bronze Products 


New Industrial Supply House 
Opened in Worcester 


Seeing Is Believing 


@ H. S. Ramsdell and E. L. Park, 
formerly with Duncan and 


A trip through the Lunken- Many of our distributors and Goodell Company for 40 years, have 
»j > a d ‘ ies i >j sale: om. oa > s . ° 
heimer pl ants and laboratories is their salesmen also numerou opened an industrial supply house 
an experience long to be remem- valve users, have visited our fac- ‘ . 
: a p in Worcester, Massachusetts, under 
bered. It gives the visitor a new tories and observed for themselves. é . 
P : the name of Ramsdell Industrial 
conception of what constitutes real Others have not had the oppor- i : 
. agate ; : Supply Company. 
valve quality—and a realization of tunity—we wish all could come 7; 7 
the painstaking care, exactness, and see how we strive unceasingly Associated with Messrs. Rams- 
P MD « ee ne vn 
and the research and development to make every Lunkenheimer dell and Park are C. R. Robertson, 
work that go into the attainment Product reflect the high V. C. Davis, M. S. White and H. F. 
of Lunkenheimer quality. ideals of the organization that Ramsdell, all of whom have been 
Visitors are amazed when they builds it. associated with Duncan and Goodell 
see the thorough attention given That we succeed in this en- for a number of years. 
to manufacturing details and deavor is attested by the legion of The company will distribute 
testing procedure. They realize customers who continue to pur- many nationally known lines, in- 
that no expense is spared—no chase and use our products, 
care is omitted—to make Lunken- and the loyal sales cooperation 
heimer Products outstanding in of our entire distributor 
craftsmanship and quality. organization. 
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Carthage Plant—Cineinnati 
Iron and Steel Products 








C. E. Hanssen, president of 
Louis Hanssen’s Sons, Daven- 
port, Iowa. This company was 
founded by Louis Hanssen, 
father of C. E. and B. C. 
Hanssen, ’way back in 1851, 
and these two gentlemen and 


SELL ¢ QUALITY - SELL Marianas ee ae See 


has made the business a suc- 
cess all through the years. 
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OUTSTANDING 
PERFORMANCE 


Condoz 


WITH NEW HOMO-AOMOR) Aa =e AOR” 
BELT 


FLEX CONSTRUCTION 


USED ON 


For economical handling and conveying of materials, 
Condor Conveyor Belts with the new Homo-Flex 


T. V. A. PROJECT 


ADVANTAGES OF 
HOMO-FLEX CONSTRUCTION 


PRODUCTS 


Conveyor Belt 
Transmission Belt 
Air Hose 
Water Hose 
Fire Hose 
Steam Hose 
Suction Hose 
Hydraulic Hose 
Sand Blast Hose 
Contractors Hose 
Molded Goods 
Chute Lining 
Launder Lining 
Industrial Brake 
Blocks and Lining 


Construction have run up enviable tonnage records. 
On the T. V. A. project, Condor Conveyor Belts are 
used. Jobbers can safely recommend Condor Con- 
veyor Belts for long or short hauls, high or low lifts, 
heavy, light, dry or wet material, in hot or cold 
state. Our new Homo-Flex construction is a homo- 
geneous rubber and fabric structure new to con- 
veyor belts and eliminates the tendency for belts to 
puncture, separate in the cover or plies, stretch or 
fail because of small pulleys. Troughs naturally. 


For Franchise Details Write: 


1, Extreme Flexibility— troughs naturally, 
even in thick ply and long narrow belts. 


2. Reduces stretch to a new minimum. 

3. inseparable wear-resisting covers. 

4. Resists puncture to a high degree. 
- May be used on small pulleys. 


. Gives longer belt life due to complete 
bonding of every member in the belt 
into a homogeneous structure, resisting 
moisture absorption. 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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EQUAL SIZE GEARS OPER 
ATE AT SAME SPEED 





ONLY two 
PUMPING GEARS 


Illustration above shows better than 
words can describe the extreme sim- 
plicity of operation and construction 
in the Roper Pump. Only two mov- 
ing parts —perfectly cut pumping 
gears—produce maximum mechani- 
cal and volumetric efficiency 


























SIMPLEST 


ROTARY PUMP DESIGN 
ON THE MARKET 


Roper Rotary Pumps embody all of 
the necessary characteristics of a 
good rotary pump. 

DESIGN—Simple and compact . . . correct 


hydraulic principles . . . rugged construction 
. high grade material and workmanship. 


INSTALLATION—Easy to install . . 
to service . means low labor cost 


OPERATION—OQuiet . . . long life . 
lubricating . low upkeep cost. 


DISTRIBUTORS 


We have a few territories open. 
are interested in handling a_ high-grade, 
complete line of pumps for all purposes, 
write today for the Koper selling plan, 
MSR-1. 





FOR HAND TRANSFER 


(Write for Bulletin MSK-2) 


. e@asy 


. self- 





If you 





FOR HYDRAULIC POWER 


(Write for Bulletin MSR-5) 














FOR GAS and OIL 


(Write for Bulletin MSK-7) 


FOR GENERAL USE 
(Write for Bulletin MSR-3) 


FOR MACHINE TOOLS 
(Write for Bulletin MSR-4) 


GEO. D. ROPER CORP., Rockford, Ill. 





| 
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“Jack” Trimble, who, in addi- 
tion to being industrial supplies 
salesman for Hajoca Corpora- 
tion, Bethlehem, Pennsylvania, 
is one of the well-known ref- 
erees of many of the big foot- 
ball games in the East. One 
of the games he will referee 
this coming fall is the Army- 
Notre Dame Game in the East, 
and if any of our readers are 
fortunate in witnessing this 
game, look for the figure in 
white on the football field. 
That will be “Jack,” the ver- 
satile salesman. 


cluding Allen Manufacturing Com- 
pany, Athol Machine and Foundry 
Company, Brown and_ Sharpe 
Manufacturing Company, Cleveland 
Twist Drill Company, Jacobs Manu- 


facturing Company, Minnesota 
Mining and Manufacturing Com- 
pany, Nicholson File Company, 


Norton Company, Osborne Manu- 
facturing Company, Reed and 
Prince Manufacturing Company, 
Skinner Chuck Company, Spartan 
Saw Works, Stanley Electric Tool 
Company, L. S. Starrett Company, 
J. H. Williams Company and Win- 
ter Brothers Company. 

Complete stocks will be carried 
on all lines and service will be the 
keynote of the organization. 


Lewis Supply Announces 
Personnel Changes 


® Lewis Supply Company, Mem- 

phis, Tennessee, has announced 
that a number of changes have 
been made in the personnel of the 
company, as follows: 

Nick Bolin has been promoted 
from desk salesman to outside city 
salesman for Memphis, and John 
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HEADS 
are full, well formed 


and exact to size. Con- 
trolled grain flow elim- 


inmates any weakness y 
@ Bolts and nuts in ail standard and special y S H y, ] N K S 
shapes, sizes, alloys and finishes. Standard and under the head. , ; 
special rivets of all kinds. Wire rope clips. are full size, straight, 


Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for every 
use. Your specialties are our specialty. They are made to stand 


true and well finished. 


power wrenching. 


THREADS 


Advertising and good salesmanship are accurately rolled 
or cut, full, sharp and 
will sell any kind of bolt—once. But it’s the clean. They start easily 


and save assembly time. 


stamina and mechanical perfection that are built 

into bolts by their maker that keeps on selling 

them year after year. e This is the kind of bolts that you want to 
sell—bolts that have acquired a reputation for dependability in every 
industry—bolts that bear a name 

that mows down sales re- . y esis ; en ee 
sistance and are easy to lep UU bI IC Steel 
CORPORATION 


GE 


sell—Upson bolts. 
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When the Boss listens fo the Plant Engineer 





INDIVIDUAL MOTOR DRIVE 


COST OF 


COST OF 
4 


4 
7Y¥2H.R COSTOF SWITCHES 
MOTORS 4 CONTROLS 
7¥2H.P. WIRING ETC. 
ORIVES a 
INC, LABOR 








£492. +] 70. £494. 


INVESTMENT COST 
PER MACHINE $289 29 


MODER N GROUP DRIVE 


J, 


1 a 


COST OF 
LINE SHAFT 
STRINGERS 
HANGERS 
PULLEYS 

SL OF BELTS-INC. COST OF 


CONTROLLER 
20 —— LABOR WIRING ETC. 


= 
$215. $230. $219. 


INVESTMENT COST 
PER MACHINE $ 166 29 
































The quickest and most economical way to re- 
duce power costs is to rearrange and modernize 
your present equipment. Minimum power cost is 
never attained until the right way to get the 
power to the work is used throughout the plant. 
The economics of the problem involve investment 
costs, carrying charges, maintenance and operat- 
ing costs, loss of production and power waste. 
For a practical analysis based on case studies 
read our Red Book, sent free on request. 








AT sweeter music to the executive ear than 
this: “Chief, here is another source of profit. We 
have been wasting half of what we spend for power. 
We can stop that waste. Every dollar we save is a 
net profit dollar.” This is an average, not exceptional, 
plant situation. Your engineers are striving to reduce 
power costs. Give them a hearing with an open mind 
and full executive cooperation. 


@ For innumerable machine operations the right 
way to get the power to the work is Modern Group 
Drive (one large motor for a group of related ma- 
chines). For those machines that can’t be grouped, 
the right way is Unit Drive (individual smaller 
motors costing many times more per h. p.). Where 
you have related machines which should be grouped 
into manufacturing units, properly planned Modern 
Group Drive will save you real money. 


@ Modern Group Drive requires less investment 
cost and carrying charges; it reduces operating and 
maintenance costs; it minimizes power waste; in short, 


it converts wasted power dollars into net profit. Our — 


Red Book, free on request, tells why. Write for it today. 


POWER TRANSMISSION COUNCIL 


(SPONSORED BY MECHANICAL POWER ENGINEERING ASSOCIATES) 


An association of producers and distribu- 
tors of power, power units and mechanical 
ae for the transmission of power 


This advertisement also appears in 
Business Week and 5 other publications 
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West has been transferred from 
the office in Helena to Memphis to 
replace Mr. Bolin as desk salesman 
in the city department. 

Arthur Martin, formerly with 
Halloran Tractor Company of Mem- 
phis, is now assistant secretary in 
charge of the Memphis office ac- 
counting and credit department, 
with E. E. Clifford, formerly with 
Clarence Saunders Grocery Com- 
pany, as Mr. Martin’s assistant. 

Robert Richardson is now in 
charge of the shipping department 
with William McDonald as assis- 
tant. 

The company also announces that 
it has taken on the exclusive dis- 
tribution of all Imperial Brass 
valves and fittings, copper pipe, and 
so forth manufactured by Imperial 
Brass Company, Chicago, for com- 
mercial refrigeration and air con- 
ditioning equipment. 

The company has also taken on 
the Detroit Lubricator line of 
thermostat control valves and spe- 
cialties for this class of work; the 
Duff jacks of Dayton, Ohio, and 
the Barber Colman line of Barcol 
electric fans. 

Additional lines handled by the 
company are the Stanley Electric 
Tool Company’s line of tools; Wood 
Shovel Company’s line of shovels, 
specializing on their new close back 
shovel; the Tnemec line of paint, 
and the Delta line of woodworking 
machinery manufactured by the 
Delta Manufacturing Company, 
Milwaukee, Wis. 

T. W. Lewis, president of the 
company, reports that the new lines 
have been added in order to meet 
the demand and to be prepared to 
take care of active business, as he 
feels that the Memphis territory 
will be very active this year. 


Kruger Joins Warren Belting 
as Sales Representative 


@ EF. C. Kruger, who has been with 

Burhans and Black, Incorpor- 
ated, Syracuse, New York, for the 
past 34 years, resigned April 15, 
and has joined the Warren Belting 
Company, Worcester, Massachu- 
setts, as sales representative in 
New York State. 

Mr. Kruger was general purchas- 
ing agent for Burhans and Black 
for the past 14 years, and also man- 
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150,000 Messages from 
FAIRBANKS to Industry 
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Fairbanks spares no effort to help 
distributors increase their sales and 
profits on Fairbanks Valves. 


Fairbanks Advertising 


appears monthly in trade journals covering 
fields where valves are used—150,000 mes- 
sages monthly to your customers and pros- 
pects. Thus we are constantly acquainting 
industry with Fairbanks quality. 


Fairbanks Salesmen 


are constantly calling on industry as well 
ason you. These men will be only too glad 
to cooperate with distributors if given the 
opportunity. 





Fairbanks Catalog 


shows valves for every service between 125 
Ibs. and 350 Ibs. steam working pressure. 
This catalog and bulletins are generously 


x > ene é 
‘Heatin a supplied to distributors, as well as through- 


out industry, thereby helping to break down 
sales resistance for you. 


ai/\it Conditioning 


If you are not a distributor for Fairbanks 
Valves you are missing an opportunity. 
They are backed by a rigid ‘Through the 
Distributor" policy, plus over 50 years of 
manufacturing experience. 


Write for Catalog and our special prop- 
osition to distributors. 


THE FAIRBANKS COMPANY 


Manufacturers of Valves, Trucks and Wheelbarrows 


19 East 4th St., New York, N. Y. 


Boston, Pittsburgh — Distributors in Principal Cities 


AIRBANKS 


VALVES 
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GREETINGS! 


B. W. H. extends its cordial greetings to 
all attending the Triple Convention at 
Pinehurst, N. C. 


The B. W. H. policy of rigidly standard- 
ized quality, backed by national publicity 
consistently maintained from year to year, 
is reflected in the splendid family of 
distributors handling B. W. H. Mechan- 
ical Rubber Goods. 


The iron-clad B. W. H. policy of always 
dealing thru the jobber and keeping him 
thoroughly competitive has proved itself 
over a long period of years to represent 
the maximum of protection and coop- 
eration. 


B. W. H. sincerely hopes that the Conven- 
tion sessions will be productive of new 
and lasting benefits for all distributors and 
that the recreational hours will develo 

the spirit of cooperation and good fellow- 
ship so vital to all business relationships. 

















BOSTON WOVEN HOSE é 
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500 to 600% 
INCREASE.... 
ATKINS 
Set HACKSAWS 


STEEL 


Allen, Mitchell & Co.., 
Washington, D. C., 








eS a 





By Using 





Machinists and Engineers, 
say in the above letter—“The 








Sell life of a blade in one of our high speed hacksaws 
shen has been increased 500 to 600% by the use of 
for SILVER STEEL Saws”! 

‘ wofit Hacksaw users everywhere are getting more out of 
F their hacksaw dollar by the use of “Blue End” 


Blades. 


E. C. ATKINS AND COMPANY 


INDIANA 


INDIANAPOLIS, 


BRANCHES: *):* 








| 
| 
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ager of its mill supply department. 
In addition, he was elected a direc- 
tor as well as secretary and assis- 
tant treasurer of the company, 
which office Mr. Kruger held until 
his resignation. 

Mr. Kruger has also had a num- 
ber of years’ experience in selling 
the Warren line of belting and 
leather specialties while connected 
with Burhans and Black. 


Williamson Appoints Keadle 
Sales Manager 


@ M. P. Keadle has been appointed 

sales manager of the William- 
son Supply Company, Williamson, 
West Virginia. Mr. Keadle, who 





M. P. KEADLE 


has been with the company for two 
years, was formerly county road 


engineer for Mingo County, West 
Virginia. 
Mr. McDaniels, formerly with 


Gee Electric Company, Wheeling, 
West Virginia, has been made man- 
ager of the electrical department of 
the company, replacing A. C. 
Heuser, who died last December. 


Kinsey to Sell Goodrich 
Mechanical Rubber Line 


® The E. A. Kinsey Company, Cin- 

cinnati, Ohio, has recently taken 
on the Goodrich line of mechanical 
“4 goods manufactured by the 


F. Goodrich Company, Akron, 
te 
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Former Design: 
cross-section show- 
ing unsupported 
outside plate. 


. Hy j ~ 
i A \ i ing or lubrication and are not affected by dirt or moisture. 
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STLENCE 


Noise destroys efficiency. Noise elimination is moving upon us rapidly; in 

some cases through legislation, in some cases through individual initiative. 

Duro-Brace Texsteel Drives anticipate the future and step beyond the 

immediate present to meet it .. . they are silent as burning candles. 

@ They are not silent by chance. They have been made silent with a purpose; 

for medical science has firmly established the fact that clashing, grinding or 

screeching noises cause distraction and that steady humming or whirring nae 

noises dull the senses and cause drowsiness. Both distraction and drowsi- New Duro- Brace 
ness result in inefficiency. © That is why modernization groups and effi- pti Chr 
ciency experts are acting more and more to eliminate noise. Duro-Brace side plate braced 
Texsteel Drives invite the closest examination by all such groups and experts. ~ br tenacan brn 
© Duro-Brace Texsteel Drives are silent, 98.9% efficient, strong, 

vibrationless, slipless, shock-absorbing, require no belt dress- 


@ Write us for Bulletin 2188 which sets forth the advantages 
that Duro-Brace Texsteel Drives offer you in all matters of 
power transmission, whether they be simple or complex. 


TEXROPE 


ALLIS-CHALMERS MANUFACTURING 


MAY 1935 


ORIGINATED BY ALLIS-CHALMERS 





COMPANY - MILWAUKEE, WISCONSIN 


DRIVES 
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The new 680-page catalog of Pittsburgh Gage & Supply Co. carries their 
1935 goods to the buyers of industrial supplies and equipment. 


Isn't Your Old Catalog Ready 


For Replacement? 


Now. when expanding industry is buying supplies, it will pay you 
to focus attention on your latest goods, your agencies. and the com- 
plete service you offer. 


A new Donnelley catalog will do this for you: 
|. Bring in more profitable orders between salesmen’s calls. 
2. Spot light every profitable item you wish to sell. 


3. Convince buyers you are well equipped to serve them. 


We will gladly give you complete information about new catalogs 
designed to fit your needs. No obligation. Write. . 


R. R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET, CHICAGO 











The hard-fighting force of 
C. L. Grandsden and Company, 
Detroit, sans three. Front 
row, left to right: Thomas 
Mackey, order clerk; Edyth 
Holinstat, bookkeeper; H. H. 
Holinstat, secretary-treasurer. 
Back row, left to right: Roy 
Miller, driver; Raleigh Mc- 
Annelly, driver; William Ar- 
chambeau, shipping; C. L. 
Grandsden, president; Forest 
B. Wright, salesman; M. Lang- 
ley, purchasing; I. Henry, 
belting department. Missing 
from the picture are Don L. 
Robinson, who sells outside 
the city of Detroit; James 
Shur, active in Detroit sales, 
and C. L. Eppler, belting sales 
engineer. 


Hajoca Corporation Will 
Hold Industrial Exhibit 


@ An industrial exhibit will be held 

on May 21, 22 and 23 by Hajoca 
Corporation at the Reading Coun- 
try Club, Reading, Pennsyivania, 
which will tie in with its branches 
at Lewistown, Hazleton, Wilkes- 
Barre, Bethlehem, Allentown and 
Lansdale. 


Goodwin Added to East 
Akron Hardware Staff 


@® James Goodwin, formerly of W. 
Bingham Company, has joined 


the sales staff of the East Akron — 


Hardware Company, Akron, Ohio. 


New Mill Supply Distributor 
in Philadelphia 


@ H. L. Kent, Incorporated, 2207 
Chestnut Street, Philadelphia, a 
construction equipment type of sup- 
ply house, is now handling indus- 
trial supplies, stocking such items 
as portable electric tools, hoists, me- 
chanical rubber goods, twist drills, 
caps, dies and cutters, files, hack- 
saw blades, wrenches and pumps. 
The company has taken on the 
lines of Jaeger Machine Company 
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They used to tear down drives—even remodel walls to get the 








low stretch and high flex life of Goodyear Compass Corb 











Tes 


BUT NOW YOU CAN 


MAKE THEM ENDLESS 





RIGHT ON THE JOB! 


fees best proof of the savings and 

spectacular performance which 
Goodyear COMPASS CORD belts 
have been delivering is the trouble a 
wise man would take to install them. 


Experience showed that—once in- 
stalled—they outlasted other belts 
by as much as ten to one. 


So, when necessary, plants tore 
down drives and tore out walls to 
put this money-saving belt on the 


job. 
But the G. T. M. (Goodyear Tech- 





The Goodyear patented splice — notice 

how cords are dovetailed when ends are 

put together. No chance of splice failure 
here 


nical Man) wasn’t satisfied to let it 
go at that. There must be some way 
— he figured —to settie this difficulty 
—some way to install the belt so it 
wouldn't have to be tailor-made for 
every drive. 


Simple, when you know how 


So he put the problem up to head- 
quarters, and now we announce the 


answer —a patented vul- 
canized splice — with com- 
plete instructions and 
equipment for making 
these belts endless on the job. 


How this is done — how cords can 
be dovetailed together—is shown 
by the diagrams pictured here. 
And the result— installed on the 
drive—is still an endless belt, with 
all the advantages of long life, 
freedom from ply separation and 
low stretch which make the Good- 
year COMPASS CORD belt the first 
major improvement in belt de- 
sign in fifty years. 

How Compass stands up 
The case histories of this splice- 
less, plyless, long-lived belt in- 
clude many such records as this: 
“53 months unfaltering, trouble- 
free service ona pulp mill beater 


drive — ten times the service of 


previous belts.” 

“33 months on an oil field pump 
drive—six times longer than pre- 
vious belt.” 
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A problem for the G. T. M. 


—how could an endless belt be installed here? 


Big Chance for Distributors 


This latest Goodyear development 
opens a tremendous new market for 
COMPASS Cord Endless Belts—on 
countless drives where installation 
was heretofore impossible. The 
vuleanizer can be purchased by 
Goodyear distributors who will be 
licensed by Goodyear to make the 
patented splice. For further infor- 
mation, write today to Goodyear, 
Akron, Ohio, or Los Angeles, Calif. 





This special vulcaniser has been developed, available 
through Goodyear, through Goodyear distributors, or 
it can be purchased by customers for their own use 
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You sell more when you sell 


DESMOND-STEPHAN 


RECOGNIZED QUALITY 


VI VlP hf’ 


\ @ Thousands of worn- 
out vises in use today > 
} should be replaced... 


This means profitable 
business for those 


who sell . 


SIMPLEX 


STEEL SLIDE VISES 





Stationary Base 


Estimates indicate that there are more 
worn-out vises in use today than any 
other type of industrial equipment. 


This means good business for sales- 
men who point out to customers how 
lost time and accidents make worn 
vises a liability and an expense—and 
who offer the self-evident advantages 
of stronger, more serviceable 


SIMPLEX Vises 








Swivel Base 


PAP VlI LP VhP Lo 


MFP OL VL the, 


( @ Buyers definitely pre- } 
fer a line they know 
they can depend on... \ 





DESMOND 


DRESSERS &,CUTTERS — 
have proven their worth 
over a quarter of 
a century 


Hundreds of industrial plants through- 
out the country have learned the su- 
periority of Desmond dressers and 
cutters in maintaining low grinding 
costs and keeping wheels fast cutting 
and true. Over 25 years of service 
have proved them. 


That is why so many distributors have 
picked the Desmond line to sell. 
Desmond dressers and cutters are 
easier and more profitable to sell be- 
cause of their universal reputation. 


A A 
»* ' alg 
= = 
On 
Se Dee x 
No. 0 Desmond Cutters 








SIMPLEX Vises are 
made with the solid steel 
slide. This is an exclu- 
sive SIMPLEX feature, 
and it makes these vises 
stronger and easier to 
use. Your customers 
will readily see its ad- 
vantages 


Push SIMPLEX Vises 
now for satisfactory sales 
and profits 


THE DESMOND-STEPHAN Mc. co. 





YOU WILL WANT 
THESE IMPORTANT 
SALES HELPS... 


@ Desmond Dresser 
and Simplex Vise 
Catalogs. 

@ Catalog Sheets for 
Distributors’ Salesmen. 
@ Up-to-date _ price 
lists 








Desmond manufactures 
the only complete line 
of wheel truing tools on 
the market and ts the 
headquarters for this 
type of equipment. 
Every Desmond dresser 
and cutter is guaranteed. 


It will pay you to stock 
Desmond dressers and 
cutters. 


URBANA, OHIO 


WE SELL THROUGH DISTRIBUTORS 
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Ingersoll-Rand 
wood Engineering Company, Amer- 
ican Hoist and Derrick Company, 
Yale and 


Company, Lake. 


Towne 
Company, John A. 
Company and 
Wyoming Company. 
The officers of the company are 
H. L. Kent, president; W. P. Swift, 
vice-president and sales manager; 


Manufacturing 
Roebling’s Sons 
Ames-Baldwin- 


E. E. King, secretary, and E. J. 
Wilson, treasurer and purchasing 
agent. 


And Now It’s “Judge” 
Smith, Thank You 


@® Those of you who attend the 

Triple Mill Supply Convention 
in Pinehurst this month had better 
get out your best bib and tucker 
and brush up on your court man- 
ners when you approach genial 
Alvin Smith, for he seems to have 
acquired a new title. 

At least, the Tampa (Florida) 
Morning Tribune of March 30, in 
an article on the appearance of the 
Burlington Zephyr Twin in that 
city, and a luncheon held to observe 
the occasion, makes the following 
statement: 

“Judge Alvin M. Smith, president 
of the Chamber of Commerce of 
Richmond, Virginia, who is accom- 
panying the party on its Floridy 
tour said that the Zephyr was just 
what the public wanted in rail 
transportation.” 

Which disposes Glen B. Jennings, 
manager of the Tampa Division otf 





An important adjunct to the 
business of the Pacific States 
Rubber Company of Portland, 
Oregon, is the leather belt 
manufacturing and repair de- 
partment. This is operated 
by W. E. Phelps with the as- 
sistance of his son, Donald 
E. Phelps. They are equipped 
to do anything in the line of 
belt work, including portable 
vulcanizing plant for splicing 
heavy conveyor belts in the 
field. Both W. E. and Donald 
E. are seen in this picture. 
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PARKER-KALON 


A MONTHLY 
FEATURE 


MAY, 1935 





PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 





“THAT OLD REFRAIN’ —BY THE P. A. 





It’s a tune most P. A.’s sing lustily, 
on the slightest pretext. But when they 
warble it at Jack Flanagan of Albany 
Steel and Brass Co., Chicago, after he 
has quoted on P-K Self-tapping Screws, 
he drowns it out in a hurry. 


“it's Simple Mathematics —"’ 
—says Jack to the P. A. “You are buy- 
ing machine screws for this die-cast 
assembly job at $.92 per thousand. 
You would pay $2.24 per thousand 
for the Self-tapping Screws. But even 


so you would save money.” 


“Let’s figure it out. Machine screws 


cost you $.92 per thousand. To that 
you must add the cost of tapping holes 
—usually around $.75 a thousand 
holes. Also you add the cost of taps, 
and on this job it would be at least 
$.30 on a thousand holes. Those items 
total $1.97, and that is only part of the 
true cost of using machine screws.” 


“To that $1.97 we must add several 
other 
the reclaiming or scrapping of all of 


important items of expense: 
those die-cast bases that you’ve been re- 
jecting because of mistapped threads; 
the investment in and maintenance of 
tapping equipment. Also consider how 
tapping slows-up production.” 


“The Point is —" 
“vou haven’t half setttled the bill 
for machine screws when you pay $.92 
per thousand. You have to keep on 
paying. Remember, 20,000 concerns 
use Self-tapping Screws instead of 
devices that are cheaper to buy.” 





VOTE=—YES OR NO 


You have had this ROUND TABLE for 
What do you think of 
it? Is it worth reading ... and do you? 
Shall we continue it or kill it? Below 
is a ballot. Take a minute to send it 


in. Please! ! ! 


three months. 


We try to make this page worth a few 
minutes a month to men who sell 


Parker-Kalon Products. If you see a 


SoORTSSSSR EN ESSSeSeRSESSeReSSENS BREE soccwressececosscessccennsscoss 
PARKER-KALON CORP., 192 Varick Street, New York, N. Y. 
Do you find the ROUND TABLE worth reading and want it continued? 


We'd appreciate it if you'd fill in below, but glad to have the vote without. 


Name 


7 Co Yes 


Address 


way to improve it we would welcome 
your suggestions. 





L]NO 


Distributor 
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YOU CAN’T TELL 
"TIL YOU CRACK IT 


Often it is as difficult to tell what 
a plant may require in its operations 
as it is to tell what is inside of a nut. 
For instance, suppose your territory in- 
cluded a big dairy and ice cream con- 
cern, a large cracker baking plant, 
a manufacturer of peanut butter, a 
branch plant of a major oil company, 
a maker of carpets. Would you try 
to sell them Self-tapping Screws? 

Maybe yes and maybe no. Concerns of 
that type don’t look like very good 
prospects. BUT, believe it or not, every 
business listed has come through with 


sizeable orders. For example: 


$800 order from a carpet maker 
That was the surprise one supply house 
got. The Self-tapping Screws were pur- 
chased for fabricating carpet looms. 
1,500,000 Screws for Oil Cos. 
When oil had to 
*Tetraethyl lead” signs to Ethyl pumps, 


P-K distributors got orders totaling 
1,500,000 Self-tapping Screws. 


companies fasten 









% ec. tk 
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Ath 


No matter what a plant may make, 
that Parker-Kalon 
Screws or Nails could be used to ad- 


the chances are 


vantage in maintenance and _ special 
work, If there is any 
concern that you haven’t solicited for 


construction 


Selftapping Screw business, it might 
pay to do so, next time you call. 





PARKER-KALON 


MAY 1935 


SELLS ONLY THROUGH 


RECOGNIZED SUPPLY 


HOUSES! 
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DISTRIBUTOR 
COOPERATION 





Lo — 4 x” My 
Sve ys ana stan ano we WiLL MOVE THE EAary 
APPLETON-ATLAS 
CAR MOVER 
2947 No. 30th St., MILWAUKEE, WIS. 


--- that helps 


make SALES 


Our business has depended upon our dis- 
tributor organization since its inception 
more than 30 years ago. That our policy 
has been sound is clearly demonstrated by 


our steady srowth and by the universal 


acceptance of ATLAS Car Movers. 


It is our aim to continue this policy of 
wholehearted distributor cooperation. We 
will continue to build the best Car Mover 
of which we are capable, to merchandise it 
through the distributor at strictly maintained 
wholesale prices, to keep up the suggested 
resale schedule, to assist you in selling by 
creating a desire in the minds of your 
prospects for ATLAS Car Movers and by 


standing squarely back of every one we 


ship. 


TO SELL. 


CORPORATION 








THE ATLAS IS THE 
LOGICAL CAR 
MOVER FOR YOU 
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At a recent purchasing agents’ 
annual event in Philadelphia, 
William Hoffman, purchasing 
agent for Maddock and Com- 
pany, took in the money for 
tickets. Al Becker of Standard- 
Shannon Supply Company is 
guarding.him on the right and 
Lloyd Carneau is on the left. 
Charles S. Trott, sales manager 
of Parker-Kalon Corporation, 
New York, and “Jack” Mathe, 
sales engineer of Parker-Kalon, 
are both suggesting that Bill 
hand over the money. 


The Cameron and Barkley Com- 
pany, to comment: 

“If this is our Alvin Smith, | 
ask you what are we mill supply 
men coming to?” 

So now Alvin carries five titles— 
“President” of the Smith-Courtney 
Company; “Secretary” of the 
Southern Supply and Machinery 
Distributors’ Association; ‘Chair- 
man” of the Joint Merchandising 
Committee; “President” of the 
Richmond Chamber of Commerce, 
and now “Judge” of something or 
other. In odd moments, too, he 
serves on the code authority. 


Crerar Adams Takes on 
New Lines 


@ Crerar Adams and Company, 

Chicago, has taken on the line of 
Rustoleum Corporation on rust pre- 
ventatives and Buffalo Fire Extin- 
guisher Company’s line of fire ex- 
tinguishers. 


Amos J. Yaeger Dies 


® Amos J. Yaeger, who was branch 

manager of the 92nd Street store 
of the Great Lakes Supply Corpora- 
tion, Chicago, for 16 years, died in 
March following an appendix opera- 
tion, at 30 years of age. 

Mr. Yaeger, who was familiarly 
known as “Amos” among all ma- 
rine men, was well known by navy 
captains and engineers of lake 


MILL SUPPLIES 











’ 


= — 














OU can’t laugh off the test of time. No matter how well a product 
is advertised, priced or sold, it has to be made right to succeed 


in the long hard pull of years. It’s performance that counts. 


Through more than 50 years of manufacturing for industry, com- 
plete confidence has been built around the Thermoid name. Certainly 
that could only have been won and held by merit consistently built 


into Thermoid Products. Thermoid Rubber Company, Trenton, N. J. 
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Mill Supply Houses 
will find that the ex- 
tra Margin oa Safety 
built in Ford Hoists 


is a good sales story 













TRIBLOCS ano TRO 


FORD 
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HE wide margin of safety built into Ford Triblocs and 

Trolleys means that these good hoists have a plus factor 
of quality in their design, their construction and their 
performance. 


This is a convincing sales story upon which Mill Supply 
Houses and Mill Supply Salesmen can capitalize to their 
mutual interest and profit! 


Ford Triblocs and Trolleys have a little more built into them 
than is to be found in any other line of hoists. Their design 
is correct. The materials employed are the best. Their de- 
pendable performance cannot be questioned. The range of 
capacities is such that every market is a potential. 


And finally, the price of Ford Triblocs and Trolleys, consid- 
ering their quality standards, is lower than any other line. 


Could you ask for a better sales proposition? The unit of sale 
is ample, the sales potentials in every market are high, the 
turnover is rapid and the profit is good. 





Dig out your sales data on Ford Triblocs and Trolleys now 
—today—and refresh your mind on the many selling points. 


FORD CHAIN BLOCK COMPANY 


Philadelphia, Pennsylvania 


& we An Associate Company of the American Chain Company, Inc. 





ition | 
IN BUSINESS FOR YOUR SAFETY | 
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boats making the South Chicago 
port, and his recommendations of 
supplies pertaining to this class of 
work could always be depended 
upon. 


Hinds and Coon Adds 


Salesman 


@ Hinds and Coon Company, Bos- 
ton, Massachusetts, has added 
Charles A. Brown to its sales staff. 


New Addition for 
Stangel Hardware 


@ Additions are being made to the 

building of J. J. Stangel Hard- 
ware Company, Manitowoc, Wis- 
consin, for its automotive depart- 
ment recently formed. When the 
addition is completed, the building 
will be one block deep and wide, 
half of it two stories high and the 
other half three stories. 

The company has also taken on 
the line of Firestone tires in seven 
counties adjacent to Manitowoc. 

The seventh annual clinic and 
dealers-get-together will be held in 
May and the company reports that 
it is expected that approximately 
90 factory men will be in at- 
tendance at its booth at the clinic. 





H. Thomas Brazier, one of two 
new salesmen Barrett-Christie 
Company, Chicago, recently 
added to its steam specialty 
department. Mr. Brazier had 
formerly been in the engineer- 
ing department of the Uni- 
versity of Chicago, doing heat 
control work, so he is well 
equipped by practical experi- 
ence to do a real sales job 
for Barrett-Christie on steam 
specialties. 
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THE STRENGTH 
OF YOUR ROPE 


=_ 


FULL PAGE 
ADVERTISEMENT 


is reaching over 
100,000 readers 
in this list of publications 


West Coast Lumberman Pit and Quarry 
vesuntee Methods Petroleum World 
send etry Oi Weel 
Petroleum Engineer Buildings and Building 
National Engineer Management 








A wire rope loses in breaking strength when it is bent 
over a sheave. If the sheave is relatively small in rela 
tion to the rope diameter, the loss in strength is consid 
erable. With sheaves of greater diameter, however, the 
loss becomes so slight that it is hardly worth considering 
Proper diameter of sheaves minimize the loss of rope 
strength from bending. We will gladly send vou a tabld 
showing the proper relationship between rope and sheaves 
diameters, Weite today and request this or any othe 
information that may be of help to vou in making cop, 
live longer 
. 


WICK WIRE SPENCER STEEL COMPANY, New York Cary 
Kaffalo, Chicagd, Worcester; Pacific ¢ “fl 


by Wickwire Spencer 


BOTH...STANDARD LAY AND WISSCOLAY PREFORMED 
Wicku ire Spencer manufacture all » type: of Wire Rope in stand 
ard lays and preformed W icolay} were rope ul often valee a 

tive rope application difficulty. Asko du bem it showld % 
he used. Send for a free WIRE ROPE BOOK 11 will prove of great value ; 








. 


We Hs eae 


HUGE Stock of Wire Rope is complete 


as to types and sizes enabling our distrib- 





utors to give Real Service. 





WICKWIRE SPENCER STEEL CO. 
41 East 42nd St., New York 


Please tell me more about the new Wickwire Spencer distribution 


and co-operative advertising plan. 


by Wichwire Sp meee 
ait“. i — _— 
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There is a real 
for the 


WELLS 


METAL 
CUTTING 
BAND SAW 











Built in two sizes 
No. 8—Capacity 


8" x16 
A continuous Cutting Saw io Sa 
that belongs in every metal 7%"x3° 


working plant. 


Sell it 
for production, maintenance or general 


Here is a machine that can be sold profitable addition to your line. 
to any metal working plant. It will cut 
metal at least 50% faster than the con- 
ventional reciprocating type saw, with 
more accuracy and less blade expense. 
Size or shape of metal make no differ- 
ence,—up to its capacity. 


The Wells Band Saw will make a 


tool room or stock room work. 


Write today for full details on this 
Moderately 
priced, there is no reason why it cannot 


continuous cutting saw. 


help swell your sales volume. 


2 oe i 


These advantages help you sell the 
Wells Metal Cutting Band Saw 
Continuous Cutting 


Cutting time reduced 
50% or more 


Cuts at any angle 
More accurate cutting 
Rigid ball bearing saw 


~~ ~meaes heating guides 

e ace R ; 1 ad 7: 

No coolant required sulrehene piece vies M A N U FA CT U R | N G C ‘@) 
Cuts any shape or Long blade life and 


thickness of metal low blade cost 


315 Seventh Ave., Three Rivers, Mich: 








THE SUPERIOR QUALITIES OF 


MAUREY V-PULLEYS 


PROVIDE EVIDENT SELLING 
POINTS FOR DISTRIBUTORS 


D'STRIBUTORS have learned that sales are readily 

made with Maurey Single Groove Steel V-Pulleys 
The superiority of Maurey pulleys and their ‘‘ability to 
stand up and deliver'’ are apparent to customers even on 
mere inspection. 


As they check point for point, prospects cannot but 
note that Maurey pulleys have extra heavy hubs de- 
signed for truer-running—that only solid steel or mal- 
leable iron hubs are used. And that the heavy, 
smooth rolled edges and special welding of Maurey 











pulleys make for additional strength. TRUE RUNNING 
Maurey dist ibutors enjoy complete protection. They e 
also enjoy very satisfactory profits and prompt service 
on their orders. Only a small stock investment is STRONG 
necessary. e 
The Maurey line is the world’s largest line of Single 
Groove V-Sheaves. Investigate your opportunities EXTRA HEAVY 
with it. HUBS 
of malleable iron 
* or steel 
€ 
FINISHED I 
MAUREY MFG. corp. — 
Aluminum 
2907-15S. Wabash Ave. CHICAGO, ILL. Lacquer 








“Bob” 


Fundenberg who has 
been with H. W. Sharp Com- 
pany, Portland, Oregon, since 
1919. Mr. Fundenberg is a spe- 
cialist in transmission work and 
is the kind of salesman who 


sells by virtue of knowing 
everything about the equipment 
that goes into a plant, how to 
design it, erect it and, if neces- 
sary, operate it. Although 
“Bob” never smokes cigarettes 
he always poses with one in his 
hand when photographed. 


Haverstick Forms Pumping 
Department 


@ A special pumping and irrigation 

department with Charles Stew- 
art, water engineer in charge, has 
been formed by Haverstick and 
Company, Incorporated, Rochester, 
New York. 


Bingham Tool Adds 
Paint Line 


@® The Bingham Tool and Supply 
Company, Cincinnati, Ohio, has 
added the Rust-Oleum line of paint 
manufactured by Rust-Oleum Paint 
Corporation, Chicago, Illinois. 


New Salesman Added by 
Horton Machine Works 


@ Horton Machine Works, Elmira, 

New York, has announced the ad- 
dition of Harry L. Brown to its 
sales force, with headquarters at 
Gaines, Pennsylvania. Mr. Brown 
was formerly with the company 
from 1922 to 1928. 


Ulmer Takes on Permite Line 


@ Theo. C. Ulmer, Incorporated, 

Philadelphia, has taken on the 
line of Permite Aluminum paint, 
manufactured by the Aluminum 
Industries, Incorporated, Cincin- 
nati, Ohio, and will distribute it in 
the Philadelphia territory. 
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High Hub/ 
for Butt Welding 


Diop Forged by Vost .. yOur assur- 
ance of strength and soundness 
in high hub butt welding flanges. 
Accurately faced and drilled to 
A. S. A. standards with machine 
beveled hubs for easy welding. We 
carry a large stock of sizes, ranging 
from 2" to 12” in Series 15 and 30, 
for immediate shipment. 
HENRY VOGT MACHINE Co. 


INCORPORATED 


LOUISVILLE, KENTUCKY 
NEW YORK CHICAGO CLEVELAND PHILADELPHIA DALLAS 


oh ee fs ed Steel Valves, Fittings, Oil Refine ry, Eauipment, 
baaline on nd Gabtgutdting Ciedtine ry, Heat Ex 
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New Lines Added by 
Hagerty Brothers 


@ Hagerty Brothers Company, 

Peoria, Illinois, has added elec- 
tric tools and deep well turbine 
pumps to the industrial lines it is 
now handling. 

In addition the company has 
taken on a specialized engineer on 
fire brick and refractories, who will 
assist on installations of this type 
of equipment. 


Two Salesmen Added by 
Standard-Shannon 


|@ Robert C. Coleman, formerly 
sales manager of Standard Sup- 
ply and Equipment Company, and 
John F. Woods, have been added to | 
the sales staff of Standard Shannon 
Supply Company, Philadelphia. 
| The addition of these men gives 
|the company a well-rounded sales 
force in the industrial field, accord- 
| ing to Vance C. Boyd of the com- 
| pany. 














| | 
| 

‘San Antonio Machine Opens’ 
Branch Store | 


ply Company, San _ Antonio, | 
Texas, on April 1, opened a branch | 
| Store at Austin, Texas, under the | 
|management of Louis Groos. The | 
|lines carried in this new store in-| 
|clude plumbing and water supplies 
|}and enameled ware. | 


| 
ed San Antonio Machine and Sup-| 











William C. DuComb, president 

of the W. C. DuComb Com- 
pany, Incorporated, Detroit, 
took time out at the close of 
a busy day to “stand” for the | 
MILL SUPPLIES photogra- | 

|  pher. In addition to its indus- | 

| trial business, Mr. DuComb’s | 

company is doing a great job 
in selling refrigeration special- | 

ties, with a separate sales staff, 
so he has plenty to think about. 

















Complete and Profit- 
able Line of Sealing 
Compounds for all 
types of Joints 


With this unsually complete line 
of sealing compounds, you can 
give your customers just what 
they need. Think of this advan- 
tage . .. a sealing compound for 
every purpose. It gives you, as a 
distributor, a chance to make a 
real profit because today more 
than ever before manufacturers 
realize that pipe joint leakage is 
one of the outstanding wastes in 
industry. Write today for com- 
lete information about jobber 
ranchise, discounts, etc. We will 
be glad to give you complete in- 
formation or have representative 
call. 


KEY GRAPHITE PASTE e 


For lines carrying Steam, Gasoline, Kero- 
sene, Vapor, Creosote, Tar, Hot Oil, Hot 
Vaseline, Air and Acids. Also ideal for 
screw thread and gasket joints. Under 
heat, Key Graphite Paste expands, assur- 
ing a perfect seal that will not corrode or 
oxidize, making it easy to disconnect 
when necessary. 


KEY-TITE Pipe Joint Compound 


For lines carrying Gas, Water, Steam, 
Compressed Air, etc. Key-Tite Pipe Joint 
Compound is a plastic lubricant and filler 
that will seal those “hard to seal” joints J 
with ease. Comes ready to use. Does not 
settle and its full body and elastic quali- 
ties make it economical to use. 


KEY FORMATITE e e e 


For Permanent Joints in Pipes, Tanks, 
Pumps, Engines, Turbines and wherever 
two metal parts are to be joined. For 
sealing small leaks in oil or air lines. 
Key Formatite Joint Cement is water and 
oil proof and assures leak-proof joints . 
under all conditions of pressure, tempera- 
ture and vibration. 


2621 McCasland Ave. 
EAST ST. LOUIS, ILL. 








MILL SUPPLIES 





' 
Y 
} 


Rex Griplock 


Rex Unicast 





Rex Durobar 


REX Z-METAL CHAIN 


is something to sell 


Wherever there is a need for greater 
strength—greater resistance to corrosion, 
wear or pounding, Rex Z-Metal will usu- 
ally supply the answer at low cost. It gives 
you definite advantages to sell. 

It is made in all patterns in which malle- 
able chain is made and provides, on the 
average, in excess of 30% greater strength 
and much longer life—on the same 
sprockets. 

Whatever types of chain you stock — 
Detachable, Mill Type, Combination, Ley- 


Bushed, and so on, investigate Rex Z- 
Metal Chain. And in the special Rex 
Chains, such as Durobar, Griplock, and 
Unicast—Rex Z-Metal adds its strength 
and wearing qualities to the naturally 
greater strength and wearing values of 
these chains—then you do have something 
to sell. 

The Rex Z-Metal folder will tell you 
why. Send for it. 


CHAIN BELT COMPANY 


1622 W. Bruce Street, Milwaukee, Wisconsin 


CHAIN BELT COMPANY 
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-its NEW, -its GOOD, -and its SELLING 





A 
Portable Electric 
Precision Grinder 


That Fits Any Lathe 


® Circumferentially Adjustable GRINDING SPINDLE 

® Grinder attaches Directly to Compound-T-Slot 

® Quickly Adjustable To Any Lathe Center 

®@ Lock and Operate in Any Position 

® Grinding Wheel can be used Right or Left Side, 
¥ront or Rear of Motor 


® Adaptable To Any GRINDING JOB 














PROFITS 
An immediate market: THEMAC distributors are 
small stock investment; a selected and fully protected 


good margin on each sale in their respective territo- 


—thewse factors promote ATUEMAtes. ries. Further information 


satisfactory profits to dis- is yours for the asking. 
tributors. 


THE McGONEGAL MANUFACTURING CO. 
Box 149 RUTHERFORD, New Jersey 








THE STANDARDS OF 

YESTERDAY YIELD TO 

THE IMPROVEMENTS 
OF TODAY 


NOW — INCREASINGLY 


- 7 = 







NO 
WASTE 


Safety Belt Lacer Co., Factories Bldg., Toledo, Ohio 





The company had a booth at the 
Texas Cotton Ginners Convention 
held at Dallas, Texas, on April 3, 
4 and 5. Approximately 3,000 gin- 
ners attended this convention from 
all parts of Texas. 


Experienced Man Seeks 
Position 


@ A man with six years’ experi- 

ence as buyer for a distributor 
of industrial supplies and nine 
years’ sales experience with manu- 
facturers and industrial distribu- 
tors calling on both distributors 
and the industrial trade in Illinois 
and Indiana, including the Chicago 
area, is interested in securing a 
connection. He is 33 years of age, 
married, is a high-school graduate 
and has technical knowledge, he 
states. He owns his own automo- 
bile. This man is willing to con- 
sider locating in any city. If you 
are interested address replies to 
Manufacturers’ News Editor, MILL 
SUPPLIES. 


Salesman Seeks Position 


@ A salesman thoroughly experi- 

enced in the sale and distribu- 
tion of mill, mine and contractors’ 
supplies, and familiar with the re- 
quirements of the trade in Ohio or 
Western Pennsylvania, desires to 
locate in this territory. Interested 
distributors can be put in touch 
with this man by writing Editor, 
MILL SUPPLIES. 


Seeks Sales Position 


@ A salesman with an engineering 

education and 15 years’ sales ex- 
perience with manufacturers and 
distributors, thoroughly familiar 
with distribution problems and 
qualified to act as sales manager, 
manager of mill supply depart- 
ment, electrical department or con- 
struction machinery department, 
seeks a sales position. Understands 
mill supplies, electrical supplies and 
equipment and construction ma- 
chinery. Interested distributors 
can be put in touch with this man 
by writing News Editor, MILL 
SUPPLIES. 


MILL SUPPLIES 
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ARE YOU GETTING YOUR SHARE? | 


Treasurer, Clover Mfg. Co. 


By E. B. GALLAHER 


Editor, Clover Business Service 


[’ MAY SURPRISE SOME JOBBERS to learn that the Coated Abrasives industry 
has a yearly cash volume of some 10 millions of dollars, figured at manufacturers 


selling prices- about twice this value at consumers’ prices. 


It may also be a surprise to learn that the bulk of this 
business goes direct from the manufacturer to the consumer 


the jobber, as usual, getting the pick-up business. 


There is a reason for this which we shall be glad to ex- 
plain to those interested—meanwhile, we can state that, in our 
opinion, the mill supply jobber can, with little effort, acquire 
much of this very profitable, volume business which is now pass- 


ing his door. 


Our sales policy is based on jobber distribution -we believe he can do the job if 





placed in actual competition from any and all sources. 


We make everything in the line which a mill supply jobber may normally require. 


Our goods are always standard and of the highest quality. 


We are well financed——have a modern up-to-the-minute factory of ample capacity 


have been doing a successful business for over 30 years. 


No matter what connections you may have, we feel sure we can better them, having 


done so for many leaders in the industry. 


Won't you allow us to contact you? It will do no harm to see 


what we have to offer—it might prove very profitable! 








E. B. GALLAHER: 
| Clover Grinding Compounds Clover Mfg. Co., Norwalk, Conn. 


You may send me, without obligation, samples of: 





Clover Color-Stripe Abrasive Papers and Cloths Green-Stripe Sandpaper. 


Red-Stripe Turkish Emery Cloth—for polishing. 














a ~ | Yellow-Stripe Aluminous Oxide Cloth—for cutting 
BOTH REPRESENT FULL VALUES ___| hard metals. The universal shop abrasive. 
___| Orange-Stripe Garnet paper—for woodworking. 
BOTH CARRY FULL PROFITS [Clover Grease-Mixed Grinding Compound. 
| Clover Water-Mixed Valve-Grinding Compound. 
They Cost You Nothing to Try 
: Name_ 
Address 
CLOVER MFG. CO. Norwalk, Conn. 


Character of business 
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MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Twelve Distributors Take 
On Permite Line 


@ Aluminum Industries, __Incor- 

porated, Cincinnati, has an- 
nounced that the following houses 
have recently taken on the Permite 
aluminum paint line: George 
Bright Hardware Company, Potts- 
ville, Pennsylvania; Busser Sup- 
ply Company, Lewisburg, Penn- 
sylvania; H. Channon Company, 
Chicago; Clowe and Cowan, In- 
corporated, Amarillo, Texas; Cor- 
bin Supply Company, Macon, 
Georgia; East Akron Hardware 
Company, Akron, Ohio; Heim’s 
Machinists’ Supply Company, Rock- 
ford, Illinois; Lewis Supply Com- 
pany, Detroit; Murphy Supply 
Company, Green Bay, Wisconsin; 
Nebraska Machinery and Supply 
Company, Lincoln, Nebraska; Nor- 
ris Supply Company, Gastonia, 
North Carolina and the Northern 
Indiana Supply Company, Kokomo, 
Indiana. 


Medart Elects Royer 
Vice-President 


@ Joseph W. Royer, works man- 

ager of The Medart Company, 
St. Louis, was recently elected 
vice-president of the company, in 
full charge of manufacturing. Mr. 
Rover’s connection with Medart 
dates back to 1915. 


Terrell Joins Ingersoll as 
Chief Engineer 


@ Ralph A. Terrell has become as- 

sociated with the Ingersoll Steel 
and Disc Company Division of 
Borg-Warner Corporation at the 
West Pullman (Chicago) plant as 
chief engineer, succeeding S. S. 
Battles, who resigned to become 
president of the Midwest Stamping 
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and Enameling Company, Morri- 
son, Iliinois. 

Mr. Terrell, who is a graduate 
of Cincinnati University was 
formerly superintendent and chief 
engineer of the South Bend Tool 
and Die Company, South Bend, 
Indiana, and prior to that was 
efficiency engineer for the Frigid- 
aire Corporation, Dayton, Ohio. 


Dial Indicators Described 
in Starrett Catalog 
@ A 26-page catalog covering its 
complete line of dial indicators 
recently introduced has been pub- 
lished by The L. S. Starrett Com- 
pany, Athol, Massachusetts. 
Pictures and descriptions illus- 
trating and explaining the various 
indicators which are used in the 
tool and machine industries are 
contained in this book, as well as 
descriptions of the design and 
construction features of the indi- 


cators. In addition to the stand- 
ard indicators shown, the catalog 
illustrates many special dial in- 
dicators applied to bench gages, 
sheet gages, test indicators, cylin- 
der gages, distortion or strain 
gages, inside dial gages, vibration 
testers and similar instruments. 


Republic Steel Changes 
New York Address 


@ The New York district sales 

office of the Republic Steel Cor- 
poration, Youngstown, Ohio, has 
been moved to the Chrysler Build- 
ing, according to an announcement 
by N. J. Clark, vice-president, in 
charge of sales. W. H. Oiiver con- 
tinues in charge of the New York 
office as district sales manager. 
Republic’s export department, un- 
der the direction of D. H. Bella- 
more, general export manager, is 
occupying a portion of the com- 
pany’s new offices. 


Thaxton New Representative 
for Homestead Valve 


@ Announcement has been made 

by Homestead Valve Manufac- 
turing Company, Coraopolis, Penn- 
sylvania, of the appointment of 
R. M. Thaxton as its new exciusive 
valve representative in sixteen 
counties comprising the  south- 
eastern section of New York state. 





Harold Barber, Victor Saw Works’ representative, is hurriedly ex- 
plaining some sales pointers to members of the sales department of 
the Standard-Shannon Supply Company, Philadelphia. Seated: Vance 
Boyd, sales manager, Harold Barber and Bill Corby. Standing: Bob 
Gibson, V. Garrity, W. W. Sheppmann and Malcolm Kerbaugh. 
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Above: Checking 
composition of steels 
for files in Disston 
Chemical Laboratory 


Photographing 
structure of file 


H steels at magnifica- 
\% tions of 1,000diam- 
! eters, in Disston 


Physical Lab- 


CONTROL Wy 


The careful selection of proper raw materials that 
entered into the making of files and rasps was of para- 
mount importance to the Disston organization as a producer 
and to you as a file user. Disston with its record of 79 years 
as makers of fine steels brought a wealth of experience into 
play in making these decisions. 

Constant checking and rechecking of steel for chemical and 
physical properties are carried on daily under the supervision 

Determining heat 


of trained technicians to insure the standardsof quality set up. . ieeeae sme 
. . . hardenability of 
Disston Research pre-determines the character of Disston ret ag eg 
Files. Laboratories, routine process inspections and scientific ae 
testing machines check the resultant quality in the finished oratory. 
file. Hour-by-hour, day-by-day use in the Disston saw works MILL FILE.—For filing hardened 
a en —.. ~ = — = + . - and tempered steel, sharpen- 
and machine shops is the final test. Disston Files are good files! sou adds bud tale Goa es 
omeraen , gate aa . filing and smooth finishing work. 
WRITE for Disston Metal-Cutting Manuals: ‘‘Files’’ ,‘‘Hack Saws’’, Thousands used in filing Disston 


‘‘Circular Saws’’, ‘‘Band Saws’’, ‘‘Carboloy Products’’. Free! Cross-cut and Circular Saws. 


HENRY DISSTON & SONS. INC., 523 TACONY, PHILADELPHIA, U.S.A. 


Branches: Bangor, Me., Boston, Chicago, Detroit, Memphis, {+} New Orleans, Seattle, Portland, Ore., San Francisco, Vancouver, B. C. 
Canadian Factory: Toronto 
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WILLIAMS 


MR. INDUSTRIAL DISTRIBUTOR: The unusually wide range of spindle speeds gives 
No. ‘Rapiduction”"’ Pipe Threading Ma- maximum speed in the threading and cutting 
chine (illustrated above) has an enviable sales of all sizes of pipe in its range. Write today 


reputation. 
is a patented die-head which handles ail sizes 


Among its many unique features for complete information about this and other 


sales leaders in the up-to-date Oster-Williams 


of pipe within the range of the machine. An line. 


= 


Stocks and Dies» Pipe and Bolt Machines + Pipe We elding Tools 


SOSTER-WILLIAMS 


SALES OFFICE: 2041 EAST 6ist STREET, CLEVELAND, OHIO 
FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 











DEALER 


ALL CARD DEALERS ARE 


DISTRIBUTION 
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This dealer writes: 


“We feel quite confident that with the favorable outlook for 
this year and the wonderful cooperation you are extending 
to us, backed up by what we consider to be the finest prod- 
uct of its kind on the market, we will considerably increase 
r volume for you this year and look forward to a con- 
tinuous increase from year to year. 


“We take this opportunity to thank your entire organization 
for the fine cooperation you have extended to us during the 
past several years and assuring you of our continued 100 per 
cent support and effort, we remain—” 


SATISFIED CUSTOMERS 


@ Send for catalog No. 33 
and look the line over 


S:°W.CARD MFG.CO, 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASSACHUSETTS, USA; 
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Demag exhibit of hand and 
power hoists at the Leipzig 
Technical Fair March 3 to 10, 
1935. 


R. L. Howes Joins 
Worthington Pump 


@ Because of increased activity in 

its Diesel and gas engine lines, 
the Worthington Pump and Ma- 
chinery Corporation, Harrison, 
New Jersey, has created the East- 
ern Oil Power Division under the 
field management of Ray L. Howes, 
with headquarters in the New York 
office, 2 Park Avenue. 

Mr. Howes was educated at Iowa 
State College, and prior to attend- 
ing college, he spent several years 
in the shops of the Chicago and 
Northwestern Railway. He was 
later with the Peoples Gas Light 
and Coke Company, Chicago, and 
the Studebaker Corporation in 
Detroit. He left the latter com- 
pany to join the faculty of the me- 
chanical engineering department of 
the University of Pennsylvania. 
For the last 22 years he has been 
with the Diesel Sales Division of 
the Fairbanks-Morse Company in 
St. Louis and Chicago. 


Lubrication Guide Published 
by Keystone 


@ A lubrication guide for quick 

reference in the lubrication of 
industrial and automotive ma- 
chinery has just been published 
by Keystone Lubricating Com- 
pany, Philadelphia. This guide 
contains information on _ indus- 
trial greases, including ball and 
roller bearing grease, condensed 
oil, gear lubricants and _ brick 
greases; industrial oils, including 


Diesel engine oil, steam cylinder 


oils, cutting and penetrating oil, 
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STOCK UP! 
NOW ... 


L, hurts you more than it does us when you are “‘out”’ 











of Bunting products. Have plenty at all times. Con- 





sumers in all lines are getting impatient with dealers 





who are not buying until after they have turned away 





several opportunities to make a sale. 





Your investment in Bunting lines is safe. Constant 





turnover is assured. No other line of “Ready Made 








Bearings’’, Bronze Bars, and Babbitt enjoys such prestige. 





Constantly and consistently nationally advertised. Your 





only responsibility is to be ready to serve. 





Bunting superiority is based squarely upon facts. If 





better products or better service were possible this 





organization would be the first to create a better bear- 





ing or bar of metal. If a more constructive policy of 





distribution could be devised we would be the first to 





apply it in the market. 





Bunting mill supply dealers possess every advantage 







that a manufacturer can provide. Cash in on it. 


THE BUNTING BRASS & 
BRONZE COMPANY 
Toledo, Ohio 


Branches and Warehouses in All Principal Cities 


BUNTING 


BRONZE BUSHINGS - BEARINGS 
MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 
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E have eagerly looked forward to 

this Pinehurst Convention as a 

means of renewing our personal con- 

tacts with you. It is our hope that 
this meeting will do much to strengthen the bond of 
friendship existing between you, our industrial dis- 
tributor, and ourselves. We hope that some day you 
will visit us to look over our fine new plant with its 
improved equipment and better working conditions 
established to still further improve Dumore quality 
and service and to talk over our aggressive merchandis- 
ing plans for the future. We believe you would agree 
that now, more than ever before, Dumore earns ‘“‘key 
line’ recognition. 


THE DUMORE COMPANY 


FOURTEENTH and RACINE STREETS 
RACINE, WISCONSIN 
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IT cleans 


IT sprays 
IT SELLS 


CLEMENTS- 
CADILLAC 


BLOWER - SPRAYER 
SUCTION CLEANER 








Your customers will be inter- 
terested in this versatile port- 
able Electric Blower-Suction 
Cleaner-Sprayer—which is be- 
ing used to cut maintenance 
costs and perform innumerable 
tasks in literally thousands of 
industrial plants. 

Take it along and demon- 
strate it on every call. It is light and easy to carry. 
Show how it can be used to safely and thoroughly clean 
motors and generators (removing accumulated dust which breeds 
fretion, shorts, and burnouts)—also for business machines, line 
shafts, stock bins, telephone equipment, and many other items. 

Sales cooperation and excellent profit margin make this an ideal 
leading specialty. Write for prices, discounts and selling in- 
formation. 


nagvtim. CLEMENTS MFG. CO. 


PLAN... 6650 Narragansett Ave. CHICAGO, ILL. 

















grease cups, automotive lubricants 
and motor oils. 

The book is illustrated and each 
item is fully described. 

In addition an automotive rec- 
ommendation chart is shown giv- 
ing recommendations for the use 
of Keystone automotive lubri- 
cants, which can be used as a handy 
reference guide. 


S. A. Ellieson Catches 
Giant Sail Fish 


@ S. A. Ellicson, president of the 

Chicago Pulley and Shafting 
Company, Chicago, is wearing the 
satisfied smile that comes only to 
those fishermen who have really 
done big things with the rod and 
reel. This spring, while vacation- 
ing with Mrs. Ellicson in Holly- 
wood, Florida (not California), Mr. 
Eliicson caught himself a sail fish 
which measured seven feet, two 
inches in length and weighed 65 
pounds. And now he probably 
wonders what’s left to conquer 
among the denizens of the deep 
after this successful fishing trip. 


Edgemont Publishes New 
Catalog and Folders 


@ The Edgemont Machine Com- 

pany, Dayton, Ohio, has an- 
nounced that its new friction clutch 
catalog H and folders are now 
available to mill supply and power 
transmission distributors. The 
Edgemont line of clutches is listed 
with all horse-power and speed 
ratings so arranged as to simplify 
the task of the salesman or user 
in selecting the type and size of 
clutch he requires, according to the 
company. 


Dayton Rubber Issues New 
Catalogs 
@® Catalog No. 105, condensed, and 

Catalog No. 160 have been is- 
sued by The Dayton Rubber Com- 
pany, Dayton, Ohio. 

Catalog No. 105 is a 32-page book 
covering Dayton Cog-belt Drives 
and containing descriptive data on 
the design and manufacture of 
these drives as well as illustrations 
showing their different uses. A 4- 
page leaflet is also included cover- 
ing cog-belt drives with Day-steel 
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NEW TIMES 


NEW JOBS 
NEW SPEEDS 
INDUSTRY NEEDS DRILLS 


The new 14-inch Black & Decker Special 
Drill. Streamlined for perfect balance and 
easy handling. Larger motor increases 
power 331/4,%, yet drill weighs only 
5-3/4 Ibs. Ball bearings on armature shaft. 
Entirely new switch handle, with automa- 


tic release switch. 


HERE THEY ARE°-LIGHTER, MORE POWERFUL 


STREAMLINED 


FOR EASIER HANDLING AND FASTER WORK 


The new 14-inch Special Drill; a complete 
redesign of our most popular drill — with 
the same streamlined advantages. Weight 
evenly distributed for perfect balance. 
Smooth curves on all exterior surfaces. 
More powerful motor with anti-friction 


bearings. Weight only 13-1/% Ibs 
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Black & Decker  BLAC \CK §DI CKER Y 
Bench Drill : <_F7, mists 
Stands convert 


Black & Decker MANY OTHER NEW ELECTRIC TOOLS 


drills into effi- are included in the complete line of Bench Grinders, Portable Grinders, Screw Drivers, 

cient drill Tappers, Nut Runners, Hammers, Saws, Valve Refacers, Valve Seat Grinders, Sanders, Planers, 

Polishers and Accessories described in our new 1935 Catalog. Read about some of these 
tools on the next page. Then write for the complete calalog—today 


THE BLACK & DECKER MFG. CO., TOWSON, MD. 


presses. 
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7-INCH HEAVY ‘DUTY SANDER 


Designed for continuous heavy duty service on all wood and Black & Decker Portable Rotary 
Gouging and Planing Heads, used on 
the 7-inch Heavy Duty Sander, speed 
up wood surfacing and shaping 
formerly done by hand with jack- 
intermittent use. plane or adz. 


metal surfaces. A well-balanced unit, light in weight and very 
easy to handle. Complete with Aexible pad and twelve sanding 
discs. Also made in 7-inch and 9-inch light duty models, for 


NEW PORTABLE GRINDERS No. 31 TORSIMETER 


Adjustable 
Clutch 
Screw Driver 


Offer the latest features in portable grinder design— An ingenious clutch arrangement enables operator to pre- 
increased power, full size ball bearings on wheel determine amount of torque for each screwdriving job, 
spindle, and armature shaft; enclosed commutator insuring uniform driving. Designed for assembly work on 
compartment, protecting commutator and switch radios and refrigerator cabinets, airplane and automobile 
from dust; improved ventilating system; shaped bodies, and general cabinet work. Drives screws of all 
grips; adjustable wheel guards. Made in 4-inch, 5- types in metal or wood. Also No. 1 and No. 2 Ball 
inch, and 6-inch sizes. Bearing Screw Drivers; No. 3 and No. 4 Nut Runners. 


10-INCH HEAVY DUTY BENCH GRINDER 


For tool grinding and all types of 

general grinding and buffing. Extend- f \ 

ed wheel shaft and tapered end-hous- at J Cast-iron 
Pedestal for 


10” B h 
large and odd-shaped pieces. Attrac- Grinder aa 


tive low price. Also available: 7-inch use where 
Wide” Type Grinder; 6-inch Ball bench room is 


Bearing Bench Grinder; 6-inch Special ot o premium 
Complete 


with waterpot. 


ings allow ample room to work on 


Bench Grinder at a new low price 





THE BLACK & DECKER mrc.co. 


TOWSON, MARYLAND 
WRITE FOR NEW 1935 
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pulleys. In addition, rating charts 
and price-lists are also given. 

Catalog No. 160 is a 15-page book 
covering Dayton V-flat drives. Rat- 
ing charts and price-lists are con- 
tained in this book in addition to 
illustrations and descriptive matter 
on these drives. 


Completes 25 Years Service 
With Bond Foundry 


@ George C. Noros completed his 
twenty-fifth year of association 
with Bond Foundry and Machine 





GEORGE C. NOROS 


Company, Manheim, Pennsylvania, 
in March of this year. 

Mr. Noros came to the company 
in°1910 in an engineering capacity 
to develop new lines of power 
transmission machinery. In 1912 
he was appointed sales manager, a 
position he has held with the Bond 
Company ever since. 


Fafnir Bearing Appoints 
Distributors 


® The Fafnir Bearing Company, 
New Britain, Connecticut, has 
announced the appointment of The 
Sterling Hardware Company, Haz- 
ard, Kentucky, and The Galigher 
Company, 228-232 S.W. Temple 
Street, Salt Lake City, Utah, as 
distributors of Fafnir bearings. 


Schieren Announces Branch 


Office Changes 


® Chas, A. Schieren Company, New 

York City has announced the re- 
moval of its Pittsburgh office from 
339 Second Avenue to _ larger 
quarters in the Commonwealth 
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SELL 


THESE FEATURES and YOU'LL SELL 
THE RIGHT HOIST— 


Spelled with a “W”: “WRIGHT” 


The 21 points of superiority listed to the right 
are the features to be found in Wright Electric 
Hoists. ... They are the features that sell Wright 
Hoists.... Sell the features and you'll sell hoists. 
... They cover the facts that the buyer wants to 
know regarding design, materials, construction 
—the factors that will influence him to purchase 
the right hoist, spelled with a “W": “Wright”. 
No other electric hoist offers him so much for 
the money he invests. No other hoist will serve 
him better. The extra margin of safety that is 
built into Wright Hoists is what provides him 
with maximum safety, ,efficiency and economy 
... Read 
over your Wright Hoist data—now—once 
more—and you'll find lots of sales arguments. 
* 


in Wright Chain Hoists also, you will find the extra margin 


—and you with sales arguments. 


of safety and all that it implies from a selling viewpoint. 
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POINTS OF 
SUPERIORITY 


1 Push button or 
pendant rope 
control 


2 Tru-loy Preformed 
Cable 


3 Safety type limit 
switch 


Variable speed 
control 


5 Drums thirty times 
cable diometer 


Drum flanges 
guarded 


7 Safety type load 
block 

8 Double drive hoist 
gearing 


Q Positive mechanical 
brake 


10 Brake adjustable 
from outside 


1] Oilbath lubrication 


12 Roller bearings 
throughout 


13 Ball bearing motors 


All loads carried 
4 by steel members 


15 Heot-treated forged 
gears and pinions 


16 Timken bearings in 
trolley wheels 


17 Alloy steel shafting 
18 Motor coupling and 
connection of 


splined type 


19 Drop -forged swivel 
hook 


20 Accessibility 
21 High speeds 


WRIGHT HOISTS 





CCO| WRIGHT MANUFACTURING DIVISION 
OF THE AMERICAN CHAIN CO., Inc. 
York, Pennsylvania 


=, “In Business for Your Safety” 
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Backed 
by a Prestige 
of More than 

a Century 





That's a point worth thinking about. 
Not every article you sell Fas the back- 
ing of a firm established that long—a 
substantial concern with a reputation to 


maintain, that will stand back 
of every Hand Truck and 
Wheelbarrow bearing their 
name. This point alone 
paves the way for easy 
selling. When you add to 
it the many features for 
which Fairbanks Hand 
Trucks and Wheelbar- 
rows are famous, you 
have something to 
talk about. 


UAW Le 


HAND TRUCKS and 
WHEELBARROWS 





must be right and measure up to the | 


highest standards. 


Unless you have examined our im- 
proved lines, you can have no idea of 


the many super features they possess. 


Write for our new catalog and special 


proposition to distritutors. 





THE FAIRBANKS CO. 


Manufacturers of 


Hand Trucks, Wheelbarrow and Valves 
19 E. 4th St. 


Boston § Pittsburgh—Distributors in Principal Cities 
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New York, N. Y. 





Annex Building, 319 Second 
Avenue, and the Newark office 
from 53 Academy Street to 9-11 
New Ward Street. The Pittsburgh 
office is in charge of H. B. Nutting 
and the Newark office in charge of 
Henry G. Clark. 

The company also announces that 
Arizona Mining Supply Company, 
Prescott, Arizona, has taken on its 
line of leather belting products. 


Issues “Speed-Arc”? Welder 
Bulletin 


® The Ideal Electric and Manufac- 

turing Company, Mansfield, 
Ohio, is now distributing its 16- 
page bulletin, No. 910, describing 
in detail the Noel “Speed-Arc” 
Welder. The center spread in the 
bulletin describes fully the con- 


| struction of this welder and other 
illustrations show how the welder 


can be used. A page is also devoted 
to the structural details of the unit. 


American Swiss File 
Appoints Ramsdell 


@® American Swiss File and Tool 

Company, Elizabeth, New Jersey, 
manufacturers of American Swiss 
files, has appointed The Ramsdell 
Industrial Supply Company, 66 
Southbridge Street, Worcester. 
Massachusetts, as distributor in 
the Worcester territory. 


Medart Appoints Kansas 
Distributor 


@® The Medart Company, St. Louis 

Missouri, has appointed the 
White Star Company, Wichita, 
Kansas as its distributor for The 
Medart Line of transmission equip- 
ment in that territory. 


Floating Power Show to Visit 
Buffalo, Cleveland and 
Detroit 


® Conventions afloat have been held 

before, but never a floating 
power show, according to Ernest 
H. Smith, managing director of the 
projected Great Lakes Power and 
Mechanical Exposition, June 24-28. 
Mr. Smith has announced that the 
lake steamer, Seeandbee, of the 


Cleveland and Buffalo Transit Com- 
pany, will be chartered to carry 
the show to Buffalo, Cleveland and 
Detroit. 

The exhibits, Mr. Smith an- 
nounces, will be placed and dis- 
mantled in Cleveland, headquarters 
of the show management. On the 
night of June 24 the show ship 
will proceed to Buffalo and dock 
there for the day. From 10 a.m. 
until midnight it will be open to 
the engineering public of the city. 
The traveling exposition then re- 
turns to Cleveland to stage the 
same program on June 25, with the 
sailing for Detroit set at mid- 
night. After a full day in Detroit, 
the Seeandbee returns to Cleveland 
for dismantling. 

The Seeandbee, as specially re- 
built and redecorated for the expo-. 
sition, can accommodate 200 booths 
in all. Power equipment, materials 
and supplies are to constitute the 
chief items on display. Exhibitors 
will live on the boat and use their 
state rooms as private offices. It 
is stated that 200 visitors may be 
accommodated on the boat for the 
duration of the show. Power for 
the exhibit is to be furnished by 
the ship’s own power plant. Head- 
quarters of the exposition and of 
Mr. Smith, are at 3910 Carnegie 
Avenue, Cleveland, Ohio. 


New York Belting Announces 
Personnel Changes 


@ The following changes in the per- 
sonnel of the sales organization 
of the New York Belting and Pack- 
ing Company, Passaic, New Jersey, 
have been announced by B. F. 
Ruether, general manager: 

Harry H. Raber has been ap- 
pointed assistant to the general 
manager with headquarters at 
Passaic. 

J. W. Webster has been trans- 
ferred from the Middle Atlantic 
States territory to the territory 
comprised of Tennessee, Alabama, 
Florida and Georgia, and Donald 
F. Potter has been added to the 
sales force to take over part of Mr. 
Webster’s territory in Delaware, 
Maryland, Virginia, North Caro- 
lina and Southern Pennsylvania. 

John V. Lanahan, formerly assis- 
tant to the sales manager of a large 
midwest distributor, has joined the 
sales organization and will be lo- 
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“Chey will sit up and lake notice 























ee . al the mention of 


more profita ble production 


MANUFACTURERS today are all looking 


for opportunities to lower production 
costs, and thereby increase their net profits. 





Morse Tools, with their extra lon? life between 
sharpenings, their extra fast cutting ability, 
are an answer to your customers’ present day 
needs. Sell Morse Tools ona basis of economy; 
you will find a surprisingly receptive audience. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS..U.S.A. 
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TAP USERS 


have put their stamp of approval on 


WINTER BROTHERS NEW PROCESS 
COMMERCIAL GROUND TAPS 
WITH RELIEVED FORM THREADS. 


RELIEVED FORM THREADS do 


make a big difference in tap per- 
formance. 


Gauged by the number of tapped holes 
per tap, these tools are surprisingly 
economical to use. 





THE 


WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 


Wrentham, Mass. 


Division of the National Twist Drill G Tool Co., 


Detroit, Michigan 
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LAMP GUARDS 


Portable — Stationary — Vaporproof 
A Guard for Every Purpose 


The McGill Line of Guards offers you end- 
less possibilities for profitable sales. Get 
our new catalog — see the wide range of 
models. You will find there is a type for 
every factory requirement. 

The investment in Lamp Guards is an 
economy. They help cut factory costs. 
They save breakage, theft and reduce lamp 
renewals to the minimum. Selecting the 
proper guard for each specific use speeds 
up the work, saves eye strain, reduces 
accidents, improves quality. McGill guards 
are the cheapest in the long run because 
they can stand up and take it over long 
periods. Talk McGill guards and it will 
increase your sales volume. 














cated in the territory comprised of 
Michigan, Indiana, Illinois, Iowa, 
Southern Ohio, Southern Wisconsin 
and Eastern Missouri. 

O. L. Wall has been assigned to 
sales work in the Pacific Coast 
States. 


Butler Joins Bunting 
Company’s Sales Staff 


@® The Bunting Brass and Bronze 

Company, Toledo, Ohio, has an- 
nounced the appointment of Ed. J. 
Butler to an executive position in 
its sales department. 


ED. J. BUTLER 


Mr. Butler will assist in the 
supervision of the wholesale busi- 
ness of the company as carried on 
through hundreds of mill supply 
and automotive wholesalers who 
distribute Bunting machined and 
centered bronze bars, stock bush- 
ings, bearings and parts and anti- 
friction metal. 

Mr. Butler is well known in these 
markets as he formerly was sales 
executive for The Toledo Steel 
Products Company, Motor Meter 
Gauge and Equipment Corporation 
and other well-known manufac- 
turers conducting nation-wide sales 
operations. 


Link-Belt Issues Stoker 
Literature 


@ Two new folders, No. 1459 and 

No. 1458, have just been pub- 
lished by Link-Belt Company, 
Chicago, on stokers. Folder No. 
1459 is entitled “Steam Costs Go 
Down When You Install Link-Belt 
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Medart-Timken Self- Aligning 
Pillow Block... Medart-Timken 
Flange Bearings, Balland Sock 
et Hanger Bearings and Unit 
Mountings also available. 






= 


Medart Pulleys— Steel and 
Iron, also Wood— Furnish- 
edin all standard types. 


Sizes u 
84in. 





CN 


' 





A Profitable 
POLICY 


for 
DISTRIBUTORS 






The Medart Company recognizes: (1) The eco- 
nomic function of the Distributor and (2) His 
right to a trade area in which to sell Medart 


Medart Gears can be fur- ° . ° 
nished in rs camaiene range goods ae % This 1s the basis of the Medart 
of sizes and types—cast 
on, mach aided and H +r) 
qu aanae, ne aaa teen Distributor Franchise . 


i In addition, Medart offers Distributors these 


WS profit opportunities— 


The Line is Complete — “Everything in 


Power Transmission and Special Equipment.” 


You Can Meet Customer Requirements — 


to 16 ft. diameter, 


ace. 


from stock orders to engineered jobs. 





You Get Service and can actually give serv- 
ice — this is a most important factor in building 
satisfied customers. 


Medart Hangers— anti- You Get the Engineering Sales Assist- 


= or a ae 
all types— sta ard ° ya . ° 
versal. four and twepamt @mee of a thoroughly qualified Engineering 


adjustment. 


and Sales Organization. 


Write for Details of the Medart Distributor 
Franchise — Consult Medart Engineers. 


THE MEDART COMPANY, General Offices and Works: 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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SALES 
TOTALS 
GO uP 









@Cling-Surface distributors find this proven belt pre- 
servative not only a fast seller but one that builds 
repeat orders from 85% of all buyers. Why? Be- 
cause, by enabling belts to run slack without slip, it con- 
tributes both efficiency and economy wherever applied. 
Investigate CLING-SURFACE. You'll find, as so 
many of our distributors have, that it will be one of 
\\a}// your most profitable lines—as profitable to sell as your 
& customers find it to use. 


CLING-SURFACE COMPANY 
1017 Niagara Street, Buffalo, N. Y. 




















S ling or Crane 
Chains must be made 
right to protect life and 
property. 


Taylor-Made Sling and 
Crane Chains have been 
made right since 1873. 


The jobber has a fair 
margin of profit on the 
Taylor line of Sling, 
Crane and other chain 
items. 


Every Foundry, Quarry, 
Car Shop, etc. a prospect. 
Write for the Taylor price 
set-up and get your share 


of CHAIN BUSINESS. 


“QUALITY 
SINCE 1873” 


S. G. TAYLOR CHAIN Co. 


IN THE CHICAGO SWITCHING DISTRICT 


P. O. Box 1297-MS 
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HAMMOND, IND. 








Automatic Coal Firing,’ and 
folder No. 1458 is entitled “The 
Heating Plant Pays a Profit When 
You Install Link-Belt Automatic 
Coal Firing.” Both contain data 
on underfeed screw type stokers 
in sizes up to 300 B.H.P., and are 
illustrated. 


E. P. Word Joins 


Lunkenheimer 


@ The Lunkenheimer Company, 

Cincinnati, Ohio, has announced 
that E. Prentys Word has joined 
the company and wiil represent it 
in the Virginia-North Carolina 
territory, formerly covered by the 
late W. Morgan Hood. Mr. Word’s 
headquarters will be in Richmond, 
Virginia. 

Mr. Word’s previous connection 
was with the James Supply Com- 
pany, Chattanooga, Tennessee, and 
for the past five years represented 
that company in Northern Georgia. 


New Distributor for 
Alexander Belting 


@ Alexander Brothers, Philadel- 

phia, has appointed Biggs and 
Company, Wichita, Texas, as dis- 
tributor of its belting in that terri- 
tory. 


American Saw Issues 


New Catalog 


® Catalog No. 35 has just been re- 

leased by American Saw Manu- 
facturing Company, Springfield, 
Massachusetts, covering “Lenox” 
hacksaws, bandsaws, screw-drivers 
and glass cutters. A new feature 


of the catalog is code numbers’ 


making ordering of this company’s 
products much easier. 


Tool Sales Small in 1933 


@ The value of products made in 

1933 by establishments engaged 
primarily in the manufacture of 
machine tool accessories and ma- 
chinists’ precision tools and instru- 
ments amounted to $44,383,246, ac- 
cording to a preliminary report 
compiled from data collected in the 
Biennial Census of Manufactures 
taken in 1934. This figure com- 
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Powell Cast Steel Valves—although designed and modernized abreast with re- 
cent trends, experience, research—maintain the Powell quality and prestige. 


Gate, globe, angle, check 
and safety non-return valves 
are available in cast carbon 
steel for medium pressure 
service, or from cast alloy 
steels for high temperatures 
or corrosive media. A va- 
riety of trim materials per- 
mits the use of the material 
best suited for your exact- 
ing operating conditions. 



















 Seatsoa 
Tele) 


STEEL GATE 
VALVE 


fi EY 


40 


STEEL GLOBE 
VALVE 





Remember, the Powell en- 
gineering and research de- 
partment is at your service. 


we 
WELL COMPANY 


2525 SPRING GROVE AVENUE 
y Se ys Ohio. 
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unions ontheir time proved 
record of performance and 
demonstrated ability to 
serve longer. Dart unions 
have done this and will 
continue to do it. 


DART 



















The DART Bronze 
to Bronze principle 
is two bronze seats, 
ball joint properly 
ground in, with high 
grade malleable iron 
pipe ends and nut which 
assures longer and better 


wear. 


im = S 
BRONZE-TO-BRONZE 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 
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Today—Industry purchases | 


pares with $69,033,154 in 1931 and 
$144,410,890 in 1929. 

Several items of interest to dis- 
tributors are included in the above 
totals. A few comparative figures 
| follow. Production for chucks in 

1933 was $714,031 against $999,588 

in 1931; machine vises, $81,099 in 
1933 compared with $30,372 in 
1931; drills, $4,508,073 in 1933 
against $4,897,421 in 1931; hobbing 
cutters, $483,784 in 1933 against 
| $1,106,139 in 1931; reamers, $1,- 
220,359 in 1933 compared with $2,- 
145,377 in 1931; taps, $1,847,588 
in 1933, $2,382,554 in 1931; dies, 
$651,534 in 1933, $856,010 in 1931 
and precision measuring tools and 
gauges, $946,928 in 1933 against 
| $2,074,922 in 1931. 


New Bulletin Issued by 
Motor Manufacturer 


® The U.S. Electrical Manufactur- 

ing Company, Los Angeles, has 
brought out a bulletin illustrating 
the new U. S. “Vari-drive” motor 
for the milling industry, which has 





been recently developed by this 
company. Copies may also be 


secured from the U. S. Electrical | 
1568 | 


Manufacturing Company, 
South Western Avenue, Chicago. 


New Booklet Issued on 
Zine Dust Paint 


@ A 16-page booklet’ entitled 

“Metallic Zinc Powder in Indus- 
trial Paint” has just been issued by 
The New Jersey Zinc Company, 
New York City. Many illustrations 
are contained in this book showing 
the uses of zinc dust paints in in- 
dustrial plants, as well as descrip- 
tive matter pertaining to the his- 
| tory of zinc powder and how it is 
applied. 


| New York Belting Appoints | 


| @ New York Belting and Packing 
| Company, New York City has ap- 

| pointed S. H. Pooley Belting Com- 

pany, 9 Ellicott Street, Buffalo, 
| New York, as distributor of its 
complete line of mechanical rubber 
goods in Buffalo and adjacent terri- 
tory. 


Distributor 





HUNTINGTON 
Grinding Wheel 


Dresser 





CUTTERS 
that Win and Hold 


| TRADE 


Oh, yes, there is a difference 
in cutters. Not in physical 
appearance, maybe, but in the 
stuff that goes into them— 
in the service they give. 
Quality steel, quality work- 
manship (milling, not 
stamping) and scien- 
tific heat treating 
make Vincent cutters 
last longer. 


Svery 
VINCENT 
Cutter 
Has 18 
Teeth 







They can be sold on that” 
point — especially these 
days. They are being 
bought for that reason all 


Waytiiis over the country. 


\Witeea «| VINCENT “AA” 


HIGH SPEED TOOL 
BITS WILL 
MAKE YOU SATISFIED 
CUSTOMERS 














The Vincent Steel 
Process Company 


2434 Bellevue Ave. 
DETROIT, MICH. 
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/ Speed MILLING CUTTERS 


~ Dependability 
When you tool up a job with NATIONAL Milling Cutters you know 
they will stay with you. Hammered High Speed Steel Blanks, Individual 


Engineering, Good Workmanship and Scientific Heat Treatment all 
combine to that end. 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U.S.A. 
Tap and Die Division—WINTER BROS. CO., WRENTHAM, MASS. 


iJ 
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MADESCO 


offers distributors 
a complete line of 


TACKLE BLOCKS 


also shackles, sheaves, hooks, etc. 


100% 
dealer distribution 
Resale prices 
with definite profit 


A Hint on 
Future 
Business— 


Reconstruction 
work requires 
tackle blocks ... 
Sometimes large 
quantities of 
them. We make 
it possible for 
our dealers to 
get many of these 
orders. Watch for 
inquiries and get 
our prices. 








ONG 
Ligh t Loads 











7706 


_— TORS who sell Madesco Prod- 

ucts know how much effort they can 
devote to the line, for a definite margin of 
profit is provided by our resale plan. Madesco 
now makes a complete line of Tackle Blocks 
and standard accessories for use with Manila or 


Wire Rope. Catalog gladly sent upon request. 


MADESCO TACKLE BLOCK CO. 
EASTON, PA. 








AN UNLIMITED LINE 





© for every 
industrial need 


Every factory ... 








23-A Series 
(Patented) 








for... 
@ The 4-STAR Line 


* QUALITY PRODUCT 

* COMPLETE LINE 

* CONSUMER ADVERTISING 
* PROFITABLE MARGIN 


Write for Jobber Proposition. 


TRUCK CASTERS 





mill . . . warehouse 


. bakery ... laundry— 


a prospect for Bond 
Truck Casters! What- 
ever the type of caster, 
whatever the duty re- 
quired of it, Bond can fill 
the need. The complete 
Bond Line helps you get 
new customers and sat- 


isfy old ones. 


BOND FOUNDRY & MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 


PHILA. OFFICE: 617 ARCH 5ST 
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N. Y. C. OFFICE: 30 CHURCH ST 











Despite the fact that it was 
blue Monday and a miserable 
day to boot, this group of 
manufacturers’ men and mem- 
bers of the organization of The 
Rayl Company, Detroit, cheer- 
fully posed for this snapshot. 
Left to right: Ivan Hull, Rayl 
Company; John Penny, Green- 
field Tap and Die Corpora- 
tion; Fred Schmekel, Rayl 
Company; Bill Stauble, Holo- 
Krome Screw Corporation; 
George Nichols, Rayl Com- 
pany; Bill Read, Rayl Com- 
pany; Larry Gignac, Hazard 
Wire Rope Company; Ed 
Bernstein, Rayl Company, and 
Don Stewart, Safety Grinding 
Wheel Company. 


Johnson Belting Adds 
New Man 


© Johnson Belting Company, New 
York City, has added Harry 

Pratt to its staff. Mr. Pratt will 

work out of the New York office. 


Correction 


@ In the April issue of MILL 

SUPPLIES on page 13, Question 
No. 7, which dealt with the import- 
ance of trying gauge cocks (“Try 
Cocks”) each day was incorrectly 
illustrated. A steam gage cock in- 
stead of a boiler gauge cock or 
“try cock” was used. 


Gilmore Now Handling 
Enduro Steel 


@ The Gilmore Steel and Supply 

Company, San Francisco, has 
been added to the list of warehouse 
distributors of Enduro stainless 
steel, manufactured by the Republic 
Steel Corporation, Youngstown, 
Ohio. In making this announce- 
ment, N. J. Clarke, vice-president 
in charge of sales for Republic, 
stated that there are now available 
45 warehouse stocks of Enduro 
stainless steel in principal cities 
from coast to coast. 
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FROM THE MAN WITH THE GUN 


If the lubrication of any bearing in any customer's plant is being 





neglected due to inaccessibility —explain how remote bearings 
may be lubricated with ease and speed from a convenient central 


location — sell Alemite Header Blocks! 





Wherever there is a possibility of your customer's manufactured 
product becoming contaminated by dripping oil — tell him how this 
costly waste may be easily eliminated by the use of semi-solid lubricants 


—sell the Alemite Hydraulic System! 


Where your customer may be exposing lubricants to dirt, dust and 
other abrasives due to excessive handling required by old-fashioned 
methods—put the Alemite Barrel-to-Bearing story across—take a nice 


order for Alemite Fittings and Guns (power or hand operated). 


When your customers have no means of measuring the amount of 





lubricant delivered to anti-friction bearings and are risking hot 


} 


running bearings as a result—explain how the Alemite Gun lets him 


know precisely the amount of lubricant introduced to the bearing at 


4 


each application—sell Alemite Guns and Fittings! 


Se. 


If you want additional information regarding the sale or 


application of any of the Alemite equipment recommended 
Alemite Corporation, Dept. E, (Div. of Stewart-Warner Corp'n.) 


i il it at 
on this page, check the attached coupon and ma s50S Stvccany Peistncian, Chteman, Utne 


once. Complete information will be sent you immediately. Please send me complete sales information on the subjects indicated. 


(_] Lubrication of Remote Bearings. 
ALEMITE CORPORATION (_] Elimination of Oil Contamination. 
(_] Barrel-to-Bearing Lubrication. 


1886 Diversey Parkway Chicago, Illinois {_] Measured Lubrication of Anti-Friction Bearings. 


| ALEMITE |= 


Distributor’s Name 
Reo.vU.S. Par. Orr. 
CONTROLLED APBLICATION OF THE COBBECT LUBRICANT City State 


(Division of Stewart-Warner Corp'n.) 
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they Oulelass 
& “MOLY” 


HACK SAW BLADES 





need but a test to make a sale. Dis- 
tributor after distributor writes en- | 
thusiastically. “Shining light of the | 
depression” writes one. ‘4 mos. | 
sales of ‘Moly’ beat last year's total | 
for all blades” reports another. “‘En- | 
tire sales force enthusiastic” says a | 


third. 


Best of all, they sell for less than | 
blades whose efficiency is no greater. 


The Star line is complete — hand 


or power. . . “Moly” or Tungsten 
... Allhard, Flexible, Special 
W CLEMSON BROS., inc. Flexible. They are sold only by 


Mill Supply and Hardware Dis- 
tributors. 


Middletown, N. Y. 
65022 














Established 


Thirty Years 
1905 


in This Industry 


(Stra Dd 


——— 














Flexible Shafts and Machines 


| 
THE MOST POWERFUL FLEXIBLE SHAFT MADE | 
4 R c Dp E KL 
/ / 


EGHIL L 
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SIXTY TYPES AND SIZES—Y¥s to 2 H.P. 


TYPE M7—1 H.P. MACHINES 
FOR 
HUNDREDS 
OF 
OPERATIONS 







TYPE M2—Y‘e H.P. 





ORIGINATORS 
AND 
MANUFACTURERS 


IT PAYS 
TO BUY 
THE BEST 





A. STRAND AND COMPANY 
“Ai acrvay 5001-5009 No. Lincoln Street, CHICAGO 


AND FACTORY 








MeDaniel Joins Fostoria 
as Sales Manager 
@® Cc. W. McDaniel has been ap- 
pointed general sales manager of 
The Fostoria Pressed Steel Cor- 
poration, Fostoria, Ohio, and, ac- 


| cording to C. D. Pifer, president 





C. W. McDANIEL 


of the company, will supervise all 
sales and merchandising activities 
of that organization. 

Mr. McDaniel was with the Good- 
year Tire and Rubber Company for 
seven years as manager of inner 
tube sales; with Aluminum In- 
dustries, Incorporated, for two 
years, as director of sales and ad- 
vertising, and for seven years with 


| McDaniel-Fisher and Spelman, In- 


corporated, advertising and mer- 
chandising counsel. 


Link-Belt Appoints Detroit 
Distributor 


@ Link-Belt Company, Chicago, has 

appointed R. G. Moeller Com- 
pany, 14415 Meyers Road, Detroit, 
Michigan, as distributor of Link- 
Belt crawler shovels, cranes, drag- 
lines and locomotive track-type 
cranes. 


Will Conduct Course in 
Industrial Marketing 


@ Dr. John H. Frederick, author of 

“Industrial Marketing” and As- 
sistant Professor of Marketing at 
the University of Pennsylvania, 


| will conduct a course in industrial 


marketing at Iowa State Univer- 
sity, Ames, Iowa, from June 11 to 
18 in connection with their summer 
session. 

In addition, Dr. Frederick will 
conduct a three-day conference for 
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CLEARING THE WAY 


: > 
As the Tank smashes resistance for troops, so Jenkins’ 
Advertising clears the way to valve orders for you. . . 


EVERY MONTH valve users throughout industry are reached by Jenkins’ 
big advertising campaign. Engineers, architects, contractors, designers, 
executive heads, purchasing agents... readers of twenty-seven leading 
publications are sold and kept sold on Jenkins Valves. @ While this 
printed sales force doesn’t take a single order, it does a thorough job of 
clearing the way for you to do the taking. It is a powerful ally in your 
battle for valve orders . .. more effective because it consistently recom- 


mends —“‘order from your supply house”. 


JENKINS BROS., 80 White St., N.Y.; 510 Main St., Bridgeport, Conn.; 524 Atlantic Ave., Boston; 133 N 
Seventh Sc., Philadelphia; 822 Washington Blvd., Chicago; JENKINS BROS., Ltd., Montreal; London 


Jenkins Valves 


BRONZE—IRON—STEEL SINCE 1864 
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A WHEEL NUT? 
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Jenkins Valves 














ROBBINS & MYERS, Inc. 


Electric and Hand Hoists and Cranes 


The New 
Bantam 


Electric Hoist 


The R&M Bantam Electric hoist was 
designed especially for the rapid han- 
dling of light leads in production 
shops. For locations where large 
numbers of pieces 500 Ibs. or less in 
weight are moved the Bantam will be 
found a valuable aid to lower costs. 
While carefully designed to be very 
small and light in weight so as to fit 
into all conditions, rugged ability to 
give reliable service was made cer- 
tain. Head room only 13”. 


Some purchasers stress weight of machinery as indica- 
tive of its strength. While true to a reasonable extent 
it must not be overlooked that the use of alloy materials 
and skill in design can reduce weight without any 
sacrifice of strength or of reliability. Excess weight in 
an electric hoist serve? no useful purpose but rather 
slows up production by exhausting the operator’s 
strength in moving it along the runway. The Bantam takes 
little effort to move, is built rope or push button control 
and a selection of hoisting speeds is available. 





A FAST 
HOIST 
FOR A 
FAST JOB 





Sold through Mill Supply Houses Everywhere by 


ROBBINS & MYERS, Inc. 


HOIST AND CRANE DIVISION 
SPRINGFIELD, OHIO 


Now in use 
leading 
plants 

















ALLIGATOR 


TRADE MARK REG.US. PAT OFFICE 


STEEL BELT LACING 





GREAT 
STRENGTH 











publications with a 
total circulation of 
3,741,957 per issue 


are carrying the story of Gen- 
uine ALLIGATOR STEEL 
BELT LACING to the user in 











1935. This is part of our 
consistent long-time mer- 

















SMOOTH ON 
BOTH SIDES 


chandising program. 


Sales of ALLIGATOR STEEL 
BELT LACING are profit 
sales for the jobber and the 


PROTECTION OF stock turnover is rapid. 


BELT ENDS 











’ 


(Sole Manufacturers) 
FLEXIBLE STEEL LACING CO. 
1633 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, London, E. C. 2 





Accept No 


—_ 


Se woe, 3g 


104 





TRADE MARK 
REG. VU. &. PAT. OFF. 








|marketing executives of Iowa com- 
panies in the industrial field in con- 
junction with the Iowa State Engi- 
neering School at Ames on June 
|13, 14 and 15. 


Landis Machine Issues 
New Bulletin 


@ Landis Machine Company, In- 

corporated, Waynesboro, Penn- 
sylvania, has just published Bul- 
letin D-84, covering its line of 
14 and 2 inch Landmaco pipe and 
nipple threading machines. This 
8-page booklet contains illustra- 
tions of the machines, together 
with descriptive matter and speci- 
fications for each size and type of 
machine. 


Issues Motorized Reducer 
Catalog 


@ A 20-page illustrated catalog, 

Number 1515, covering a newly 
developed line of motorized speed 
reducers has been released by The 
Link-Belt Company, Chicago. By 
means of an example the catalog 
shows how the proper reducer can 
be selected from the tables, which 
give dimensions, capacity ratings 
and speed ratios. 





| Nail Sales Up in 1933 


|\@ A preliminary report, compiled 

from data collected in the Bi- 
ennial Census of Manufactures 
taken in 1934, shows that the total 
production of nails and spikes in 
11933 was $34,441,075, an increase 
of 2.2% as compared with $33,- 
714,689 reported in 1931. Of the 
1933 total, $6,078,131 was con- 
| tributed by establishments in which 
‘nails and spikes are the chief 
| products and the remainder by wire 
‘mills and plants operated in con- 
nection with rolling mills. 


| Rahmann Company Cele- 
| brates Fortieth Anniversary 
| 


e George Rahmann and Company, 
New York City, manufacturers 
lof belting and leather specialists, 
| celebrated its fortieth anniversary 
fon April 12. 
| A reception was held during the 
| day at the New York office for out- 
| of-town managers and salesmen, at 
|which time A. H. Rahmann was 
|presented with a handsome leather 
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ARMSTRONG 


ARMSTRONG a ae ne Forged 


_ DOG: 
WRENCHES OGCS siting Ma- 


chine Dogs, drop forged 
N YOUR MAR KET, the indus- from tough open hearth 
trial field, no other name carries steel, Alloy steel 
more prestige or tradition than . ' ee hardened at the 
“ARMSTRONG.” In wrench lines, no ’ point. Bute overs 
other offers more in_ designs, ; \ — hg oo - 
strength, finish—in all around qual- ; a 
ity and completeness. That is why 
increasing numbers of industrial , 
distributors and industrial users are , iJ 
standardizing on ARMSTRONG ; BORING 


WRENCHES. 50 types, all sizes, 1 ba MSTRON 
quality . . . a line that needs no a AR G 
fill-ins, that is widely and continu- 


ously advertised, that attracts busi- 


Drop Forged 
8 ego? ‘ 
ness and holds it. Oni~ Cc” Clamps 


Drop Forged ; 3 ng Bs sc 
Carbon Steel Wrenches 49, tral woe. Recor. 

: nized as the fines 
Chrome-Vanadium Wrenches CARBIDE BORING 


clamps made, 


New . ie PIPE — 
Socket Wrenches ARMSTGNG BROS. TOOLS 


— 


== The te te line made. 
The Detachable-Head Socket Wrench oar BORING re 
Line provides Chrome - Vanadium 
Steel Sockets (with ARMSTRONG 4. rz 
Drivelock feature) and Drivers of = © 
all standard types as well as im- CUITING-OFF 
proved design Ratchets. Matched sets a ae 
in steel cases or single pieces. b- nee 
Sizes to great 5-inch socket bridge 
wrenches. 


CUTTING-OFF eNURLING 


J ROMEO | ARMSTRONG 


WRENCHES TURRET LATHE AND 


— 


curtail ead SCREW MACHINE TOOLS 
LONGER 


= 
LIGHTER ‘ 
THINNER aon - 
earee” ‘° pHAPES a STRAIGHT 
CUTTER 
; CUTTING-OFF LANES HOLDER 
; ’ CUTTER 
; = 3 HOLDER 
, ae PLAIN . 


TURNER 


~® ARMSTRONG TOOL HOLDERS 


ARMSTRONG TOOL HOLDERS are the standard 
cutting tools wherever metal is machined. They 
are used in over 96% of the Machine Shops and 
Tool Rooms; are sold thru industrial distributors. 
“Staple as sugar,” they still offer, in the complete 
Sarid . system of over 100 sizes and sh , one of your aNals ie) 
Wrenches greatest sales and profit opportunities. Now the elelt 
ae Winachail . savings and advantages of ARMSTRONG permanent, multi-purpose 
: tools that take standard cutters, that do innumerable operations .. . 


Sets for q that “save All Forging, 70% Grinding and 90% high Speed Steel,” f 
every need , +. have been extended to the production department with the new ~ 
- 


DRILL 
HOLDERS 


ARMSTRONG TURRET LATHE and SCREW MACHINE TOOLS. This 
new line opens the unlimited production tool market for the injlus- 
trial distributor. Get behind it. 
ner a at Me 


Write for Catalog B.35 , K% @ —KNURLING TOOL 


ARMSTRONG BROS. TOOL CO. we 
“The Tool Holder Pe »ple’’ 
305 N. Francisco Ave., CHICAGO MULTIPLE 


f CUTTER HOLDER 
New York Sales Office: 100 Lafayette Street 


MAY 1935 








DIAL INDICATORS Nos. 25-A, 25-F 






NO. 239 
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DUTY 
MICROMETER 


DOVETAIL 
VERNIER 
CALIPER 

No. 438 
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GEAR TOOTH 
VERNIER 
CALIPER 

No. 456 


VERNIER 
DEPTH 
GAGE 

No. 448 














INSIDE MICROMETER No. :}74 





desk chair by William P. 
behalf of the entire organization. 

A dinner was served at 6:30 on 
the Rockefeller Roof of the R.C.A. 
Building, followed by a party at 
where a per- 
Great Waltz” 








Every shop needs Starrett Tools 
like these. It will pay you to keep 
your stock complete. Write for 
extra copies of Starrett Catalog No. 
25 “EG” which describes more 
than 2500 Starrett Tools. 


THE L. S. STARRETT CO. 
World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Taps—Standard for Accuracy 
ATHOL, MASS., U. S. A. 
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® The 


Don F. Holtsbery (upper left), 
representative of the Hewitt 
Rubber Corporation, had just 
completed a showing of his 
company’s “Romance,” a pic- 
ture tour of the Hewitt plant, 
with accompanying phono- 
graph description, before the 
sales force of the Kirkby Ma- 
chinery and Supply Company, 
Toledo, Ohio, when this flash- 
light was taken. Next to Don 
is D. W. Connor, and at the 
latter’s left, F. R. Boxwell. 
In the front row, left to right, 
are: H. B. Strong, J. A. 
Kirkby, president of the com- 
pany, and the latter’s son, 
F. R. Kirkby, who is secretary 
of the Kirkby company. A. J. 
Kuhr, sales manager of the 
Kirkby organization, was laid 
up at home and couldn’t join 
this congenial group for a most 
pleasant evening. 


the Center Theatre, 
formance of “The 
was enjoyed. 


Skinner Company Issues 


Booklet on Chucks 


Skinner 


New Britain, 


operated chucks. 
trated and 
data, 
information on the Skinner line. 


It is fully 
contains 


Jenkins Brothers Issues 
New Circulars 


® Jenkins Brothers, 

City, has recently 
three new 
Form 
iron body gate 


New 
circulars as 
valves; 
valves. 


circulars in colors. 
160 carry prices. 





Ward on 


Chuck Company, 
Connecticut, has 
brought out a new booklet, consist- 
ing of 16 pages and cover, on hand | 
illus- | 
engineering | 
dimensions, prices and other 


York | 
brought out 
follows: 
160 on Jenkins regrinding 
Form 159 on 
Jenkins Twin-Bolt gate valves, and 
Form 162 on Jenkins bronze gate 
These are small, illustrated 
Forms 159 and 


LINE of LEAST 
RESISTANCE 


Cadmium plated Arro Expan- 
* sion Bolts always find a ready 
market. There are several reasons 
Your 
customers immediately recognize the 
value of Cadmium plating as a 
means of preservation against rust. 
They appreciate 


for this splendid acceptance. 


the completeness 
of the Arro line, meeting as it does 
their most intricate need. They are 
impressed by the quality workman- 
ship. And too, the designs are mod- 
ern and practical. Thus, in compar- 
ing Arro Expansion Bolts with your 
present stock, you wll find them real 
sales builders—the 
sistance. 


line of least re- 
Write for catalog and job- 
ber’s prices. 







ARRO EXPANSION 
BOLT COMPANY 
Marion, Ohio 


Originators 
of Cadmium Plated 
Expansion Bolts 


ARRO 


REG. U.S. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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ROTARY PUMPS 
2 to 2400 gal. per min 





; 
| MULTI-V-DRIVES 
Fractional to 1500 hp 











1 to 1000 cu 


with 


the 





AIR COMPRESSORS 
. ft. per min, 








POWER Spoon 


1 to 500 gal. per mi 


y (- Pak 


STEAM PUMPS 


10 to 300 gal. per min. 





BUILD YOUR PROFITS 
A COMPLETE LINE... 


UNDIVIDED RESPONSIBILITY 


OF ONE MANUFACTURER... 


DEEP WELL 

TURBINE PUMPS 
20 to 5000 

gal. per min. 














[’. the Worthington Line, 


there is a correct unit to 


fit every compressed air 


and water handling job. 


[" is sturdy equipment, 
expertly engineered, ac- 
curately built and backed 
by a world-wide organiza- 
tion, pledged to the highest 
standards of quality and 


service. 


BUILD YOUR BUSINESS 


and HOLD IT... with 
Worthington Products 


| @ Ask about the Worthington Dealer Plan 


WORTHINGTON PUMP AND sopeniomal Paronetinescnigpnaenre Ww 


» General Offices: HARRISON, NEW JERSEY - 


ATLANTA =—s«MCINCINNATH = s«éDETROIT 
CLEVELAND 

BUFFALO ——(;stiéiALASNS——i(itsé MSO 

CHic 





Branch Office 








———_ ——————— 
RO 8 ——_s a 
AAA 


: | eS 


cipal Cities throughout the World 4 
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IMPORTANCE OF 
THE PACKAGE 
IN WHICH BOLTS 
ARE SHIPPED- 


Next to 
the 


the article itself is 
container in which it is 
shipped. 

‘“(Good” boxes and kegs are good 
enough for ordinary bolts and 
nuts. 


Clark “Quality” Products are 
not satisfied with “good” pack- 
ing but like the product, the 
container must be “superior.” 


Our much 
heavier lumber than most others 


boxes are made of 


the kegs are stronger and sci- 
entifically constructed. 


the contents 
“undamaged” — as 


deliver 
“unbroken” 


They 


shipped. 


It is aMATTER WELL WORTH 
YOUR consideration. 


CLarx Proshoit 


Charles St. 
MILLDALE, CONN. 









































Spencer to Represent 


LaSalle Steel 


@ Paul R. Spencer, Denver, Colo- 
rado, has been appointed repre- 
sentative of the LaSalle Steel Com- 
pany on the sale of its products in 
the states of Colorado, New Mexico, 
Arizona, Nevada, Idaho, Montana, 
Wyoming and in western Nebraska 
and El Paso, Texas. Mr. Spencer 
will handle the entire line of steel 
bars and special profile shapes 
manufactured by LaSalle. 


Hedner Elected Chairman 
Electric Hoist Association 


@® Carl O. Hedner, manager of 
hoisting equipment sales, The 
Yale and Towne Manufacturing 


Company, Philadelphia, was elected 
chairman of the Electric Hoist 
Manufacturers Association, at the 
eighteenth annual meeting of the 
organization, held in Buffalo March 
21. He succeeds Frank F. Seaman, 
general manager of the hoist and 
crane division, Robbins and Myers, 
Incorporated, Springfield, Ohio. 

Charles A. Moore, chairman of 
the board of Manning, Maxwell and 
Moore, Incorporated, New York, 
was elected vice-chairman of the 
association. 


New Counter Display 
for Bauer Ladders 


@® Bauer Manufacturing Company, 

Wooster, Ohio, has developed a 
novel ladder display for use on the 
counters of dealers. The ladder is 
a miniature of the Bauer Super Ex- 








tension model and can be raised or 
lowered. On the opposite side is 
a cross-section of a full size Bauer 
ladder, showing the countersunk 
rung and double-dipped tenon. 


Link-Belt Moves Portland 
Warehouse 


@® Link-Belt Company, 
has moved its warehouse in 
Portland, Oregon, from Front 
Avenue, where it had been located 
for approximately 20 years to 
14th Avenue and Savier Street. 
This new location provides facil- 
ities for carrying a complete line 
of conveying and power trans- 
mitting machinery and for making 
shipments by rail or truck. 

The company’s sales offices will 
also be located at the new address. 
D. L. Shirley is in charge as resi- 
dent manager. 


Chicago 


A Golf Game Worth While 
Watching 


@®A_ golf foursome comprising 

W. C. Hunter, Mr. Ryan of Cut- 
ter, Wood and Sanderson, W. S. 
Quigley and W. P. Ross, of Stand- 
ard Tool Company, will stage an 
exhibition game at the Golf 
Tournament at the Pinehurst Con- 
vention this month. Messrs. Quigley 
and Hunter will try to overcome 
the golfing ability of Messrs. Ryan 
and Ross. 

Mr. Hunter suggested that Mr. 
Quigley stop at Pinehurst on his 
way back from Florida recently to 
get an idea of the layout of the 
course so as to be “primed” in ad- 
vance as to the “traps” that might 
be encountered, and be just one 
step ahead of their rivals. At the 
present time it looks as though 
there might be “fireworks” at this 
game. 

If possible, our reporter at the 
Convention will try to cover the 
game and get the low-down on it 
and publish the results in the June 
issue of MILL SUPPLIES. 








PUBLISHER'S STATEMENT OF 
CIRCULATION 
This is to certify that the average circula 
tion per issue of Mill Supplies for the six 
months’ period July Ist to and including 
December $lst, 1934, was 5,240 
(Signed) A. E. PAXTON, 
Manager 
Subscribed to and sworn before me on 
this 2lst day of February. 1935 
(Notary’s Seal) LILLIAN E. BOWEN 
Notary Public. 
Bronx County Certificate 187 Certificate 
filed in New York County 1120 Registers 
85 


(My Commission expires March 30. 19386.) 
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PAINT PAYS 


IF YOU USE THESE 5 POINTS 





TO SELL PERMITE ly Le P 


® 50% Greater Coverage 
@ Always ready to use 
® Maximum Leafing 

@ Lasting Brilliance 


@ Greater Resistance to 
Weather and Corrosion 





If you hold a Permite franchise, a paint 
department will pay you well. For Permite 
Ready-Mixed Aluminum Paint lifts paint 
sales out of the “‘price competition” class. 
With Permite, you can sell your customers 
on the true economy of a more convenient, 
longer lasting paint, that actually costs 
less *“*by the foot.”’ 


You can sell Permite with the five selling 
weapons at the left. You can sell it—at a 
profit—to the big aluminum paint market 
that exists in your territory. Permite ad- 
vertising and merchandising support will 
help you. 


Write today for details of the Permite 


franchise—if your territory is still open. 


ALUMINUM INDUSTRIES, INC. 
CINCINNATI, OHIO 


PERMITE@PAINT 


COSTS LESS ‘“BY THE FOOT’’ 
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SALES POLICY 


PROTECTS DISTRIBUT 


AS . . » Because Yale maintains a policy of 
a selling only through distributors. 

















DISTRIBUTORS who 
Yale greater 
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ENNEDY Valves and Pipe Fittings are easy to seil 

because of their attractive appearance, sturdy de- 
sign, clean-cut machine work, and the long-established 
Kennedy reputation for honest value. 





Machinists and pipe fitters find that Kennedy Valves and 
Fittings go on the pipe easily, make up tight joints with 
minimum time and labor, and are thoroughly leakproof 
on test. 


Engineers find that Kennedy products can be depended 
upon to operate properly and give long service without 
maintenance expense. 


Your own Purchasing Department will appreciate the 
speedy service, reasonable prices and fair dealing of the 
Kennedy organization, which sells to industrial plants 
and contractors only through supply houses. 


These are some of the reasons why supply houses find 
Kennedy products a highly profitable line to handle. It 
will pay you, too, to standardize on them. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


) Warehouses in principal industrial centers 











What users say 
about Kennedy 
Products 


“Kennedy Fittings and 
Valves are perfectly sat 
isfactory. I highly recom 
mend them to other engi 
neers,” 


“TI install nothing but 
Kennedy Valves, as 1 
find them the best.” 


“Kennedy Fittings help us 
to do better work with 
less effort.” 


“T find Kennedy Valves 


* and Fittings to be the best 


that can be gqotten and 
alavays use them in all 
our work,” 


“IT have used Kennedy 
Valves for 35 years and 
have had best service.” 


“Both in finish and 
threads we find Kennedy 
Fittings the best we ever 
looked into, say our em 
ployes. We agree with 
them.” 


“We have used Kenned 
Fittings for some time 
and they have proved 
quite satisfactory. The 
tapping runs true both as 
to size and direction 
They are light, yet strong, 
and stand more tighten 
ing than any other fittings 
ive have ever tried.” 


“Have been using Ken 
nedy Valves and Fittings 
for years, as they are al- 
aways reliable and stay 
tight.” 


| KENNEDY 





| VALYES~PIPE FITTINGS~FIRE HYDRANTS 
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QUALITY 














@ NORTH, SOUTH, EAST, WEST.... 
wherever the wheels of industry turn, you 
find tools bearing Williams’ brands. No 
accident is this universal recognition . . . 
chance had little to do with their world- 


wide acceptance. 


For more than fifty years Williams’ ham- 
mers have been thundering. . . forging 
helpful tools that make the wheels of indus- 
try turn more easily ...and more pro- 
ductively. And during this time the name 
WILLIAMS has been recognized as synony- 


mous with quality. 


Today, as for the past half century, you 
can place your confidence in the assured 


performance of Williants’ tools. 


os. H. WILLIAMS & co. 
“The Wrench People” 
75 Spring Street New York City 


WESTERN WAREHOUSE AND SALES OFFICE: CHICAGO 
WORKS: BUFFALO,N.Y 
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Dodge distributors are in a position to offer an exclu- 


sive service to industry. Because of the broad coverage 


of transmission requirements offered by the Dodge 


line, the distributor is not limited in his recommenda- 
tions. He can sell his customer the right drive for 


every job. 


The Dodge line is not only complete in the sense that 
it offers every appliance necessary for the mechanical 
transmission of power,—it offers babbitted, roller and 


ball bearings; iron, steel, wood and iron spider wood 





rim pulleys,—each product offering the best solution 
for each condition of service encountered in industrial 
plants. 


The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 
costs, and meet new production demands. Leading 
authorities agree that savings of from 20°, to 50° 
can be made by many plants. Dodge advertising and 
sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 














A 
L Drive: 


oy 











Industry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 
Industrial executives are giving serious consideration 
to the many ways provided to get the power to the 


work in an effort to find the best and least costly. 


PAB olathe eT ES 


Dodge distributors are able to offer valuable assistance 
to their industrial customers and prospects. They can 
not only offer a complete line of power drives but a 


complete and specialized engineering service. 


Dodge drives are assembled from modern, standardized 





parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 


for the buyer. 


CO ea oatmsy 


Only Dodge distributors can offer this service. Only 


Dodge distributors have this opportunity to serve and 


Sues os 


profit. 
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THE LIGHTEST WEIGHT ana 
most efficient HOIST on the market today 





Round, for the first time, has combined steel and 
aluminum into one of the strongest, easy-to-handle, 
lightweight hoists ever built. 





Lightweight —this sensational new hoist {features 
aluminum on all non-load bearing parts and steel on 
all load bearing parts. It is so light, one man can 
carry and erect it with ease. 


The Liftabout offers a wider range of operation than 
any hoist on the market. Load bars can be built in- 
tegral, adapting it to monorail construction. Full 
swivel suspension, another Round feature, increases 
its usefulness and efficiency still further. 


Easy to service — free from complicated mechanism, 
and simple in design, makes it the easiest hoist to 
take apart for servicing — if necessary. 


The Round Liftabout gives you and your salesmen 
something new to talk about on chain hoists. Write 
for complete information and prices. 


DAVID ROUND & SON 


CLEVELAND .«-.- - - - OHIO 
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©. IBER COMPANY 


SUPPLIES for 
INDUSTRIES 


The Cuneo Press, 
Cermak Road - Canal - Grove Streets, 


Chicago, 


Illinois 


Gent lemen:- 


600 WEST RANDOLPH STREET 


CHICAGO 


Inc., 


No doubt the fact that an estimated 


March 18th, 


2 


CATALOGS BUILT BY CUNEO | 


“over 50% increase in sales”’ 





1935 


increase of over 50% in sales attributable to our new 


catalog issued six months ago, will be of interest to you. 


We are very pleased with this catalog 
not only because of it’s excellent layout, compilation 
and binding but because of the wonderful, enthusiastic 


reaction from our customers whom we strive to please. 


Relieving our catalog to be a real 


business building medium and considering the small 


investment, we anticipate issuing a new book about every 


five years, 


success, 


OI-ES 


we are, 


THE 


MAY 1935 


With best wishes for your continued 


Yours 


CUNEO PREsSs, INC., CHICAGO 





ry truly, 


COMPANY 














What Others Say 


About Their Cuneo Compiled Catalogs 


“One of the most attractive distributor catalogs 
ever issued.” 
R. C. Duncan Company, Minneapolis, Minn. 





“We acknowledge receipt of our No. 35 catalogs 
and express our appreciation for the splendid 
way in which your organization co-operated 
qwith us by following out our ideas in the com- 
piling of this catalog.” 

Central Rubber & Supply Co., Indianapolis, Ind. 













“The best 
issued,” 
Blish, Mize & Silliman Hdwe. Co., Atchison, Kan. 


and most economical catalog ever 







“The care you have taken to use the latest up-to- 
date cuts makes this catalog the very best we 
have ever sent out to our customers.” 

Barrett-Christie Co., Chicago, Ill. 


“One of the most complete and finest laid out 
catalogs we have ever seen.” 
Pacific Mill & Mine Supply Co., Los Angeles, Cal. 

























“We are very much gratified with the wonderful 
catalog we have received and the co-operation 
rendered by The Cuneo Press in making up for 
us one of the most complete catalogs distributed 
in our territory.” 

Swords Brothers, Rockford, III. 





“The new catalogs which you made for us have 
been distributed to our trade and we are indeed 
happy at this reception which is reflected by a 
substantial increase in our business.” 

Samuel Harris & Co., Chicago, III. 





“One of Seattle’s outstanding buyers, one of our 
largest companies, commented on the fact that 
our catalog brought our firm more business.” 
Campbell Hardware Co., Seattle, Wash. 


“We have reviewed the catalog very carefully 
and are more than pleased with the edition.” 
F. G. Foster Co., Hoquiam, Wash. 


“We have been completely pleased with the 
catalog as well as the way you have handled the 
entire matter. We have one of the best jobs of 
its type that has been put out.” 

Kasper & Koetzle Hardware Co., Brooklyn, N. Y. 


















“The process of constructing our catalog has 
been far less tedious than former issues.” 
Lewis E. Tracy Co., Boston, Mass. 






“Don't see how it could possibly be improved 
upon and it should be the means of increasing our 
business substantially.” 

E. S. Stacy Supply Co., Springfield, Mass. 


“We are well pleased with the book. Weregard 
it the best advertisement we could make just now. 
The results are already quite satisfactory.” 

Biggs & Co., Wichita Falls, Texas. 







Catalog Service Department 
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BELTING 


Elevator —Conveyor— 
Transmission 


HOSE 


Steam — Water — Air 
Garden — Suction 
Rotary Oil Drill 

Chemical — Fire 

Etc. 


PACKINGS 


P.P.P. Rod Ebonite 
Sheet Hydraulic 


Retort etc 





5% 
ke 


every indu 


QUAKER CITY RUBBER COMPANY 


CHICAGO 


18 


The Quaker City Rubber Company takes this occasion to thank distri- 
butors wholeheartedly for their cooperation extending over half a 


century. 


It is this cooperation which has made possible the continuous growth 


in the use of Quaker mechanical rubber goods in plants everywhere. 


Distributors have this assurance: That the Quaker quality, which has 
made these products famous, shall always be maintained and made 
progressively better; that Quaker prices shall always be fair; and 
that Quaker will always extend the fullest ‘ 
cooperation and support to the industrial 


QUAKER distributor. 
HI - 1O- SL : 


© Have several openings for high grade salesmen— 


Mechanical Rubber Goods—Packings, also for Lathe Cut i 
PHILADELPHIA PA.USA and Moulded Products .. . 


a 


SPECIAL WOVEN SILVE 
GREAT STRE 
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r line is a complete one. It is a line ; 
strial distributor should know about. 


Frankford P. 0. + + Philadelphia, Penna. 
NEW YORK SAN FRANCISCO 
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“BUY IT FROM THE DIZ TRIBUTOR. >> 




















the Local Distributor. 


. fundamental to the consumer in obtaining products promptly and most 


economically 


Reliable Products 


. fundamental to the distributor in serving his customers 





with dependable merchandise that brings lasting satisfac- 


tion and increasing business opportunities 


We Urge buying through the distributor 
._ we offer products of highest 
quality for dependability and ulti- 


mate economy 


Brown & Sharpe 
Mfg. Co. 


Providence, 


R. 1. 


MANUFACTURING® AND BELTING 


Above are pictured three fast-selling products included 
in the Manheim distributor set-up. 


THE NEW VEELOS “V”" BELT: A radical improvement in “V” 
Belting, recently introduced by Manheim. Made of rubber 
impregnated segments, it provides a “V” Belting that is adjust- 
ible to length—that can be made endless on the job without 
lacing, splicing or fasteners. Efficient, long-lived, a proved pro- 


moter of sales. 


VEELOS BALATA BELTING: The ideal belt for every day run 





CO. 





of transmission, elevating and conveying applications. Will 
withstand hard, dirty, heavy outdoor work in wet or dry places. 
Strong, stretchless, uniform. 


KEYSTONE CANVAS STITCHED BELTING: \ best per- 
former for tough and heavy conveying, elevating, and transmis- 
sion. This belt, with Veelos Balata, makes an ideal selling 
combination for distributors. 


All Manheim products are profitable and rapid-turnover items 
for distributors. They warrant your investigation. 


MANHEIM MANUFACTURING & BELTING CO. 


New York Office 
350 Broadway 


MANHEIM, PENNSYLVANIA 


Chicago Office 
407 S. Dearborn St. 
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IMPERIAL NEWS 





PROFIT ITEM 1: 


Brass Fittings of Every Type | 


A line capable of becoming 
a really important factor in 
your sales and profits. Made 
in every type—Compression, 
SAE, Hi-Duty, Brass Pipe 
Size, Aluminum and Solder 
— Imperial Brass Fittings 
open a widespread and prac- 
tically universal market. 


Whether your customers’ re- 


quirements involve gas, oil 
or air lines on automobiles, 
trucks, oil burners, refriger- 
ators, or for air-conditioning, 
you are in a better position 
to serve them when you sell 


Imperial. 








PROFIT ITEM 2: 


Welding and Cutting Equip- 
ment and Rods 





 ) 
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Efficient, durable, safe. Economically 
priced. These are the factors which have 
made the Imperial line of welding and cut 
ting equipment known as one of the best 
and most salable manufactured. New 
principle improves mixing of gases A 
complete line—the right equipment for 
every job from light sheet work to the 
heaviest operations. 


Also welding rod and the new Imperial 
Welding Rod Merchandiser display rack 
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PROFIT ITEM 3: 


A New Item—Filling an Important Need 
FLEXIBLE TUBING AND COUPLINGS 


Modern gasoline engine developments—the 
use of floating power, flexible mountings 
and high-speed engines and machine tools 
—have emphasized the fact that copper 
tube lines are subject to breakage. Thus 
the need for a flexible tubing which is abso 
lutely gas, oil and air tight has become more 
urgent. 

The newly developed Imperial Flexible Tub- 
ing is the ideal solution. It is made with 
brass’ metal inner core composed of inter- 
locking members, and fused to a compound 
covering, with a uraided fabric on the out- 
side This fabric is specially treated to 
resist oil. 

Imperial Flexible Tubing is sold in coils from 
which any desired length may be cut and 
assembled by means of special couplings 
(illustrated at right, below) 


PROFIT ITEM 4: 


Sette Faucets 








Good for steady business. Sold wher 
ever liquids are handled; used for 
barrels and drums for oil, gasoline, kero 
sene, alcohol, anti-freeze, lacquers, etc 
Customers are sold by Imperial features 
such as metal to metal seat, no pack 
ing to dry out, automatic self closing, 
push lever control, and open or closed 
locking 











Small grommet ‘‘D"’ 
of tube and the tube pushed into body 
c” 

Body 
Result 
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The strong, triple wall makes it gas, oil 
and air tight. Wo limit to its flexibility 
Vibration-proof 


HOW IT WORKS 





Attaching Coupling to Flexible Tubing 


Tubing is cut to length required and passed 
through nut “A” 
“B” 


and compressible sleeve 
is placed in end 


Nut ‘A’ and 
assembled and tightened 
A tight leakproof joint 


far as it will go 


_ PROFIT ITEM 5: 





Paint Spray Equipment 


Customers 
spray guns are enthusiastic about their per 
balance, 
ease of cleaning 


who have once used Imperial 


handiness in operation, and 


The Imperial line includes guns, water and 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 


(a Cs GG 


oil separators, material pressure feed con 
tainers, air compressors from '%4 to 7!; 
H.P., portable and stationary; gravity feed 
buckets and all accessories 


Records show it is a good line to sell 
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The Most Complete Line of 
TEXTILE BELTS 


affording protection and a satisfactory 
margin of profit to Mill Supply Houses 






The products listed herewith are 
among our well-known brands. 
In addition we have many types 
of belting and accessories de- 
signed especially for specific in- 
dustries. Tell us about your 
local requirements. Some of our 
specialties may be very profit- 


able items for you to handle. 


VICTOR BALATA AND TEXTILE BELTING COMPANY 
NEW YORK OFFICE, 53 Park Place CHICAGO OFFICE, 345 West Austin Avenue 


FACTORY, EASTON, PENNSYLVANIA 
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Good Pipe! 


The essential questions to keep in mind when 
considering pipe are: 


Will the pipe deliver the service demanded? 
Can | sell it in profitable quantities? 


Clayton Mark & Company pipe is made from 
soft Bessemer steel of an analysis best suited 
to the manufacture of pipe for use in water, 
steam and gas service. 


This pipe will and does sell in quantities. The 
user standardizes on it because — 


He knows it won't leak and cause costly de- 
lays and replacements. = 


He knows every foot is made to withstand 
more than required on any designated job. 


He knows his workmen like its easy cutting 
and threading. 


Sell it and you'll profit. Write us for full 
details. 


There’s Money In Selling 





SALABILITY 
DEPENDABILITY 





CLAYTON MARK & COMPANY 


20 N. WACKER DRIVE 
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No shovel is better than the steel that goes into it. 
Ingersoll Shovels are made by a company that for 50 
years has been specializing in steels used for handling 
soil. Recently a way was found to produce a steel that 
surpasses all others in strength, toughness, ability to re- 
sist splitting and in edge-holding life. 


This new Steel is called 


EM, CROSS - 


INGERSOLL PROCESS STEEL 








It is rolled to give an interlocking mesh-grain structure, 
which makes splitting almost impossible. Although 
unbelievably tough, it is light in weight, and holds a 
cutting edge unusually well. It greatly increases shovel 
life and often outlasts ordinary steel two to one. 


TEM-CROSS Steel makes every Ingersoll Shovel a 


better “buy” for the user, and a better “sale’’ for the 


dealer, and the sales franchise becomes increasingly 
valuable as time goes on. 


Write for further information. 


Address Dept. MS 


INGERSOLL 
STEEL & DISC CO. 


Division of Borg-Warner Corporation 


New Castle, Indiana 


“The |N DE 





P EN DEN T_ Line’ 
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WHY 


do Mill Supply Jobbers find the 3-M line 
profitable ? 





Because 


the 3-M line is complete in every detail from 
the smallest to the largest ROLL, SHEET, 
BELT, DISC OR SLEEVE, made from the 
finest to the coarsest grits in all types of 
abrasives, both natural and manufactured. 


3-M 


salesmen are qualified through special training 
to make recommendations for every type of 
industrial plant, and work with Mill Supply 
Jobbers, helping solve their customers’ 
; problems. 





The 3-M Company 


maintains a complete stock and sales organiza- mS || \ Ln Anes, 7 \\\y 
tion in branches located in the following cities: JR NG) OW ES a 
Boston, Philadelphia, Buffalo, High Point, pie — nl ee = ae 
Cincinnati, Detroit, Chicago, St. Paul, St. * _- NF whey . 4 
Louis, Los Angeles, San Francisco and Seattle, | pt ——_} | _ af WAS 


“to serve the needs of modern industry.” 


LY | 
K ‘i ra oN 
3-M Surface Coated Abrasives ’ ~ | 


are accepted as the standard of quality wherever 
surface coated abrasives are used. 


MINNESOTA MINING AND MFG. COMPANY 


Saint Paul 


Baeder-Adamson Co. 


Minnesota 


Wausau Abrasives Co. 
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Tee increasing 
popularity and use of all types of 
Coffing Hoists in industry after in- 
dustry proves their real merit and 
wide adaptability. This wide- 
spread acceptance of Coffing Hoists 
has been due in large measure to 
the sales efforts of Coffing Dis- 
tributors. 


If you are not a Coffing Distrib- 
utor get the facts as to this unusual 
new and modern line of reasonably 
priced hoists—and the sales pro- 
ducing help available to you 
through our factory trained sales- 
men. Coffing Hoists will make 
your hoist business profitable — 


and your customers well satisfied. 





SPUR GEAR GRAVITY ... RATCHET 
LEVER... ELECTRIC HOISTS 
»- ALSO LOAD BINDERS 
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“There are twelve perfect files in 
every dozen.” That assurance of 
uniformly high quality is one of 
the strongest arguments you can 
use to convince your customers that 
Nicholson Files are the BIG VALUE. 
But there are other reasons — an 
important one is the fact that Nich- 
olson Files are priced to meet the 
demands of your customers’ 1935 
Budget Controls. Nicholson File 
Company, Providence, R. I., U.S. A. 


Genuin?d 
NICHOLSON FILES 


—A File for Every Purpose 


i. 
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TWIST DRILLS 
High Speed 


Bit Stock 

Jobbers Drills 
Wood Boring Brace 
Prentice 

Coe’s 


REAMERS 


Hand Reamers 
Chucking Reamers 
Taper Pin Reamers 
Shell Reamers 
Expansion 

Bridge & Boiler 


TAPS & DIES 


Hand Tap 
Machine Screw 
Taper 

Pipe Taps 


Adjustable & Solid Dies 
MILLING CUTTERS 


Plain 
Side 
Metal Slitting Saws 


End Mills 


Woodruff Key Seat Cutters 


Angular 


DRILL CHUCKS 
LATHE CENTERS 
EMERY WHEEL DRESSERS 
TAPER PINS 


& 


SPECIAL TOOLS 
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Caine call 





Cleveland 


















INCE 1881 Shield Brand Tools have been 
S meeting the most rigid and constantly 
changing requirements of manufacturers on all 
types of operations. 


Backed with this record of Shield Brand per- 
formance, you and your salesmen can conscien- 
tiously recommend these tools for production 
work, 


A complete stock of standard types and sizes 
of Shield Brand Tools will help you serve your 
customers promptly in emergencies. Our en- 
gineer-facilities are always available for urgent 
special requirements. 


The Standard Shield Emblem on a tool is your 


assurance and your customer's guarantee of 
satisfaction. 


THE STANDARD TOOL ((0. 


Ohio 
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HE Watson-Stillman Company 
now offers to distributors, in 
addition to drop forged steel 
fittings, a line of Hydraulic equip- 
ment. A reputation for quality and 





a policy especially formulated for 
distributors, makes ‘“W-S’’ products 
a highly satisfactory line to sell. 


The number of distributors who have 
recently added these products to 
their line — and their success with 
them — are proof of the soundness 
of the Watson-Stillman selling pro- 


HYDRAULIC _ HIGH PRESSURE 


JACKS Distributors’ executives and sales- VALVES 
men will find it worthwhile to in- 
vestigate the “W-S" line and the PUMPS 
PRESSES profit possibilities it offers. 


BENDERS 


FORGED 
SHEARS FITTINGS 

















WRITE DEPT. ‘‘A’’ FOR BULLETINS 
WATSON-STILLMAN CO. 


-@@——— ROSELLE, NEW JERSEY ——o# 














REPEAT 





Fig. 1 


Alll brass pipe and all brass or copper tubing is 
not alike, as any experienced user will agree. 
Adaptability of these materials for any given 
application depends absolutely on what they 
contain and how they are made. 


Wolverine has built a nation-wide reputation 
and a vast business on the basis of pipe and tub- 
ing manufactured to the very highest quality 
obtainable. A special extrusion process, ac- 
curately controlled electric annealing and many 
other technical advances have been developed 
in the never-ending research program carried 
on by Wolverine engineers to hold this leader- 
ship. 


Now, when you sell Wolverine pipe or tubing 
your name is linked with this quality standard. 
Your customer gets the type of tubing that best 
serves his requirements and when he is again in 
the market you get the business. That's only 
human nature. Repeat orders come from satis- 
fied purchasers. 


If you are not familiar with Wolverine products, 
ask our local representative or write to head- 
quarters in Detroit. 





BUSINESS 


Comes only from 


SATISFIED 
PURCHASERS 


Fig. 1—Wolverine Stand- 
ard Refrigeration Tub- 
ing in coils—thoroughly 
dried and sealed swith the 
Wolverine “W”’ to pro- 
tect it against moisture. 








a. oP ta Type ‘‘K,"’ 
and oxidized 
Water Tubing ic in all sizes from 


Ve” to 2” in hard temper 


straight lengths or in soft tem- 
per coils. 


Deoxidized Copper Water Tube 


For air conditioning and space cooling, Wolverine Deoxidized 
Copper Water Tube assures a thoroughly satisfactory installation. 
Every piece carries the name ‘‘Wolverine’’ and Type ‘‘K," ““L” 
or ‘‘M"’ stamped in the metal to indicate quality and as a quar- 
anty that the tube you are using meets A.S.T.M. and Federal 
specifications. 


Types “K,"’ ‘‘L"’ and ‘'M’ Tube are produced with the utmost 
care and control — the purity of metal and fine grain make it 
highly resistant to corrosion and, like Refrigerator tubing, it is 
accurate in gage and free from roughness or defects. 


Large Stocks For Immediate Delivery 





SEAMLESS COPPER 
1411 CENTRAL AVENUE 






BRASS & ALUMINUM 
DETROIT, MICHIGAN 
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BARNES HACK SAW BLADES 


























Meeting every distributor requirement 
for profitable sales .... 


A PRODUCT OF PROVEN QUALITY. Barnes 

blades cut swiftly, cleanly, and smoothly, and retain 

their cutting edge longer. Tests demonstrate their 
superiority in square inches cf cutting per dollar. 


A FULL LINE. There is a Barnes blade for every 
purpose. _ Half of the sales battle on blades is supplying 
the right blade for the job. 


| WY REAL SALES COOPERATION. Bames factory- 
trained salesmen — comprising what is undoubtedly the 
largest blade sales staff in the industry—are constantly 
creating a demand for Barnes blades by calling on blade users. 
Their experience in solving metal cutting problems is invaluable 
to customers and builds business for distributors. 








A SALES POLICY that supports the distributor and a 
BARNES BLADES satisfactory profit margin. Barnes blades are sold thru 


selected distributors who are given complete protection in 


RED ARROW BLADES. Hand their territories. Barnes distributors have no competition from 
and power types. Made of all high their source of supply. 
speed steel. Cutting tools without a 
peer. Y FAST TURNOVER—EASY STOCKING. Barnes aids 
SPECIAL UNBREAKABLE distributors in selecting and maintaining stocks which 
HAND BLADES. Offer all the ad- show maximum yearly turnover and yet adequately serve 
vantages of both all-hard and flexible customers’ requirements. Barnes’ blades are packed in strong, 
blades. Will not break in use. attractive, well labeled boxes which facilitate stocking and 
ALL-HARD TUNGSTEN Hand delivery as well as appealing to the customer. 


& Power Blades. Have no superior 
for cutting qualities due to their un- 
usual heat treatment. 


FLEXIBLE HAND BLADES. W. O. BARNES CO., INC. 


An excellent blade for general use. 


Individually file tested. 1297 Terminal Avenue DETROIT, MICH. 


METAL CUTTING BAND SAW 
BLADES. Made in hard edge flex- 
ible back blade for cutting hard metals 
and spring tempered blade for soft 
metals. 


JUNIOR FRAMES AND 
BLADES. For use in garage, plumb- 
ing, industrial and electrical shops. 
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Home tures RED FRICTION SURFACE HIGH SPEED 
fee OS, ‘An all-around Belt, A Giant in Strength 
for Heavy Service’ _ built for High Speeds: 

















| NDUSTRY’S approval of Home 
Mechanical Rubber line extends 

over a period of 

Actual —as well as laboratory 

tests—have proven its and 





Distributors who sell the Home line 
always have the assurance that every 
Home product will provide maximum 
efficiency and economy. This assur- 
ance is backed by actual perform- 


ance records in their customers’ 
plants and it is one of the reasons 




































































VY 


Transmission 
Conveyor 
Elevator 


Steam 
Suction 
Brewers 

Air 


Garden 
Chemical 
Gasoline 
Sandblast 


Sheet and Rod 
Steam 


Hot and Cold Water 


Air and Acids 


Home produces rubber belting for every pur- 
pose—including transmission, elevating, and 
conveying—each type representing the most 
advanced development based on long-term 
experience. 


In addition, Home distributors profit from 
the sale of many other items in the broad 
Home Rubber line, including fire hose, suc- 
tion hose, chemical hose, couplings, nozzles, 
etc., as well as packings, pump valves, and 
gaskets. 


Home is recognized na- 
tionally for strength, flexibility and per- 
fected protection. It is available in a wide 
variety of types including special process 
gum treated. 


In the sale of all Home products 
the 
and 


of full 








why distributors find it a and many other 
molded and cut 
rubber specialties 
rT SX RAT ror TTOTOTmNM T> rT? 
IOME RUBBER COMPANY 
Trenton, New Jersey 
New York Chicago London 
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The PRODUCT... 


Johnson UNIVERSAL Bronze is without 
doubt the best General Purpose Bearing 
Bronze available. The alloy—SAE 64 com- 
bines, in the correct proportion, the necessary 
elements to insure long trouble-free perform- 
ance. 


Johnson UNIVERSAL Bronze Bars are com- 
pletely machined ID - OD and Ends. This 
effects a saving of over 25% in weight and 
guarantees against undersurface defects. 
Johnson General Purpose Bushings — over 
600 sizes—are machine finished ready for 
assembly. 


Here is a line that has sales appeal—and as- 
sures customer satisfaction. 
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THE 


Profit 


COMBINATION 


The POLICY... 


The Johnson Bronze Distributor Policy in- 
corporates every good feature to insure 100% 
Factory - Distributor Cooperation. Absolute 
protection is given a distributor in his terri- 
tory with planned selling, cooperative ad- 
vertising and factory representatives always 
available. 


The profit range on Johnson UNIVERSAL 
Bronze is both wide and constant. During 
1934 Johnson Distributors turned their stock 
from 4 to 20 times. Without doubt here 
is the assured profit combination. 


Why not investigate the possibilities offered 
for your territory? Naturally there is no 
obligation. Write today. 
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Years Ahead 
in Design 


x) 
LIGHTER 


World’s First 
ALUMINUM 


Safety Hoist 


AHEAD in Lightness. Its Alcoa Aluminum Alloy con- 
struction makes it Y% lighter... easy to shift around... 
one man can do the job 


AHEAD in Safety. Its patented Safery Overload Gover- 
nor protects men, loads and hoist alike . . . automatically 
indicates overload in excess of 50% 


AHEAD in Efficiency. Things get done quicker and 
easier with an AL-LITE. It is compactly built, with fewer 
parts. Includes such up-to-date innovations as X-ray in- 
spected casting, planetary gears, ball-bearings, dust-proof 
housing, red load hook p/us dependable ‘‘Inswell’’ chain. 


If you're thinking in terms of modern production (and 
lower handling costs), you'll replace obsolete units with 
AL-LITE Safety Hoists. Let your distributor explain why 

or write to Chisholm-Moore Hoist Corporation, 
Tonawanda, New York ( Division Columbus»sMcKinnon 
Chain Corporation.) 


CHAIN HOISTS 
TROLLEYS 
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distributors 


Distributors of Blu-Mol blades are meeting with 
amazing success. The reasons should be of inter- 
est to every live distributor. 

(1) Blu-Mol blades offer economies that in- 
dustrial users cannot ignore. Any user can easily 
test Blu-Mol claims. 

(2) Blu-Mol makes good. Get one fair trial 
and you win a new customer. 

(3) Blu-Mol repeats. It continually brings 
users longer life and lower cost. Therefore you 
hold Blu-Mol customers against all competition, 






MILLERS FALLS 
TOOLS 
y ak 
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Additional facts that will further establish 
Blu-Mol as the liveliest hack-saw proposition 
for 1935 may be obtained from any Millers Falls 
representative or by addressing the company. A 
few worth while franchises are still open. Why 
not write today? 


Millers Falls Company - Greenfield, Mass. 
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°/Chrome- 
Mo-lylo-clen-um 
Most in Demand 


—most in line with 


your promotional policy 





Today only the product in proved first place sells steadily in sufficient 

volume to repay sales-outlay by the Distributor. Only consumer -prefer- 

ence of long standing justifies Jobber-preference in handling a line. . . 

Jobbers have built up the Allen business as their own: — their profits stabil- 

ized by consumer demand unique in industrial buying of a supply item. . . 

And that still holds after 25 years: — the policies that popularized the line KEEP it 
popular with the user, and what could be more popular with the Distributor! 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. W.$.A. 
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PROPERLY DESIGNED BETTER MADE 





Smooth operation — cee 
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SAFER - STRONGER 
MORE SALABLE 


These important new features make a pow- 
erful sales story for the new Trimo - Alloy 
Pipe Wrench. You can give wrench sales 


a new importance in your business by fea- 





turing the molybdenum, nickel and chrome 


alloy construction of this improved tool. 


TRIMONT MFG. CO., INC. 
ROXBURY (Boston), MASS. 
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THE BEST FILE 
TO SELL because it’s 
THE BEST FILE 
TO BUY... 


In order that you may more readily see the 


heart or business end of a Super-Duty file 
tooth we have “blown-up” a section of the 
file at the left. 

Each individual tooth is sharp and keen, 
ready to cut, not scrape—Super-Duty tooth 
conformation sees to that. 

Our distributors tell us, regarding Super- 
Duty, “Once tried they're specified” —this 
means steady repeat business, file sales 
growth and profits for those distributors 
operating under a Cleveland File Company 
exclusive sale franchise. 


SUPER-DUTY FiLES are Backed 
by a Progressive-Aggressive 
5 Point Sales Policy 


. Sales—Exclusive franchise through  rec- 
ognized distributors. 

2. Resale Policy—Strictly maintained resale 
prices. 


. Factory Cooperation— Through definite, 
planned factory help. 


. Publicity—Consumer advertising concern- 
trated in distributor’s market. 


5. Products—Quality constantly maintained and 
guaranteed. 


THE CLEVELAND 
FILE COMPANY 


3400 Hamilton Avenue 


CLEVELAND OHIO 


Your Customers’ work deserves 
Super-Duty Quality 














AMERICAN SWISS FILES OF PRECISION 








DISTRIBUTORS! 


= 


Swiss Pattern Files are the only type we manufacture; hence 
we give our undivided attention to the manufacture of 


AMERICAN SWISS FILES OF PRECISION. 


They are sold through Mill Supply Distributors because it is 
the most efficient and economical manner in which industry 
can be served. 


Mill Supply Distributors handling. AMERICAN SWISS 
FILES OF PRECISION can be sure of these facts: 


That they are selling the highest grade of Swiss Pattern Files 
manufactured. 


That they are manufactured to the closest possible dimensions, 


uniform in size, shape, temper and cut from tang to the extreme 
point of the file. 


That they are regularly manufactured in more than 2000 different 
shapes, cuts and sizes. (Special Files made to order). 


That their quality and service will make friends and build repeat 
orders. 


That, with the 100% distributor sales policy behind them, the 
distributor is assured of a profitable line. 


A worthwhile distributor sales policy is one that recognizes the 


important part played by distributors who do serve industry 
economically and promptly. 


We have recognized this important factor for more than 30 years 
and consider our distributors a part of our organization. 


A\MIERICAR 
_— LE & TOOL Co. 


1904 
TION IS 























MADE IN THE UNITED STATES OF AMERICA 
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—RESPECTED BY DEALERS 


@A definite price to the customer, with an equitable 
profit to the dealer, constitute the foundation on which 


ROCKWOCD nationwide distribution has been built. 


With ROCKWOOD Paper Pulleys, Pivoted Motor 
Bases and “V” Belt Drives, the selling price to the cus- 
tomer is definitely established, broadly published and 
strictly adhered to. Factory quotations are not lowe’ 
than those recommended to dealers. When manufactur- 
ing economies permit, lower prices are promptly issued. 
Thus the customer knows in advance he will get full value 
forhis money. And the dealer knows he will make a fair 
and living profit on the sale. 


With some industrial products, the so-called “‘list price’’ 
is merely a starting point for secret discounts and special 
concessions. On such a basis, the dealer often is in- 
fluenced to ‘whittle’ below his legitimate margin of profit 
to satisfy a close buyer. 


In this cloud of uncertainty, 





AND THEIR CUSTOMERS 


customers never know when they are getting the rock- 
bottom price, and dealers never know what price to quote 
to get the order. 


The superior performance of ROCKWOOD products 
the extensive range of local stocks available, and the 
high standard of dealer service rendered, all combine to 
give customers a most convenient, economical and desir- 
able source of supply. 


That dealers and customers alike approve and respect the 
ROCKWOCOD fair price policy is evidenced by contin- 
ving leadership wherever better power transmission equip- 
ment is being used and sold. 


THE ROCKWOOD MANUFACTURING CO. 
Indianapolis, Ind. 


Division of General Fibre Products, Inc. 


E invite you to consider the many advan- 

tages of being a ROCKWOOD dealer. 
Three types of distribution outlets are described 
below. You fit into one of these classifications. 
In each classification, there is a definite margin 
for you over the established user price. In many 
cities, there are still excellent opportunities to be- 
come an active stock-carrying dealer. Write for 
full information. 





in large industrial centers only, carrying 
complete factory stocks maintained by daily 
replacements from factory. In addition to 
serving their own customers, these warehouse 
distributors supply other dealers locally and 
in surrounding territory. 





-usually in cities where there is no ware- 
house distributor. Carry stocks of popular 
sizes and draw on warehouse or factory 
stocks for other sizes and for replacements. 
Many dealers are making substantial profits 
in this classification of the ROCKWOOD 
distribution plan. 


filling orders as obtained, by drawing on 
nearest stock-carrying deal warehouse 
distributor or from the facfory. Hundreds 
of dealers employ this method, thereby serv- 
ing their customers needs and making an 
equitable profit on each sale without any 
investment in stocks. 
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ASIER quicker pipe cutting. This spe- 
cial RIGID tool steel knife wheel rolls 
smoothly through any kind of pipe. 


And it keeps on rolling—far more cuts than 
your customers are used to getting. 


Clean practically burrless cuts. 


This superior cutting action comes from the 
distinctive RIGID knife wheel blade. Not 
ground out of bar but coined out of sheet tool 
steel, hammered and heat-treated and then cast 
into a reinforced hub. These remarkable blades 
fit any RIGID type cutter. 


Cutter housing is reinforced, won’t warp or 
break. It always cuts true. 


Rial Cutters give you new sales advantages 
and your customers new tool satisfaction. 


THE RIDGE TOOL CO., ELYRIA, OHIO, U.S.A. 
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RIQiIb All-Alioy All Heavy-Duty Pipe 








Wrench, Super-X metal unbreakable hous- 
ing, jaws of chrome molybde- 
num alloy steel. And full of 


oN exclusive RIGOQID features. 





rt 





RI@Baib No. 65R 
Threader, threads 
4 sizes of pipe 
with one set of 
chasers, mechani- 
cal setting to pipe 
size, improved 
workholder. Ten 
threaders in com- 
plete line. 


Rifaip> Pipe 
Vises, special mal- 
leable frames, tool 
steel jaws. Seven 
yoke and_ chain 
vises in the line. 
All have pipe rests 
and benders. No- 
mar jaws in 2” 
and 24” sizes. 
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REPORTS TO DISTRIBUTORS 


We express to distributors our 
appreciation of the generous co- 
operation you have given to us 
during the past year. 





We assure you that the constructive 
and productive SALES POLICY 
which YOU helped us build will 


be maintained in every detail. 


BELMONT advertising in leading 


industrial magazines, supplemented 
by sales promotion literature, carries 
to YOUR customers the convincing 
message of Belmont dependability. 


The Belmont Catalogs and Sample 
Kits enable you and your salesmen 
to demonstrate the outstanding 
quality of the many types of Bel- 
mont Packings. 


Back of our combined efforts stands 
Belmont prestige — a reputation for 
constant, trouble-free packing serv- 
ice, however severe the require- 
ments may be. 





“There is a Belmont Packing 
for Every Service” 





THE BELMONT PACKING ‘““ AND RUBBER COMPANY 


BUTLER & SEPVIVA STS. 
PHILADELPHIA, PA., U.S.A. 
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Did you ever notice the losing team 
in a ball game generally uses several 
pitchers, trying to save the game? 
The winning side depends upon one 
good one. 

A successful selling combination is 
similar in many ways to a baseball 
team. Stanley prefers to use a first 
class pitcher (distributor) and to 
back him up with air-tight sup- 
port. The success to date of this 
dealer policy proves its worth. 

Distributors find this policy works 
both ways to their advantage. 









AIR- TIGHT 
SUPPORT 


Concentrating on one good line is 
better than scattering their efforts 
over several. 

Concentrating on Stanley Electric 
Tools means you secure the benefits 
of: A complete line @ tools designed 
and built to meet industry’s demands 
@ a name which has stood as a 
symbol of fine tools for over 80 years 
@ intelligent, constructive adver- 
tising to your present and potential 
customers. 

We shall be glad to explain our 
Selective Distributor Policy in detail. 





STANLEY ELECTRIC TOOL DIVISION 
THE STANLEY WORKS 
L STANLEY ] 


NEW BRITAIN, CONN. 
; ' A LONG LINE OF PORTABLE ELECTRIC TOOLS 
Z } DESIGNED AND BUILT FOR INDUSTRY + +¢ ~¥» 
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NOTE 


The head diameter of the 
KNURLED “UNBRAKO” is 
exactly equal to that of the 
Smooth-head—-size for size 
—as the slight swelling, due 
to the Knurling, has been 
allowed for. 











Every mechanic, when driving 
screws, will invariably use his 
fingers as much as possible, 
because they are much han- 
dier than any wrench and save 
time. 


With the Knurled “‘Unbrako” 
he can drive much faster than 
before as his fingers actually 
become geared to the Knurled 
Head so they can’t slip and, 
therefore, get a much better 
purchase regardless of how 
greasy the head might be. 


Smooth-Head Screws, on the 
other hand, are hard to get 
hold of and, therefore, much 
slower to drive. 







In many intricate dies it 
might save a great deal of time 
and labor in that the Knurled 
“Unbrako” can be easily and 
quickly pinched home and 
backed off with a pair of 
pliers; with smooth-head 
screws this would, at best, be 
next to impossible to do. 


We have shown the Knurled 
“Unbrako” to some of the 
foremost Die and Tool Mak- 
ers in the country and they 
are all very strong for it. 


The Knurled “Unbrako” is of 
exactly the same high qual- 
ity as the  smooth-head 


“Unbrako.” 








U. S. and Foreign Pats. Pending 


The Knurled ‘‘Unbrako’”’ 


Order by Name—Specify the Knurled ‘‘Unbrako”’ 
OTHER MEMBERS OF THE ‘“‘UNBRAKO’’ FAMILY 


‘**UNBRAKO”"’ ‘**UNBRAKO"’ “UNBRAKO”’ 


‘““UNBRAKO”"’ 
HOLLOW SET SCREW SQUARE HEAD SET SCREW SOCKET HEAD SOCKET HEAD PIPE 
STRIPPER BOLT 


FREE SAMPLES 
STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 














oe JENKINTOWN, PENNA. NEWYORK 
DETRON BOX 519 ST.LOUIS 
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MALLEAS IRON MACHINISTS’ VISES ARE UNBREAKABLE 










REPLACEABLE TOOL STEEL 
JAW FACES 
STEEL BALL 
ENDS 
FORGED FROM 
HANDLE STOCK 
ITSELF 


UNBREAKABLE 
MALLEABLE 
IRON CASTINGS 







HARDENED 
STEEL BEARING 
WASHER 


MACHINISTS’ and COMBINATION 
PIPE VISES 
All Types . . All Sizes 


WOODWORKERS’ VISES 
Continuous Screw and Rapid Acting 





HINGED PIPE VISES 
Malleable lron—Tool Steel Jaws 


DROP FORGED STEEL “Cc” 
CLAMPS 


Deep Throat—Cold Rolled Steel 
Screw—Large Pad and Button 


The COLUMBIAN 
SALES POLICY 


is the 
DISTRIBUTOR’S PROTECTION — and 
SERVICE GUARANTEE. 
SIMPLIFY 
YOUR VISE PURCHASING 


-- by combining shipments 


from the OUTSTANDING SOURCE 





Write for Catalog and Complete Information 


THE COLUMBIAN VISE & MFG. COMPANY 
9021 Bessemer Avenue CLEVELAND, OHIO 
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CAPITAL 


BRUSHES 


and 
BROOMS 
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Recognized Value 


is easter to sell 


Over 45 Years of Superior Brush 
and Broom Making Are Behind 
You When You Sell the— 





There is a real advantage in selling a line recognized 
throughout the trade for its reliable values. 


Capital “Red Cap” Brooms have, for almost half a 
century, been representative of the highest standards of 
broom quality. Users know they are dependable. That 
is why “Red Cap” distributors are always able to obtain 
maximum profits from their sales efforts. 

The “Red Cap” distributor policy has been proven by 
as many years as “Red Cap” Brooms have been made 
themselves. It is one of the reasons why “Red Cap” 
distributors stay sold. 


Ask any “Red Cap” distributor about this profit-mak- 
ing line. You will be interested in his report—and the 
facts we shall be glad to send you. 


INDIANAPOLIS 


Brush & Broom Mfg. Co. 


Established 1890 
126 Brush Street, INDIANAPOLIS, IND. 


ae 
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sy WOOD’ S 


Backed by nearly 80 years’ experience in manufacturing Power 
Transmission Equipment exclusively. 

Stocks of standard sheaves and V-Belts permit shipment of 
14 H.P. to 100 H.P. drives within 24 hours. 


Sheaves of any size or capacity, or of special construc- 
tion, designed and shipped within a very short time. 


New V-Belt Catalog gives full information for select- 
ing and ordering complete V-Belt Drives, Sheaves, 


V-Belts and V-Flat Pulleys. 


T..B. WOOD'S SONS CO. 
CHAMBERSBURG, PA. 


50 Church St., 387-391 Atlantic Ave. 
New York, N. Y. Boston, Mass. 


MEMBER: The Mechanical Power Engineering Associates 
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ERE’S what we are saying to tap users 
H in leading tool and technical maga- 
zines this month: “Buy three of these 
taps for trial. We refund your Money Dou- 
bled if they don’t increase production.” The 
“Maxi” tap is so superior that we dare make 
this unprecedented offer, to build the market 
for you in the shortest possible time. 


The offer is sincere in every way. We bill the 
trial taps through our distributors—you make 
your regular profit. If the taps don’t satisfy 
the buyer we refund him his money, doubled 
—direct. No trouble for the distributor, your 
profit is guaranteed in any 
case. 


Could any offer be fairer? 
Can you doubt that the “Maxi” 
tap in its particular field ex- 
cels all others? 


GREENFI 
COR 


GREENFIELD, ' 






That’s how 
Greenfield is" 


introducing 


the “MAXI” tap 


“Maxi” taps are High Speed steel taps fur- 
nished with cut, commercial ground, or pre- 
cision ground threads, but with a special heat 
treatment. This treatment fits them particu- 
larly for metals and compositions such as 
aluminum, brass, bakelite, die castings, fiber, 
hard rubber, low carbon steels or other mate- 
rials with abrasive characteristics that subject 
the cutting edges of ordinary taps to excessive 
wear. Itis for use in these materials that this 
special offer is made. 

For full details on this offer and how to take 
advantage of it see a “Greenfield” representa- 
tive or write direct to our sales promotion 
department at Greenfield. 










P » a TAP AND Dlz 
PORATION 


MASS.., U.S.A. 
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100% distributor protection 


For over 25 years distrib- 
utors have profited thru 
the sale of Ottemiller’s 
complete line of Cap 
Screws, Set Screws, Cou- 
pling Bolts and Milled 


Studs. 


Not only does the Otte- 
miller line enable distrib- 
utors to offer the highest 
quality but it gives them 
the assurance of 100% 
protection. That is why 
so many distributors con- 
centrate their selling ef- 


forts on the Ottemiller 


line. 


COMPANY 


CAP SCREWS 
SET SCREWS 
COUPLING BOLTS 
MILLED STUDS 
also 
DARDELET 
THREAD SCREWS 


4 
Big 


YORK, PA. 
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Greetings 


from 


Holo-Krome 


Here’s to a 
progressive 
profitable 
Convention 


FIBRO FORGED 


SCREWS 


and here's to a NEW Bo ok 


We believe you'll say it tells a clear and You'll want to read it for several reasons. 
concise story of the new FIBRO FORGED It contains a message to Distributors and 
Screw—the Socket Screw everyone is talk- one to Users. It gives new users of FIBRO 
ing about. By the way, there must be some- FORGED Screws a complete picture of the 


thing in this so-called ‘‘talk’’; perhaps it's 


well founded. And, it gives distributors a new sales slant 


Read the book, then you decide. It's FREE. on a profitable line. 


many applications for Socket Head Screws. 


ARRANGE NOW FOR YOUR COPIES 


Plan their distribution and you will find it 


worth while. . . . . . Send requests | 
to Dept. “’S” 


The Holo-Krome Screw Corp., 
Bristol, Connecticut - - - U.S.A. 


manufacturing exclusively 


SOCKET SCREWS 


SET--CAP-—-STRIPPER BOLTS—PIPE PLUGS 
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The BADGER 


and >O x 


COME THROUGH! 
WW LAE 


1 fa/ O. ial k (in, 
(litt 5 MWe, a Mitout? 
vm Uth vp mH 





YOUVE GOT 
WHAT IT TAKES! 


", q 
i 4 


















All through the last year these two car movers have 
knocked ‘“‘home-runs”’ consistently — in the way of or- 
ders for distributors. They have helped distributors to 


sell other lines, too. 


Watch their “batting averages’’ go up in the next twelve 


THE ADVANCE CAR MOVER CO., Inc. 


CANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 





oe ae, sane 55 SWS METER 
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GOOD ELECTRIC TOOLS SINCE 1897 


Electrically driven TOOLS 
that 


Excel in Performance 
and 


Build Sales for 
Distributors 














































FLEXIBLE ’ 
—_ MEET TODAY’S COMPETITION WITH THE 
agers get cs COMPLETE U. S. LINE 
cludes every type of 
See ee ee Consider these facts: U.S. Electrical Tools are on 
use and embodies a the job in thousands of industrial shops throughout the 
i s poseaten country. They are known among the users of good 
j this line. tools everywhere. Test after test has proven that they 
give greater working efficiency, longer life, and maxi- 
i mum safety to the operator. 
U.S. Tools are sold thru selected distributors at prices 
which meet competition, and discounts which assure 
GRINDERS distributors a fair margin of profit. Protection and 
sales assistance are guaranteed by the U.S. distributor 
policy. 
It is only logical that the U.S. line should be a busi- 
ness builder—and that it should offer distributors a 
most effective way of meeting today’s competition. 
THE UNITED STATES ELECTRICAL TOOL CO. 
2498 West Sixth Street Cincinnati, Ohio 
In Canada—Maple Leaf Electric Tools, Ltd., Toronto 
h 





DRILLS GRINDERS BUFFERS 


Sold The Economical Way 
Through Industrial Distributors 
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FAST CUTTING 


7 


- WEAR RESISTING 
| sth hey eis TE Sa BRE eT - RB EN 

Sea Smt J. +i eer neste te te. Piece. 
ee ti Sea ai te 8 CRS i geet 3 ds ree 


Hand Frame and Power Machine Sizes 


— 


came > : 
| a - @ & q 
ee BY & i ae 

? -= ee . Py Mas - 

mn he i Me xr ce . 








HACK SAW BLADES 
The MILFORD REZISTOR blade is 


cut stainless steel or any other tough, 


made from a special analysis of red hard- hard metal at a speed that will burn out 
ness steel — a blade that can be operated the ordinary blade, and cost 30 to 40% 
at high speed without losing its cutting less for power sizes than tungsten high 


efficiency. MILFORD REZISTORS will speed steel blades. 


apieym dagen 


ri sa fs : i i 

Starts at any angle ease AS Reduces cutting time. 
No scraping to begin 

Teeth will not catch in ; : 
; cut. Will not slip off 

comers. Starts quickly Fe Pie 
with « tell cutting cheuke cutting line. Distributes 
wear full length of blade 





t Rin { START THE CUT ON 


THESE FINE TEETH THE FIRST STROKE 
AT ANY ANGLE 





The Easy Starting Hand Blade 


Send for full information and sales promotion material 


THE HENRY G. THOMPSON & SON CO., Est. 1876 
New Haven, Conn., U.S. A. 
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REMEMBER 


[MILWAUKEE | 


MEANS 
BRUSH EXCELLENCE 








SALES AHEAD on 


5 STIS ICL ESC BLESS V “A ry ( a | I 
a 


Sass efforts consistently get 
results for distributors who sell Milwaukee industrial 
brushes. 














esses ‘emees ” ee cieakss 

miami ar kane First—because each mill, factory, shop, and institution 
WIRE WHEEL WITH ; : 

BRUSH— INTER- in every territory is a prospect. The use of brushes and 
ALL METAL CHANGEABLE 2 , 

CENTER CENTERS brooms can be termed practically universal. 

Second—because there is a right brush for every stand- 

BRUSHES and ee a ; 
BROOMS ard application in the Milwaukee line. Milwaukee 
manufactures industrial brushes exclusively and its line 
BRISTLE - 
is complete. 
WIRE 
FIBRE ‘ ‘ ; 
n Third—because the demand for Milwaukee brushes is 
HAND P continuous—sales are made every month of the year. 
an 
POWER , , , 
‘. — Fourth—because plain, out-right quality, that insures 
by SPECIAL long brush life and good service, makes Milwaukee an 
WHEEL BRUSH ° > 
BRUSHES outstanding repeat line. 

Fifth—because the Milwaukee sales policy stands 
squarely behind distributors. And the Milwaukee profit 
margin is a real sales incentive. 

meme Geb tae Let us show you how you, too, can do a satisfactory 


SOLID BLOCK WIRE BRUSH . - . 
volume of business, at a good profit, on a small invest- 


ment, in the brush market. 





ROUND STEEL WIRE HAND BRUSH 
Have you received oui 


new condensed Catalog? 
Write for your copy today. 





GENERAL PURPOSE SWEEPING BRUSH THE MILWAUKEE BRUSH MANUFACTURING 00. 


(087 SOR ROMER SRE A 2712-2236 North 30th Street, MILWAUKEE, Wisconsin 














156 





16 


REASONS 
a 
good business to buy 


from your local 
distributor 


THE INDUSTRIAL DISTRIBUTOR : 


1. Makes it possible 
to reduce stocks to a minimum. 


2. Permits you to 
secure a maximum number of stock 
turns on supply stocks and it is a 
fact that the higher the turnover, 
the lower the cost of maintaining 
stocks. 


3. Enables you _ to 
reduce losses from depreciation and 
obsolescence. 


4. Reduces handling 
and transportation costs to a 
minimum. 


0. Lowers your 
warehousing expenses. 


6. Permits you to cut 
down on the amount of capital tied 
up in supply stocks, thus saving 
you money on interest charges and 
releasing capital for productive 
purposes. 





ee ee 


1. Consolidates many 
items on one order, thus effecting 
definite money savings on the plac- 
ing of orders, payment of bills, and 
office accounting. 


8. Offers immediate 
delivery from stock. 


g. Permits of a wide 
selection of a great variety of items. 


10. Gives emergency 
service, thus preventing costly 
plant shutdowns. 


1. Makes available 
immediate price and catalog in- 
formation. 


12. Has a more inti- 
mate knowledge of your needs be- 
cause his salesmen make frequent 
calls. 


13. Facilitates t he 
flow and extension of credit. 


14. Expedites the 
handling of complaints and ad- 
justments. 


15. Offers a double 
guarantee on products sold, his own 
as well as the manufacturers’. 


16. Operates a local 
business and by patronizing him, 
you help build up the community of 
which you are a part. 


MILL SUPPLIES 


The Magazine of Industrial Distribution 
330 WEST 42nd STREET, NEW YORK, N. Y. 


The first of a series of messages telling why Distriputors Serve INpustRY ECONOMICALLY 
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Beals, McCarthy & Rogers 


distributors of 


QUIGLEY products for 16 years! 


HYTEMPITE 


REG. U. S. PAT. OFF. 


MAY 1935 


Mr. J. Frederick Rogers, Vice President, writes... 


“We had the pleasure of starting our relationship with your 
Company sixteen years ago. That was our introduction into the 
refractory business. Our line was further augmented with items 


which industry found helpful. . . . 


We also wish to state that the cooperation which we received 
in the way of field service has been handled very intelligently by 
competent service engineers . . . in other words this would be 
classified as a line which any distributor would be happy to 
handle.” 


These are some of the reasons why Quigley products are 
handled by distributors in all parts of the world. Therefore when 
you are considering refractories or protective coatings or sealing 
compounds, or process cleaners . . . be sure to get in touch with 
one of our distributors. You will be sure of a quality product 
and the proper service. 


QUIGLEY COMPANYnc. 


Manufacturers of Industrial Specialties 
56 West 45th Street, New York 
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READ 


THE STORY OF THE 
CONVENTION in 


MILL SUPPLIES 


for June 


Au the news of what goes on at the Pine- 
hurst Triple Mill Supply Convention will be found 
in the June Report-of-Convention issue of MILL 


SUPPLIES. . 


. . If you attend the Convention, you 


will want to review the proceedings and reflect on 
the various ideas and plans which are discussed .. . 
If you were unable to be at Pinehurst, MILL 
SUPPLIES for June will bring the meetings to your 
very door-step in a complete word and picture story 
... In addition to the timely, newsy editorial material 
which will make the June issue of MILL SUPPLIES 
intensely interesting and helpful to all industrial 
supply distributors, many of the country’s leading 
manufacturers who sell through distributors will be 
represented in the advertising pages with messages 


of real value. 


.. . Watch for this highly important 


issue which will be off the press about June 10. 


MILL SUPPLIES 
330 W. 42nd Street 
New York 
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SCHIEREN BELTING 


—. 


fe a a a. aed 


Dpeciallics 


a sales and repeat business 7. ia. 


possible when you deal with a houge whoge name is 
Neetoh pe Mosete Mu gelosci-Me (elele (Melee Me! “Ve or highest 


quality. The rigid control that w 
manufacture of Schieren Products i 
in buying these products and your aid in selling them. 
You can always sell them with definjte assurance that 
you are giving the best that money ean buy and that 
their dependability will result in cofstantly increased 
profits through new and repeat business for you. 


ex@rcise in the 


Since 1868, through strict adherence to this policy of 
Quality, we have built up a world wide business in 
rUet-Mcelesettt Coot tttd-Mocele Mctet(-Me) M (clodtelchae «i-)ibtelemes ele Ms (clodtel-y4 
specialiéS-foruse by industry. Their universal ac@ept- 
ance is proof of their dependability and: ‘saleability.” 


HONESTLY MADE a of‘ 
SINCERBLY ADVERTISED eh ia faceee 
UNIVERSALLY USED a 
33 FERRY STREET NEW YORK 


7 Branches and Distributors in All Principal Cities 
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THE PLANT OPERATING OFFICIATMIS A WELL READ MAN 





he’s “Fatstory” reared 
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WHAT IF HE 








INDS NOTHING ABOUT YOUR 


LINE IN #THE ADVERTISING PAGES? 








When the produc 


“cc 


that you carry 





are advertised in ‘Mactory” the com- 






panies that you rgpresent are helping 





steer the territ@fy’s best orders in 











your direction.# The men to cultivate 






in the manugfcturing plants in your 









ay us a subscription price to 


them up to date on plant 








anagement, production and main- 


tenance methods. You sell them the 


FACTOR 


MAY 1935 





same thing—up-to-date methods — 
when you try to get their orders. 


You contact them personally. So does 
“Factory.” And so does the manu- 
facturer whom you represent when 
that manufacturer gives you advertis- 
It is the 


ideal way for manufacturer and dis- 


ing support in “Factory.” 


tributor to work together toward the 
common objective of getting what 
you sell installed in leading manufac- 
turing plants. 


MANAGEMENT and MAINTENANCE 


A McGRAW-HILL PUBLICATION 


330 WEST 42nd STREET, NEW YORK, N.Y. 
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SALES POSSIBILITIES | 
IN NEW PRODUCTS | 





Compressor Motor 








¢ A COMPRESSOR motor, recently 

developed, is a combination motor 
and compressor, designed primarily 
for paint spraying, but can also be 
used on sprayers of insecticides and 
lacquers. The air-cooled motor has 
a 1/10 horse power rating and is of 
the universal type, operating on 
either alternating current, 0 to 60 
cycles, or direct current. The com- 
pressor part of the unit develops a 
dead end pressure of 20 pounds, while 
the air velocity is said to be 650 feet 
per minute at the 3-inch discharge 
vent. Weighing but 3? pounds, the 
unit is easily adapted to any small 
device requiring a light, portable 
compressor. According to the builder, 
several manufacturers of paint spray- 
ing devices have incorporated this 
compressor motor as part of their 
spray units —The Dumore Company, 
Racine, Wisconsin. MILL SUP- 
PLIES, May, 1935. 


Bench Drill Stand 





® AN ADDITION to its drill stand 

line, the No. 7 bench drill stand, 
is described by the manufacturer as 
“practical for almost every mainte- 
nance operation, and especially serv- 
iceable in mass production work.” 
This new stand quickly converts port- 
able electric drills into drill presses 
for heavy duty work in the industrial 
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and automotive fields. Four to one 
leverage on the feed handle enables 
the operator to exert tremendous pres- 
sure on the work, and the smooth 
operation of the tool bracket permits 
accurate drilling, it is claimed. These 
tool brackets are easily raised or 
lowered, and can be swung in an 
arc on the supporting column. The 
No. 7 drill stand accommodates the 
following new electric tools made by 
this manufacturer: 4 inch special 
drill; 4 inch heavy duty drill and ¥s 
inch drill—The Black and Decker 
Manufacturing Company, Towson, 


Maryland. MILL SUPPLIES, May, 
1935. 





For Making Belts Endless 


© ANNOUNCEMENT has been made 

of the development of a vulcanized 
splice for “Compass Cord” transmis- 
sion belts. By means of this new 
vulcanizing method, these belts can | 
now be made endless on the drive, 
thus making it possible to obtain the 
belt in roll-lot, non-endless lengths 
for use on belt drives where it was 
formerly necessary to dismantle the 
pulleys to install an endless belt. The 
ends of the “Compass” belt are joined 
by dovetailing the load-carrying core 
of cords at the splice and by vulcaniz- 
ing the spliced portion of the belt 
with a portable vulcanizer developed 
for this purpose. This belt is so con- 
structed that the load is carried 
entirely by a layer of cords, laid side 
by side, embedded in rubber and 
sheathed in a ~ protecting fabric 
envelope. The manufacturer an- 
nounces, however, that production of 
“Compass Cord” endless belts will be 
continued for belt drives where end- 
less belts can be easily and quickly | 
installed.—The Goodyear Tire and| 
Rubber Company, Akron, Ohio. MILL | 
SUPPLIES, May, 1935. | 


Rubber-Base Colored Finish | 


© A RUBBER-BASE colored finish, | 

known as “Super-Colorseal” is | 
offered as a practical method of | 
painting basement floors in residences, | 
stores, churches, power houses and 
other concrete floor areas lying 

























Genuine 18% 
Tungsten High 
Speed Steel Teeth 


Patented 
Electrie 
vel 


Tough Alloy Steel 
ac 


Unbreakable 
MARVEL 


High-S peed-Edge 
HACK SAW BLADES 


No other Hack Saw Blades can have: 
the fastest-cutting, longest-lasting cut- 
ting edge— Genuine 18% Tungsten 
High Speed Steel—and alse be posi- 
tively unbreakable. Only MARVEL 
High-Speed-Edge Blades, made by the 
patented MARVEL method ean give 
the best characteristics of all other 
types with the weaknesses of none. The 
house that sells MARVEL Blades has 
an outstanding sales advantage—a 
blade and a sales story that know no 
competition. 


MARVEL Hicgh-S peed-Edge 
HOLE 
SAWS © 










Come in 
sizes to 4'% 

inches with 
MARVEL High- 
Speed-Edges and 
alloy steel bodies—the 
strength to withstand the 
terrific peripheral speeds 
and strain of production 
use on drill presses; the 
“set’’ to give ample chip 
clearance and permit deep 
drilling. MARVEL HOLE SAWS not only 
provide the most satisfactory hole saws for 
general use, they also open new and un- 
limited markets fee hole saws. 


A NEW 


Heavy-Duty 


HAND FRAME 


Saw Frame that holds 4 
blades under high ten- bX 
sion, prevents buckling and mS 
breakage, permits guarded-grip, : 4 
2-handed sawing—Straighter, “ai | 


accurate, faster. Once shown this 
new tool is sold. 


Write for Circulars ~ 


Armstrong-Blum Mfg. Co. 


“The Hack Saw People’ 
353 N. Francisco Ave., Chieago, U.S. A. 
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SAWING MACHINES 
TAPPING MACHINES 


MARVEL 


MARVEL is the first name in Metal Sawing, in sawing machines of every class. 
MARVEL stands for sturdy construction and dependable performance in small 
general purpose Hack Saws; it marks the fastest sawing machines built; the 
most universal saw—the big MARVEL Metal Cutting Band Saw. It is 
MARVEL that has pioneered production sawing machines, produced the 
first full ball bearing, heavy-duty high speed saws that feed, measure, 

cut, count and stop automatically. 





























MARVEL 
NO. 1 


Standardize on MARVEL Saws and turn every prospect into a 
sale. No matter what your customers’ needs a MARVEL will 
best meet their needs. 


ANNOUNCING ... MARVEL Tapping Machines that 
open new opportunities for volume sales. 7 Models 
(7 sizes, 7 capacity ratings, 7 spindle speeds). Hori- 
zontal friction type with standardized attachments 
for all sizes that can be added a unit-at-a-time 
to make the most universal tapping machines 


MARVEL 


built. Patented in design, use stock motors, Tapping 
and are capable of doing the work of Machines 
much more expensive and compli- 

cated equipment. This is an out- 

standing line that is certain to 

enjoy a wide use. Models 


Spindle Speeds 
Armstrong-Blum Mfg. Co. Capacity Rating 
"The Hack Saw People’ 
353 N. Francisco Ave. 
Chicago 
U. S. A. 


Bench 
Model 
with 

Spring-return 
Sliding Table 





{\ MARVEL 


NO. 4B 











MARVEL 
NO. 6 





MARVEL 
No. 8 





Bench Model 
with Rear Lever 
Action 


MARVEL 
NO. 6A 


Bench Model with 
Front’ Lever Ae 
tion and = Auto- 
matic Depth Trip 


MARVELSAWS 
General Purpose Hack Saws 
MARVEL No. am Capacity 


4”x4 
MARVEL No. 2 Capacity 
"¥8” 


x 
Light High Speed Saw 
MARVEL No. 4B Capacity 


6” x6” 
Heavy-Duty, Ball Bearing 
H Ss 


. Floo 
igh bes he Model with 
MARVEL ps 6 Capacity a 
x : Hand 
MARVEL J Capacity Levers 


Automatic Production 
High Speed Sawing 
Machines 
MARVEL No. 6A Capacity 
6x6" 


MARVEL No. 9A Capacity 
0”x10” 


x 
Universal Band Saw — 
MARVEL No. 8 Capacity 
18x18” 


MARVEL 
NO. 9A 


Write for 
Bulletin No. 500 


Write for Bulletins 
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OILERS 


ARE TO MILL SUPPLIES 
WHAT SUGAR AND 
COFFEE ARE TO GRO- 
CERIES 

The alert mill supply salesman 
suggests oilers of various types 
Zon practically every call he 
makes. THEY REPEAT AND 
REPEAT AND REPEAT!—be- 
cause they are in constant use 
and therefore frequently re- 


pl 

THE MILL SUPPLY 
HOUSE THAT WANTS 
TO GIVE REAL SERVICE 


CARRIES THE ENTIRE 





EAGLE LINE 

including welded steel bench 
oilers, flexible spout oilers, 
pump type oilers (illustrated), 


welded steel valve vilers, force 
feed oilers, engineers sets, trac- 
tion oilers,etc. W RIT TE FOR 








SEAMED BOTTOM 
EAGLE MANUFACTURING CO. 
Wellsburg, W. Va. 


DOUBLE 








LOWER COSTS 
BETTER RESULTS 


can be obtained through the use of 
GARDINER FLUX-FILLED SOLDER 


Its uniform high quality saves both 
time and material. 


Clean, permanent 
bonds are 
assured. 
Made in 
both acid 
and rosin 
core and in 
various 
alloys and 
gauges (as 
small as oy 
of an inch). 
Due to 
imodern 
produc- 
tion meth- 
Fluz-flled ; = s ods Gar- 
te snd 20 1b. spook. diner Solder 
costs less than ordinary kinds. 


Send us your specification require- 
ments—we also make a complete line 
of bar, solid wire solders and babbitts. 


lardiner 


4833 So. Campbell Ave., Chicago, Ill. 
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directly on the ground. A moisture- 
proof seal coat is first applied to the 
floor and “‘Super-Colorseal” is applied 
with a brush 24 hours later. The 
manufacturer states that moisture 
penetration from below is stopped and 
the finish is tough and especially re- 
sistant to scuffing, being 25 to 50% 
more resistant to abrasion. “Super- 
Colorseal” is available in eight colors, 
including tile, red, brown, terra-cotta, 
gray, dust, Nile green and mahogany. 


—Master Builders Company Cleve- 
land, Ohio. MILL SUPPLIES, May, 
1935. : 


Micrometer Calipers 





® NEW micrometer calipers, known 
as Numbers 8S and 10S, have been 
very recently developed to resist wear 


and stain. The threads of the 
measuring screw are carefully ground 
in a one-piece, hardened spindle of 
high-chromium, high-carbon steel, 


which, the manufacturer states, in- 
sures extraordinary resistance to 
wear. The use of this steel in the 
anvil, as well as in the spindle, is 


also said to give unusually long life 
to the measuring surfaces. Frame, 
thimble and barrel, and all of the un- 


| hardened parts, are of stainless steel. 





| Providence, 
SUPPLIES, May, 


The steel used in the spindle and anvil 
is stain-resisting. As an aid to easy 
and accurate reading, the thimble has 
large figures, and the figures and 
graduations on the barrel and thimble 
are placed on a non-reflecting back- 
ground to facilitate reading. No. 
8S is made to measure 0 to 1-inch, 
by thousandths of an inch. No. 10S 
measures 0 to 1-inch by ten-thou- 
sandths, as well as thousandths of 
an inch. Both tools can be furnished 
with or without ratchet stop.—Brown 
and Sharpe Manufacturing Company, 
Rhode Island. MILL 
1935. 


Chemical Goggle 





© A NEW goggle called the “AO 
Duralite Chemical Goggle,” has 
been announced, which is_ effec- 


| tively ventilated, while providing pro- 


tection from splashes of dangerous 
liquids and the impact of flying par- 











dgemont 
Friction 
CLUT Cl HES 


“YOU CAN’T Se WR 
HEY ARE SERVICE TESTED” 


EXPANDING “TYPE BY” 


The standard clutch for counter-shaft, line- 


shaft and other moderate speed applications. 





DISC “TYPE SF” 


A superior type disc clutch built to stand 


| severe service, frequent operation and high 











speed. 





Send for Catalogue’ H,"’and Circular No. SF-3. 


The Edgemont Machine Co. 


DAYTON, O. 





















2-piece Hinged 
* Rocker Pins 


STEELGRIP 


Flexible Lacing 
Recommended Steelgrip for me 


as well as general use. With tra 
strength it will hold any load. Made of 
Treated Steel it penetrates toughest 
belting-clinches to a smooth, flat 
“hump-less’’ joint. Increases life of 
rubber and fabric belts—compresses 


ends and prevents fraying. Lengths for 
the widest conveyor belts. 8 sizes. 
comes boxed in boxes, handy packages 
and lengths—72-inches always in stock. 


ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 














Write 











or 
Circular. 
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ticles. The eyecups are molded to fit 
the contour of the face and thus pre- 3 | M O N D S 


vent liquid from entering around the 


goggle. Air circulates through slots 
METAL SAW TOOTH 


in the lens rings, through the radial 
slots in the eyecups and through the 

FULL perforated side shields. A_ solid 
baffle plate in back of the side shield 
PRO FIT is flared out on the edge nearest the 
lens, permitting air circulation but 

isolating the eyes from splashes. The 
goggle is provided with “Super 

For You Armorplate” lenses. The adjustable, 
rubber-covered ball chain bridge and 
the adjustable, one-piece head band | 


are designed to provide exact fitting | 
| for individual workers. — American | 
















P . : | 
n this fast selli special- Optical Company, Southbridge, Mas- | 
° S 2 Ps — ole sachusetts. MILL SUPPLIES, May, | 
ty. Stands firmly, permits | 1935. 

workman to use both hands. | 
Brings regular repeat or- 

ders. Protected territory. 


Write for details. 
Dept. MS-5 | 


The DAYTON SAFETY LADDER Co. 
121-123 W. 3rd St. Cincinnati, Ohio 


DAYTON 


Safety Ladder 


(Patented) 


Centrifugal Pumps | 











© TWO larger units have been added 
to the Monoblock centrifugal pump 
group, sizes 3 and 4 inch. These 

S U b F R F L A K E larger pumps are similar in design to 
the original smaller (1 to 24 inch) 
GRAPHITE units of the line. The pump is 
PRODUCTS rigidly mounted on the motor frame 


and is supported by a foot resting on 
the base. The pump impeller is 
mounted directly on the motor shaft 
and both pump and motor are bolted 
|to one rigid base. Additional im- 
| provements are in impeller design, 
|renewable wearing rings and balance 
rings that eliminate end-thrust and 
|put the stuffing box under suction 














EVERY RED TANG 








Flake Graphite pressure only. Pumps can be fur- 
PU... nished in standard bronze, all bronze FILE IS PROVED BE- 
morphous Graphite or all iron. Motor construction may 
Graphit ‘G Grate? |be standard (splash-proof) or special FORE PACKING, A 
raphite Wreases | (explosion-resisting, etc.). Mounting 
OE 34 Pra can be either horizontal or vertical.— GUARANTEE THAT 
: Worthington Pump and Machinery 
Automobile HOUSES Corporation, Worthington, New EVERY RED TANG 
Lubricants Do Not Fail || Jersey. MILL SUPPLIES, May, WILL CUT WITH- 
Waterproof Grease to Get Our || 1935. 
Graphite Oils Special Offer. OUT SCRAPING 
Foundry Facings 
Paint Themae Grinder NG 
Pipe Joint Compound ; 2ED tA 
Colloidal Graphite © ONE of the outstanding features | but} aw 
‘ of this Themac grinder is the cir-| al 
e Write Today cumferentially adjustable grinding | © : 
For sample meeting your spindle which can be locked into any | 
own problem or for book- desired position, enabling the opera- 
let containing complete tor to set the spindle center to lathe | 
information. center—in front of motor for eprvet S | M O N D S 
Superior Flake Graphite Co. or external grinding, or to the rear 
ns South Clark St. a ii. |of motor for large diameter external | SAW AND STEEL CO. 








igrinding. For longitudinal external | 


FITCHBURG. MASS. 
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MULTI-FLAME TORCH 


is made for long, 
hard service.... 


SurrasB_e for industrial work of all kinds. 
saves 
time. Regulates to a small pointed flame 
Triple-capacity pump. 
Steel vein liners, removable for cleaning. 
Gas orifice block and cleaning pin renew- 


Its enormous 10-inch blue 


flame 


for fine soldering. 


able when worn or damaged. 
Write for descriptive folder to the 
CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 
Makers of World's Largest Selling Firepots 














ESIico 


(Reg. U. S. Pat. off.) 












build 
sales and 
profits for 

distributors 


Esico industrial soldering 
irons can go with you into 
any plant and make a place 
for themselves. Their record 
in industrial plants = every- 
where is one of efficient, com- 
mendable service. 

Made in both plug and «crew tip 
types. Sold through distributors 
under a policy that provides 100% 
cooperation. Investigate. 


ELECTRIC 


SOLDERING IRON CO., Inc. 
342 W. 14th St. New York, N. Y. 


Industrial 
Electric 
Soldering 


lrons 
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grinding between centers, the exten- 
sion arm can be used making it pos- 
sible to grind pieces as large in 
diameter as the full swing of the 
lathe. 


a 4 hp. Universal motor operating 


on either alternating or direct cur- 
rent. Armature is dynamically 
balanced and fitted with a fan and 
a baffle plate inside the housing. 
Motor and spindle housings are made 
of aluminum. Norma ball bearings 
are used in grinding spindle and 
motor, and a wick oiling system pro- 
vides sufficient oil at all times. Four 
pulleys are supplied which operates 
the spindle from 7,000 to 36,000 r.p.m. 
The weight of the machine is 10 
pounds.—The McGonegal Manufac- 
turing Company, Rutherford, New 
Jersey. MILL SUPPLIES, May, 
1935. 


Ball Bearing Buffers 





® ANNOUNCEMENT has been made 
of the development of a line of ball 
bearing buffers, both bench and 


pedestal type, in sizes ranging from | 


' to 5 horsepower. The features of 
this new line include large ball bear- 
ings, totally enclosed, extended end 
bells, long distance between wheel 
centers and heavy shaft. Power is 
supplied by a heavy duty type Baldor 
ball bearing motor, in which large 
ball bearings are sealed and mounted 
in special housings to prevent en- 
trance of dirt. The motor is 
dynamically balanced for the purpose 
of reducing vibration to a minimum. 
These “Handy” buffers, 60 cycle, are 
provided in two or three phases, 220 





Grinding wheel can be used on | 
| either right or left side by swinging 
| entire machine around. The unit has 








Distributors 


A catalog 
that will 
help you 


source of 
a supply 
™ on— 


BRASS - BRONZE 
AND OTHER NON-FERROUS METALS 


BOLTS-NUTS-SCREW 


@Complete stocks of all 
standard sizes 





®@ Prompt service on special 


items 
@Complete inventory of 
corrosion resisting raw 


materials carried for spe- 
cial orders 


® Good profit margin 
Write today for catalog and details 


The H.M. HARPER CO. 


2622 Fletcher St. Chicago, III. 








@ You will have better 
luck with our . 


NEVERBREAK Belt Lacing 


—one late that answers every need 





You can recommend it to your trade re- 
gardless of the conditions under which the 
belt is working. That eliminates the necessity 
for stocking three or four different tannages. 

A recent test made with a \-inch lace 
showed that NEVERBREAK had a tensile 
strength of 400 pounds! 

When subjected to 240 degrees Fahrenheit 
for 60 consecutive hours, NEVERBREAK re- 
tained a tensile strength of 300 pounds. That 
shows heat resistance! And when NEVER- 
BREAK Chrome Lace becomes wet, it will dry 
back to its original soft and pliable state. 

Full length sample laces furnished free 
te any distributor wishing to have an 


experiment made with this remarkable 
new lace. 


CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave. 
ST. LOUIS, MO. 


ODP PB PIDPDP PPP PPP PP PD PP DPD 
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Offer your customers 


ereal performance 
@ low initial cost 
@small upkeep 








with 
GENUINE HETTRICK 
Stitched Canvas Belting 


MALABAR 


For Conveying and Elevating 


HETMACO 


The New Transmission Belt 











Customers actually save money 
on belt operation when they use 
these exceptional belts. That is 
why distributors profit doubly by | 
selling them. 


The Hettrick resale price set-up 
and sales plan will appeal to you. 


We'll be glad to send details. 
HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 


3 MONARCH 








economical 








fast-cutting 
ready-selling 


Monarch Hack Saw Blades 
are good profit-makers for | 
distributors. Their econo- | 
my and reliable cutting | 
ability make them a valu- | 
able addition to your | 
line. 


| 
Let us give you com- | 
plete information as to | 
how Monarch Blades | 
can fit into your present | 
sales program and go | 
to work for you. 


Chicago 

Representa- 

tw: , | GREAT NECK 
loos het. SAW MFRS., INC. 
Cnicace, GREAT NECK NEW YORK 


2¢ 
27 





| Many 


or 440 volts, not interchangeable, in 
sizes ranging from j to 5 horse-power, 


and in single phase, 110 or 220 volts, | 


not interchangeable, 
to 5 horsepower. 
Company, St. Louis, Missouri. 
SUPPLIES, May, 1935. 
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@ A 4-WAY general 

for handling drilling equipment, 
raising sand reels and casing sills, 
jacking steam engines and skidding 
rigs, raising and setting boilers and 
other kinds of emergency 
service has just been announced. The 
capacity of the jack is fifteen tons. 


purpose jack 


| It is 224 inches high and will raise 


124 inches, and weighs 27 tons. It 
combines straight lifting, hook and 
foot lifting. The swivel base also 
permits useful lifting at various 
angles including a_ positive 
latch for upright lifting with double 
socket lever for operation in small 
or cramped quarters. The jack 
equipped with a single unit automatic 
lowering mechanism, the mechanism 
being self-contained in a_ housing 
which can be removed bodily from 
the jack, with no loose pieces, bolts 
or nuts to adjust within the jack. 
—The Duff-Norton Manufacturing 
Company, Pittsburgh, Pennsylvania. 
MILL SUPPLIES, May, 1935. 


1S 


Patching Plug 


MULTI-SEAL PLUG 


Dre mnew ‘hd 





in sizes from 3 | 
— Baldor Electric | 


locking | 


© THIS is an all metal plug that can | 


be used for a variety of purposes. 


For example, as a flexible rivet for | 


riveting two pieces of metal together 
where it is impossible to work from 
both sides; as an anchor bolt for 
securing cabinets, machinery or ap- 








NOW 


OFFERS 
DISTRIBUTORS 
A COMPLETE LINE OF 
AIRFINISHING EQUIPMENT 
Including 
AIRBRUSHES 
AIRPAINTING 
UNITS 
AIRDUSTERS 
PRESSURE 
TANKS 





t S 
AIRREGULATORS 
AIR & FLUID HOSE 
AIR & FLUID 

VALVES 
SPRAYERS 
SWIVEL 

COUPLINGS 
VENTILATING 

UNITS 
WATER & OIL 

SEPARATORS 


Everything for AIRFINISHING 
Plus 
Engineering service between our or- 
ganization and yours to help you make 
more money on the well-known Paasche 


line. Almost every call you make—a 
prospect. 


The 

ONLY 
CONVERTIBLE 
ALL-PURPOSE 
AIRBRUSH 


Write for prices, discounts and 
catalog full of information to help 
you sell. 


1902 DIVERSEY PARKWAY 
CHICAGO, ILL. 











STAMINA 


IS THE RIGHT WORD 
TO DESCRIBE THE 


BALL 
6” to 10” 


BEARING GRINDERS 
1/6 H.P. to 14 HELP. 





a” 
Grinder 

It has— 

POWER — ENDURANCE 

RUGGEDNESS — LONG LIFE. 


When the going is hard it can take 
it—and keep going. 


YOU MAKE TWO PROFITS WHEN 

YOU SELL A , A 

SATISFIED CUSTOMER PLUS A LiB- 

ERAL DISCOUNT. 

Manufactured complete and distributed by 
BALDOR ELECTRIC CO. 


St. Louis, Mo. 
APPARATUS DIVISION 














RADIATOR 
FILLER 


SHERMAN 


== FAUCET——— 
A Good Seller for Distributors 






Your customers will 
be interested in these 
advantages: 


LONG SPOUT—Reaches any radiator 
opening and protects the hands from 
burns. 


SMOOTH STREAM—Won’'t splash or 


drip. Readily controlled from full 
stream to trickle. 


CAPACITY FOR HARD SERVICE— 
Made of high grade cast brass. Simply 
constructed, long wearing valve mecha- 
nism. Seat washer easily renewed if 
necessary. 


Supplied in rough brass 
or nickel plate finish 2” 
Hose thread 
cartons .. « 
terms. 


Packed in 
Liberal distributor 








H. B. SHERMAN MFG. CO. 
BATTLE CREEK @ MICHIGAN 











Protect Low Pressure and Vacuum 
Lines against Expansion and Contrac- 


tion with HARRIS 


COPPER 
EXPANSION 


JOINTS 


Made in standard con- 
cave and convex types, 
with cast iron or steel 
flanges. Sizes from 4’ 
to 60”’ diameter. 





B-281 
Concave Type 


SPECIAL PIPE 
and PIPE FITTINGS 


Send us your orders for pipe and fittings that 


you cannot supply from regular stock. We 
cast and finish a great variety of special fittings 
in copper, brass and bronze, and are distrib- 
utors of the ANACONDA Line of copper 
water tubes, copper and brass solder and 
flared tube fittings. We manufacture coils, 
bends and special piping of nonferrous metals 
and stainless steel. 


ARTHUR HARRIS & CO. 


210-218 N. Curtis St., Chicago, Hil. 


Coppersmiths, Engineers, Bronze Founders 
and Float Manufacturers. Established 1884. 
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paratus to hard surfaces, such as 
cement brick or tile; for plugging 
pipe ends or repairing holes in steam 
boilers, water pumps or air compres- 
sors or for securing metal patches to 
liquid, steam or air compressors. It is 
constructed of a lead composition 
that will flow into tracks or fill 
irregular holes. The metal ferrule 
on the tip of the plug fans out, com- 


pressing the metal into a flanged | 


ring or rivet. The alloys used 
harden the plug to hold when once 
drawn down. Special steel bolts, 
hardened by a new process, are used. 
They are Udylite plated and are said 
to be rust-proof.—Multi-Seal Manu- 
facturing Company, Chicago, Illinois. 


| MILL SUPPLIES, May, 1935. 


Drives for Spinning Frames 





® PRODUCTION is under way on 


three new drives for’ spinning 
frames, which incorporate special 
bases, made for this use only. In 
one instance, the base is constructed 
so that the motor is mounted eight 
inches off the floor. This is known 
as the floor mounting. Simple ad- 
justments establish correct belt ten- 
sions and quick pulley alignment 
when the drives are installed. The 
pivoted motor weight is then said 
to assure uniform transmitting 
capacity throughout the life of the 
drive. The second of these drives is 
the shelf type spinning frame drive. 
The pivoted motor base is recessed in 
the welded steel shelf, which is de- 
signed for minimum space and ease 
in cleaning. Here the motor is also 
eight inches off the floor. The third 
is the vertical. type special spinning 
frame base drive, which employs the 
vertical drive principle. The motor 
1s mounted above the driven pulley 
to give maximum clearance from the 
floor and to permit wide range in the 
selection of pulley sizes, belt lengths 
and driven speeds. Correct belt ten- 
sion is maintained by springs beneath 
the motor shelf. Operators are kept 
away from the moving belt and 
pulleys by the design of the base, 
which acts as a guard around the 
drive. Speed changes are  ac- 
complished by changing only the 
driven pulley diameter. The drive is 
reversible without change or adjust- 
ments. — Rockwood Manufacturing 
Company, Indianapolis, Indiana. 
MILL SUPPLIES, May, 1935. 

















YOU REDUCE 


Customers’ Costs 
When You Sell... 





DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


for machines + counters * 


idlers « mules « clutches 


@ They save: (1) time in daily oiling; (2) cost of lebri- 
cant; (3) cost of replacement; (4) power loss by friction; 
(5) time loss when trouble appears. 


We shall be glad to send you information about our liberal 
distributors’ terms, and engineering sales assistance. 


CHICAGO PULLEY & 
SHAFTING CO. 
19 No. Desplaines St. CHICAGO, ILL. 








Get the bulk of the 
Wiping Cloth Business in your 
Territory by Selling 


AMERICAN 


WASHED AND STERILIZED 


WIPERS 


The quality of our cloths plus our prices and 
discounts enable — 
you to do it. 





American Wipers | 
are thoroughly | 
cleaned and steril- 
ized — every last Ve 
cloth in the bale. 

Our service is 


prompt and personal 
Write for details. 


Both of our plants are 


operating according to 
the wiping cloth Code 
now in effect. 


AMERICAN 


SANITARY RAG CO. 


1001 West North Ave., CHICAGO, ILL. 
Eastern Plant: 
600 De Graw St., BROOKLYN, N. Y. 


PPP PPP P IP PP PPP PPP PP PP 
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This tiny set screw 
simplifies assembly— 
saves time 


Setting up a Bristo Set Screw is easy. Because 
of the gear-like action with which the Bristo 
Wrench meshes into the fluted socket, there is 
no fumbling. Or bother or trouble, even in han- 
dling the smallest sizes. 

Once set, a Bristo stays set. It will not shake 
loose. Neither will the socket jam, round out 
or split. See diagram. Bristo design with- 
stands all the force needed for a tight grip. 

Write and ask for free samples of Bristo Set 
and Cap Screws. 


The BRISTOL COMPANY, 
WATERBURY, CONN. 


oo © 


WHY THEY'RE BETTER 
Compare direct turning pressure of BRISTOS 
left with sidewall pressure of other designs 


TRact mann 


SAIS TO 


atG US. Pat OF 


SET AND CAP SCREWS 





SOCKET HEAD 


| 
Your customers need the 


security provided by 


JACKSON BELT 
FASTENERS... 


e They positively will not pull 
loose. @ ei themselves owing hes 
their practical simplicity. e Used by 
your customers wherever a depend- 
able heavy duty fastener is needed. 
© Recognized as the standard belt 
connection thruout the world 


Do you have ‘ 











“BEWARE OF IMITATIONS” 
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ISAAC JACKSON 


full ly 
paren pee Ot BELT FASTENER CO. 
literature? 18 VESEY ST., NEW YORK 


Portable Gasoline Hammer 





air-cooled 
hammer that is used for breaking 


portable gasoline 
concrete, back fill tamping, digging 
frozen ground, general demolition 
purposes, prospecting, rock breaking, 
shallow drilling and sheeting driving. 
This two cycle, single cylinder, hard 
hitting gasoline driven hammer 
strikes from 1,200 to 1,500 blows per 
minute, according to the manufac- 
turer, and will accommodate any 
standard 14 inch hex shank tool. 
Unit uses low test gasoline and 
lubrication is taken care of by mixing 
oil with gasoline and pouring in gas 
tank. Machine is started by throwing 
“on” ignition switch and pushing 
down on starting plunger at top of 
cylinder. Free floating steel 
piston acts as the hammer.—Barco 
Manufacturing Company, Chicago. 
re. MILL SUPPLIES, May, 


Redesigned Electric Drills 


® ANNOUNCEMENT has been made 

of the redesigning of three electric 
drills to perfect balance and make 
for easier handling, increased power 
and lighter weight. New features 
include smooth, rounded surfaces and 
improved motors. One of the re- 
designed tools is a 4 inch heavy duty 
drill for use in continuous produc- 
tion work in large machine shops, 
also in garages and auto repair 


| shops for operating carbon-cleaning 


brushes, valve seat grinders and 
hones, wire wheel brushes and grind- 
ing wheels. The second is a 3 inch 
standard drill especially useful in 
shops using a 34 inch drill con- 
tinuously, but where the applications 
are not heavy enough to warrant the 
purchase of a heavy duty drill. The 
third is a 5/16 inch drill for constant 


| production drilling, in wood or metal, 
| especially suited for lead-hole drilling 
| in wood.—Van Dorn Electric Tool 


Company, Towson, Maryland. MILL 


| SUPPLIES, May, 1935. 





PRICE on this 2’, 










Get Our LOW 
10,000 Gal. Size 


‘JAEGER “SURE PRIME” 


PUMPS SELL FASTER.. 
2”—3"—A”"—6"—8” SIZES 


Beat competition, with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals, Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 


make money 








Profit 


Opportunity 
For jobbers 





CESCO 
SAFETY EQUIPMENT 


Respirators, dust masks, goggles, 
sandblast masks, welding shields— 
everything for head, eye and lung 
protection—from one source of 
supply. Every customer on your 
list is a prospect for CESCO prod- 
ucts and if you haven't already 
done so—vwrite for salesmen’s 
catalog sheets, prices and dis- 
counts. 


CHICAGO EYE SHIELD CO. 
2329 Warren Blvd. Chicago, Il. 
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